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North Asks States, 
Cities to Modify 
Taxes on Insurance 


Warns Unfair Attempts to Put 
More Taxes on Cos. May Drive 
Them to Other Locations 


CITES PROBLEM IN CONN. 


Calls Insurance Great Community 
Asset; Wants State and Local 
Taxes on National Level 


A thinly veiled warning that munici- 
palities may continue to boost taxes on 
local insurance companies only at the 
risk of losing some such companies to 
other cities, was voiced by John A. 
North, president of the Phoenix-Connec- 
ticut Group, when he addressed the 
Hartford Chamber of Commerce recently 
in Hartford. He holds that insurance 
is a community asset, in direct taxes, in- 
direct taxes, salaries, purchases and other 
services. After hitting at tax programs 
in Hartford, Mr. North states that “in 
the future we hope it may be permitted 
for Hartford the insur- 
ance capital of the world.” 

Insurance, Mr. North contended, “is 
vital to community growth and stability. 
economic 


to continue as 


It provides a hard core of 
soundness which can sustain the private 
economies of citizens.” He then 
characterized as most unwise tax pro- 
grams which by their greediness would 
tend to drive large insurance companies 
Dealing directly with 


our 


to other places. 
current tax problems as centered, for the 
moment, in Hartford, Mr. North stated: 
Some Companies Plan to Move 
“Until recently there has been no ten 
dency for Hartford insurance companies 
to look elsewhere than in our city for 
home office locations, However, within 
the last year or so, two of our five life 
insurance companies have bought prop- 
erty in adjoining towns and have an- 
nounced that they intend to move their 
home offices to these towns. The legisla- 
ture has granted permission for these 
and other companies to move. One of 
these, at least, is planning construction 
ot its home office at an early date. 
“Hartford cannot afford to lose more 
of these good companies. It is true that 
the decentralization of part of our in- 
surance industry is not due entirely to 


(Continued on Page 21) 





Fire Dept. 





NEWSPAPER 


(SUCCEEDING THE JOURNAL OF INSURANCE ECONOMICS, 


Published by The Eastern Underwriter Co., 93-99 Nassau Street, New York 38, N. Y. 


INTERPRETING THE TRUE SPIRIT OF 


ESTABLISHED IN 1899) 


NEW YORK, FRIDAY, JULY 10, 1953 


Printed in U.S.A. 





the sad story of the 


limi. 


= LONDON S 


LANCASHIRE 
GROUP = 














CAREFUL family 


careful you are. Remind 
careful families about 
this when you talk about 


Was she too fat, or the 
chair too thin? The only 
thing you can be sure of 
is that accidents will Comprehensive Personal 
happen, no matter how Liability. 
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A WELL-BALANCED COMPANY 


balance... 
smoothes the way 


In sailing, balance is essential 
to successful performance. 
In a life insurance company, 
success is attained by a balance of 
past performance, present progress 
and future objectives. 
Fidelity is 
a well-balanced company. 
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Tremendous Increase 
In Life Insurance 
Held by Americans 


ten in Similar Periods of 


Pre-War Years 
PERCENT OF INCOME USED 


29% Put 5% or Maes Into Pre- 
miums; 2% Use 15% of Income 
for Insurance 


The tremendous increase since the end 
of World War II in the use of life in- 
surance by for the 


American families 


establishment of their family financial 
security plans is clearly shown in the 
Book, 
sued by the Institute of Life Insurance 


1945, 


the annual purchases of new life insur 


1953 Life Insurance Fact just is- 


In each of the seven years since 


ance were at least double those of pre 
1952 the purchases were 
those of 1940. Last 
$34,439,000,000, 


more than was ever before bought in a 


war days. In 
triple year’s 


chases were which was 
single year. 
Rise in Ownership 


\s a result, life insurance ownership 
in the United States had risen to $2706, 
591,000,000 at the start of this year, un 
219,000,000 
represented the protection of 88,000,000 
people. That is 21,000,000 more policy- 
holders than ten years before and in this 


der individual policies and 


ten-year period the average owned per 
policyholder rose from $1,900 to $3,100 
“During this period, all forms of thrift 
have Fact Book 
says, “but in the years since World War 


gained,” the summary 
II, policyholders’ funds in life insurance 
to $61,000,000,000 while 


the increase for the other major types 


have risen 03% 
of long-term savings combined has been 
30%.” 

Fact Book 
families 


reported in the 


29% of 


\ survey 
that 
are putting 5% or more of their dispos 


shows the insured 


income into life insurance 


0% 


more of their income into life insurance; 


able pre 


miums; were putting one-tenth or 
2% were using 15% or more in this way 

Total premiums for life insurance and 
annuities in 1952 for all U. S. life insur 


ance companies are reported to have 
been only 3.6% of aggregate disposable 
personal income, however, compared with 
7.3% in the early 1930's. 

Increase in Women’s Purchases 


Life insurance ownership has been 


sharply 
account for nearly one-fifth of the total, 


increased by women, who now 


.(Continued on Page 13) 
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He wrote the story o “se tevo fied yards 


mat 
imn 
C 
urge 
Wen Ernie Pyle went overseas to write about the war. If vou had a son or husband in that two hundred vards, ren 
many people had never heard his name. But a few years later, E-rnie’s piece was the first thing vou read in the paper. Other pe 
when he died of a sniper’s bullet on le Shima, several writers told you what was happening to the pins on the phil 
million people felt like crving. map. Ernie told you what was happening inside the heart divii 
es : ; and belly and wet shoes of vour own soldier. He wrote vou ; 
This is how it happened that a skinny, middle-aged man : ‘ : RS ee nity 
. : the letter your man would have written if he’d had the time. is t 
And often in Ernie’s stuff there’d be a phrase that would syst 
gies 
: i A : ‘ : tiati 
generals, the grand strategy, the big picture, the pins on the _ in the presence of the dead men, and ashamed at being Let 
5 men 
ture 
When Ernie came home for a little rest, he found himself vital 


rich and famous. Movie stars kissed him, and generals asked nd 


for his autograph. It didn’t feel natural to Ernie. He went the 
































with a portable typewriter became the brother of all of us. 


Ernie wasn’t like other war reporters. He ignored the light up the whole war for you, like this: “You feel small 


map. To the ordinary guy, Ernie once said, war is hardly alive.... 
ever bigger than a hundred vards on each side of him. 

So Ernie lived in that two-hundred-vard world, eating its 
tasteless food, talking its language, sleeping its uneasy sleep. 
He never tried to be a hero. Much of the time he was back to the unknown men he felt at home with, back to ei 
ife 
and 
man 


scared, just like the men who had to be there. Like them, the two hundred yards. And there the bullet got him. 
he was often hungry, always tired, and usually worried about 
something back home. He never tried to tell himself, 

or us, that war was fascinating. He found it lonely and 
dirty and boring and terrible. But he stayed up front 
because somebody had to write about the men who had ] 


to be there—the real story of two hundred yards. “MUTUAL LIFE INSURANCE COMPANY _In 


BOSTON MASSACHUSETTS Pie 
Mil 


agen: 
venti 
than 

Cision 
men 

the 
there 
tacts 
and a 
ls les 


So Ernie’s gone now, and we miss him. But his books will 
be there, fresh as ever, anv time we need to be reminded that 
the great American story is the story of the ordinary guy. 
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Mutual Benefit Life Regional Meetings 


The Mutual Benefit Life has concluded a series of five 


regional meetings for 


field men. These meetings were addressed by representatives of the home office and 
by agents who told how they used basic concepts of life insurance in their 


sales work. 


Palmer Raps Demagogs’ 
Promises of “Freedom” 


SACRIFICES MUST BE MADE 
Scores Surrender to Government of In- 
dividual Moral Obligations and Self 
Respecting Want 


The attitude of demagogs that Ameri- 
caus should have freedom from every- 
thing—from want, from fear and all the 
rest of factors which disturb the indi- 
vidual was the theme of a talk made 
by President H. Bruce Palmer of the 
Mutual Benefit Life at one of the regional 
meetings of the company. He asked for a 
clearer definition of the word “freedom.” 

There are many freedoms which are 
willingly given up. To the extent that 
the individual looks to society rather 
than to himself for security, he surren- 
ders a proportionate share of his per- 
sonal freedom. Obviously, he is wise in 
surrendering some of his freedom if he 
acquires police protection, decent water, 
an adequate defense establishment and 
other modern necessities for existence. 
The difficult point to isolate, said Mr. 
Palmer, is the one where the surrender 
of personal freedom represents a sur- 
render of moral obligation and_ self 
respect. 

“Give a man freedom from everything, 
and you will also give him freedom from 
initiative and from the venturesome- 
ness that contributed so greatly to the 
building of the nation. Strip modern man 
of his incentive to provide adequately 
for himself and his family and modern 
man will quickly become ungodly and 
immoral,” he said. 

Calling security one of the great social 
urges Mr. Palmer said nations have sur- 
rendered freedom for the promise of 
private security. History records their 
demise. Any one of the totalitarian 
philosophies takes advantage of the in- 
dividual desire for security. 

“But, if we give an individual immu- 
nity from want we stifle his drive, which 
is the driving force of our enterprise 
system,” he continued. “All of the ener- 
gies of the people released through ini- 
tative are essential to the common good. 
Let us release all of the desires of all 
men for the present day wants and fu- 
ture security needs and we will have a 
vitalized society. Wants create demand 
and demand is the main cog of industry, 
providing as it then does the vehicle for 
the fulfillment of want. 

“Bring men all of the vicissitudes of 
life and let them then achieve security 
and with it the full realization of hu- 
man dignity which then gives full 

(Continued on Page 4) 


Business Insurance Sales 

In discussing the desirability of get- 
ting into the business insurance market 
Philip J. Foster, CLU, Manchester 
agency, told Mutual Benefit regional con- 
vention that such cases are usually larger 
than Ordinary life insurance cases; de- 
cisions come earlier and more easily from 
men in the habit of making decisions; 
the sales lead to other business; and 
there is the added satisfaction of con- 
tacts with able business men, lawyers 
and accountants. At the same time, there 
is less competition. 


Better Sales Technique 
Needed, Says Heitzeberg 


ALWAYS SOMETHING TO LEARN 


Most People Desperately Need Good 
Financial Advice, Says Mutual 
Benefit Executive 


Charles G. Heitzeberg, CILU, second 
vice president and director of agencies, 
Mutual Benefit Life, 
one of the company’s 
tions some of the convictions which life 
insurance agents share. 

“There are no magic answers to any 


problem,” he said. “The solution depends 


discussed before 
regional conven- 


entirely on the situation in hand. Above 
all, there is no substitute for common 
sense. Most people are, whether they 
know it or not, desperately seek good 
financial advice. The master salesman is 
the master of the art of exploration and 
the master of the art of manipulation. 
People are basicly kind.” 

There is no person in the community 
more respected and envied than the com- 
petent and conscientious life insurance 
man and no person more pitied than the 
poor one, he said. There are not enough 
good life insurance men to go around. 
Life insurance has only just started to 
scratch the surface of the economy 
market. 

“We are only beginning to discover 
that we are doing nothing as well as it 
might be done,” he continued. “There 
are many things to learn and do. And, 
above all, agents should not forget that 
nearly any financial problem faced by 
nearly any person has a life insurance 
solution that is more economical, more 
logical and more flexible than the solu- 
tion offered by any other investment.” 


Has Breakfast Appointments 

Many persons do not like to have 
salesmen call on them at night. Some 
people will not let any salesman call at 


Mutual Benefit Life’s 


Sidney Weil Says Sale 
Is Cnly Half the Job 


AGENTS MUST KEEP IN TOUCH 


Client May Not Know All His Needs; 
Agent Should Visualize the 
“Substitute Values” 


Sidney Weil of Cincinnati, a million 
dollar producer of Mutual Benefit Life, 
had as topic of a talk before one of the 
regional meetings of that company 
“Amazing Property.” Calling life insur- 
ance the most amazing of all —. 
ties Mr. Weil said that unfortunately 
has no eye appeal. 

“If people could really see what life in- 
surance property is and what it can do, 
the amount of life insurance sought by 
the public would reach even more astro- 
nomical heights,” he said. 

“Tt is up to the agent to use imagina- 
tion backed by his experience in painting 
the picture of what life insurance really 
is and then do his utmost in making 
its ownership more widespread,” he con- 
tinued. 

Discussing one angle of life insurance 
which should be more emphasized he 
referred to its “substitution value.” For 
instance, it doubles for all other kinds of 
property. It looks like a simple contract, 
but it can be a home. It can be the fruits 
of a business. It can be the education 
for the children, a pension for a widow’s 
old age, a wedding gift for newly mar- 
ried couples. It perpetuates a man’s love 
and care for as long as they are needed. 

When the sale is made the agent has 
done only half the job. He still has the 
moral responsibility of making certain 
that it is properly arranged. “Your client 
won’t know the difference maybe, at least 
not immediately, because he doesn’t know 
what to ask for, but you know what set- 
tlement options can accomplish and be- 
cause he doesn’t know it rests on you. 
But if that doesn’t concern you too much, 
remember the day may come when some 
other agent will enlighten him, and you 
will lose the client,” concluded Mr. Weil. 





that time. For these reasons Dale E. 
Schlager, San Francisco, said that he 
tries to have a luncheon appointment 
each day of the business week. Also, he 
makes many breakfast appointments. 


1952 Award Winners 





Left to right—Robert Condon, Max Matson, Victor Goldberg, Seymour Block 


Mutual Benefit Life award winners for 1952 were photographed at recent Bed- 


ford Springs, Pa., 


leading second year man of 1952. 


regional meeting of the company. They 
leading first year agent in lives, volume and commissions; 
who established a Mutual Benefit L ife new all-time, one year volume record; 
Goldberg, New York, the company’s leading supervisor; 


follow: Robert Condon, 
Max Matson, Cleveland, 
Victor 
Seymour Block, New York, 






Adopting U.S. Methods 
Abroad, Says Thompson 


CITES EXAMPLE — OF BELGIUM 





Training School Sew Jigen Established 
After Seeing These Schools in 
Operation Over Here 


John S. Thompson, vice chairman of 
board, Mutual Benefit Life, in a talk 
before one of the region: a field meetings 
of the company said the great develop- 
ment of life insurance in this country 
has been in part due to the development 
of the agency system here. This is 
recognized in Europe where many fea- 
tures of the American system are being 
adopted. One such nation is Belgium 
where there were no full-time agents be- 
fore 1949. After a study of American 
field methods one of the Belgium com- 
panies opened a training school for 
agents. Of the $24 million of life insur- 
ance in Belgium produced in 1952 half 
was written by the 210 graduates of the 
school. The average production of these 
men was 15 times the average production 
of the 3,000 part-time agents. 

Commenting upon the effect of the na- 
tional economy upon the life insurance 
business, Mr. Thompson said: “Such a 
business—distinctly long-range in char- 
acter—can thrive only in a regime served 
by a sound, stable currency. There is 
abundant evidence as to how bad money 
or badly managed money can disrupt 
production, break down the machinery of 
distribution, penalize thrift and prudence, 
and offer bonanzas to the speculator, the 
charlatan, anad the crook. Notwithstand- 
ing some objectionable and unsound 
monetary practices during our history, 
the dollar is one of the best currencies, 
if not the best currency, in general use 
on a large scale today and we should 
be grateful for the good fortune which 
has placed us in a national environment 
which through the working of an honest 
currency and other productive mechan- 
isms of sound and proven worth has 
made a large and prosperous life insur- 
ance business possible, and has devel- 
oped so many other results making up 
a high standard of living. 


Need for Specially Trained 


“We are indeed purveyors of financial 
and social security but such security may 
not mean the same for all persons or in 
all circumstances. Hence, the need of 
specially qualified and specially trained 
persons to promote the distribution of 
life insurance. If we cannot offer abso 
lute security, we can, at any rate, offer, 
in varying degrees, peace of mind de 
pending on the scale of protection which 
our clients, with our aid, are able to es 
tablish.” 


Fresh Dollars Always Coming 
In, Says Howard Dahlberg 


One major reason why life insurance 
has grown in this country is because of 
its access to fresh dollars in good and 
bad times, Howard E. Dahlberg, CLU, an 
Iowa representative of Mutual Benefit, 
told a regional meeting of that company. 

“The millions of Americans owning 
life insurance are paving for it on an 
annual basis,” he said. “Thus, life com- 
panies are assured of new dollars every 
year, in fact every day. Since life in- 
surance is a necessity most people keep 
it until the last ditch. Therefore, even 
desperate financial situations, such as in 
the ’30’s, did not seriously hamper the 
operations of the companies. The fresh 
new dollars coming in enabled the com- 
panies to pay off the people who wanted 
their dollars back, and this without 
sacrificing basic investments.” 
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Pat Greenwood Heads 
Great Southern Life 
STARTED AS COMPANY AGENT 


New President Sends L. S. Adams 
Who Retires; E. A. Kiker Made 


Executive Vice President 


At a board of directors meeting of 
Great Southern Life held in Houston 
last week, Pat M. Greenwood, executive 
vice president si 1945, was elected 
president to succeed L. S. Adams who 
retired June 30. E. A. Kiker, vice presi- 
dent and secretary of the company was 
made exectuive vice president. 


since 





PAT M. GREENWOOD 


Mr. Greenwood started with Great 
Southern as an agent in 1925 in Dallas, 
writing $1,314,000 of business in his first 
two years. He was made an assistant 
vice president in 1935, vice president in 
1942 and in 1945, after living in Dallas 
for 27 years, moved to Houston to be- 
come executive vice president. 

Graduate of University of the South 
and former president of the Salesman- 
ship Club of Dallas, Mr. Greenwood 
married the former Elizabeth Wagnon of 
Dallas. They have five children. 

F. Jack Greenwood has been pro- 
moted from assistant vice president to 
vice president and secretary. 


New Home Life Group Office 


The opening of a new district Group 
office in Boston has been announced by 
President William P. Worthington of 
Home Life. Located at 40 Central Street, 
the activities of this office are under the 
supervision of Arthur F. Law, Jr. 


Birmingham General Agent 

Pan-American Life of New Orleans 
has appointed H. Lacy Daniel, general 
agent at Birmingham, Ala. He had for- 
merly been general agent for Aetna Life, 
National Life of Vermont for the state 
of Alabama and had also been general 


agent at Memphis for Penn Mutual 


Occidental’s New Type 
Of Training Program 


A training program which can be com- 
pletely controlled by the agency or 
branch manager and presented by him in 
any sequence or combination he desires 
has been designed by the home office field 
training staff of Occidental Life of Cali- 
fornia, Vice President William B. Stan- 
nard announced this week. 

Centered around a 160-page “Guide to 
Basic Training,” the plan is now being 
installed in Occidental field offices 
throughout the nation by a team of home 
office experts and field supervisors. 

Prime feature of the new program, de- 
veloped under the direction of Lester 5. 
Roscoe, CLU, Occidental’s director ot 
field training, is its flexibility. Training 
links need not be given in any set order, 
or is the trainer required to give the 
new agent a pre-determined number of 
links. 

The Guide translates the standard 
“Principles and Practices” text into spe- 
cific performance in = an Occidental 
agency and enables the agency manager 
to create quickly and with a minimum 
of effort on his part a_ personalized 
training “chain” for each new agent. _ 

The entire training chain is made ot 
links covering more than 40 subjects, such 
as “How Life Insurance Works,” “Pros- 
pecting,” “Rate Book,” and includes spe- 
cific Occidental policy plans. Each link 
is a complete unit of training and con- 
tains a procedural outline for the train- 
er’s guidance. 

Also included in each link are instruc- 
tions concerning preparation and mate- 
rials needed by the trainer and student, 
additional study references, agent’s study 
assignments, coaching, drill, and discus- 
sion to be done in the office, and sug- 
gestions for field demonstrations, obser- 
vations and corrections. 

Related materials dealing with recruit- 
ing, selling the career and the company, 
financing, and stimulating the established 
man have bee redesigned and expanded 
for presentation to the agency and 
branch manager simultaneously with the 
basic training guide. 


Palmer Raps Demagogs 


(Continued from Page 3) 
bloom to individual enterprise. Basis to 
the solution of all human problems is 
the basis of our democracy. 

“When asked what makes a city great 
a philosopher once replied, ‘where men 
are who know how to care for them- 
selves there is a city with walls.’ And | 
would add that where men are like your- 
selves—who will accept the responsi- 
bility of leadership and strive with all 
of their hearts and their energies for its 
ultimate good—the stimulation of indi- 
vidual initiative and not the withering of 
the common ego into mass social inhibi- 
tion—there, too, will you find true se- 
curity.” 


Systematic Prospecting 

\ systematic plan of selling is of small 
value unless it is backed up by a 
systematic plan of prospecting, Paul von- 
Paumgarten of Milwaukee told one of 
the field regionals of Mutual Benefit 
Life. Prospecting at a high level means 
less prospecting worry each year. Of his 
own business he said that 66% has a con- 
nection with old policyholders. 
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Los Angeles General Agent 
For Connecticut Mutual 





EDWARD B. BATES 


Connecticut Mutual Life has appointed 
Edward B. Bates, now general agent in 
Kansas City, to be general agent at Los 
Angeles to succeed William H. Sieg- 
mund whose plans will be announced 
later. Lendol B. Leach, supervisor for 
Mr. Bates will succeed him as general 
agent at Kansas City. 

In four years at Kansas City Mr. 
3ates doubled the production of the 
agency. He began with the company in 
Chicago where he was a supervisor. He 
is first vice president of the K. C. Life 
Underwriters Association, director of the 
General Agents and Managers Associa- 
tion, member of Chamber of Commerce, 
University Club and other organizations. 

Robert H. Goldsmith will continue to 
be assistant general agent of the agency 
under Mr. Bates. The company has an- 
other general agency in Los Angeles 
headed by Melzer C. Jones. 

PICK MACKINAC ISLAND 

The Grand Hotel, on Mackinac Island 
in northern Michigan, has been chosen 
as the site of the 1954 Top-Star Confer- 
ence for outstanding field producers of 
Pacific Mutual Life, it is announced by 
Fred S. Sibley, agency vice president. 


Loan George F. Baker Portrait 


To Harvard Business School 


An oil portrait of the late George F. 
Baker, for 51 years a trustee of Mutual 
Life of New York, has been loaned by 
the company to Baker’s Library of Har- 
vard Graduate School of Business. The 
library is one of the buildings which 
was given by Mr. Baker in 1924 to the 
school. Leland T. Waggoner, Mutual 
Life manager in Boston, represented the 
company in presenting the portrait, Dean 
Donald K. David accepting it. 


Ray H. Finger Dead 

Ray H. Finger, 63, retired manager in 
Los Angeles for the Sun Life of Canada 
died at his home there June 29, after a 
long period of illness due to a complica- 
tion of diseases. He is survived by his 
widow, Mrs. Lois Finger, two brothers 
and one sister. 

He was a native of Eau Claire, Wis., 
and was a veteran ot World War I. He 
Was connected with the Cleveland Life, 
in an official capacity, and joined the 
Sun Life in 1927, was supervisor of agen- 
cies in the head office in Montreal. He 
went to Los Angeles in 1940 as manager 
of the Los Angeles branch office of the 
"one ig and retired in 1947 due to ill 
lealth, 


Chase National Bank Issues 
Employes Benefit Booklet 


_The Chase National Bank of New 
York has issued in the form of a 63-page 
booklet facts about its employes’ benefit 
program. Outstanding features of the 
program are these: 

The whole cost of the new Retirement 
Plan is paid by Chase. 

Retirement benefits are based on aver- 
age salary of employes during their last 
five years of service. 

The bank’s new Family Benefits Plan 
comes into play if the employe becomes 
eligible to retire, but should die before 
he retires. Under the plan a monthly 
income may be provided for eligible 
spouse or children, without cost to em- 
ploye. 

The bank’s new Thrift-Incentive Plan 
enables the employe to share directly in 
Chase earnings and enables the develop- 
ment of an investment program of the 
employe’s own. 

The booklet is illustrated with clever 
drawings. 
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New York Life Names 
3 Supts. of Agencies 


GEARHART TO HOME OFFICE 





Verne S. Stanford Covers South Central 
From Cincinnati; R. S. Hussey Goes 
to Pacific Coast 





New York Life has named Charles C. 
Gearhart, formerly manager at Wash- 
ington, D C., to be superintendent of 
agencies, southeastern division, with 


headquarters in New York; Verne S. 
Stanford, who earlier this year came to 
the home office as superintendent of 
agencies after serving as manager in 
Milwaukee, 


New York, Brooklyn and 





CHARLES C. GEARHART 


other cities, will be in charge of the 
south central division with headquarters 
in Cincinnati. It was also announced by 
Dudley Dowell, vice president in charge 
of agency affairs, that Robert S. Hussey, 





VERNE S. STANFORD 


as superintendent of agencies will assist 
Dudley S. Bates, recently appointed re- 
gional vice president of the Pacific re- 
gion with headquarters in San Francisco. 

Mr. Gearhart. formerly manager of 
the Washington, D. C., branch office, 
has been with New York Life since 1930, 
When he joined the company as agent 
in the 42nd Street branch office, New 
York City, later becoming agency or- 
ganizer in the same branch. Following 
several years in metropolitan New York 
branch offices, Mr. Gearhart entered 
military service in 1942, being discharged 
from the Navy in 1945 as a lieutenant 
commander. He served as manager of 
the Lincoln branch office in New York 

(Continued on Page 12) 


Investment Research Officer 
In N. W. Mut. Bond Dept. 


John E. Crane has been appointed in- 
vestment research officer in the bond 
department, Northwestern Mutual. He 
was associated with Moody’s Investors 
Service, New York City, as senior in- 
vestment analyst. 

Born in Richmond, Ind., Mr. Crane 
graduated from Harvard in 1940 with an 
A.B. degree. He did graduate work at 
New York University and received his 
M.B.A. degree in 1948. From 1941 to 1945 
he was in the Air Force and attained 
the rank of major. 


K.C. Life Approaching Billion 


Dollars Insurance in Force 
The Kansas City Life, W. E. Bixby 
president, is rapidiy approaching a bil- 
lion dollars of insurance in force. It 
reached $991,000,000 on June 30 and its 
assets at the time were $279,000,000. The 
company issued $17,000,000 more life in- 
surance for first six months of this year 
than for the same period of 1952. Since 
the company’s organization it has paid 
to policyholders and beneficiaries $250,- 
000,000. Kansas City Life was formed 58 
years ago. 


Jefferson Standard to 
Build at Charlotte, N. C. 


Jefferson Standard Life of 
boro, N. C. will build an eight story of- 
fice building in Charlotte, N. C., in 
cooperation with the Union National 
3ank of Charlotte which will move into 
the new building which will cost $2,- 
750,000. The Charlotte branch office of 
Jefferson Standard, its largest field of- 
fice supervising 13 counties, is under the 
management of W. Lester Brooks who 
is a director of the company and will 
also occupy space in the building. 
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Bearden Elected Chairman 
Million Dollar Round Table 





G. NOLAN BEARDEN 


White 
Nolan 


\ngeles area special agent of New Eng- 


Springs, W. Va.—G 
known Los 


Sulphur 
Bearden, widely 
land Mutual Life was formerly elected 
and inducted as the 1954 chairman of the 
Million Dollar Round Table of National 
Assoication of Life Underwriters at the 


closing session Thursday July 2 con- 
cluding the four-day annual meeting at 
the Greenbrier. 

Vice chairman elected was George B. 


Byrnes of Equitable Society from 
Pasadena. 
John Kellam, New Canaan, Conn. head 


of John Kellam 


in New York and New Canaan was 


Associates with offices 


elected a member of the executive com- 
mittee of the Million Dollar Round Table 
at its convention at White Sulphur 
Springs last week. He is chairman of 
the NALU committee on relations with 
attorneys and is a CLU 

Mr. Bearden, a native of Georgia, well 
known in Atlanta where he graduated 
B. S. from Georgia Tech in 1929, served 
as vice chairman of the MDRT execu- 
tive committee and as chairman of its 
program committee during 1953. 

Engaged in the life insurance business 
since 1937, Mr. Bearden qualified for the 
MDRT during his second year in busi 
ness and has a record of 10 years ot 
qualifying plus active association with 
the Round Table committee work sinc 
1947 Married and father of two 
daughters, he is a veteran of U. S. Navy 
service in World War II attaining rank 
of lieutenant commander, 

Bearden is past cemsiiens of the Lead- 
ers Association of the New England 
Mutual Life. He is a member of the 
Los Angeles Life Insurance & Trust 
Council, the California Club and the 
Beverly Hills Club. His business office 
is at 9489 Dayton Way, Beverly Hills, 
Calif. Bearden succeeds William T. 
Earls, Cincinnati, as MDRT chairman. 


Coronado, Calif., Picked for 
MDRT 1954 Meeting June 15 


The Million Dollar Round Table at its 
annual meeting at White Sulphur 
Springs, W. Va., last week picked Coro- 
nado, Calif., as the place of the 1954 
meeting on the dates June 15 to 18. 


Oregon Comm. Renamed 

Insurance Commissioner Robert B 
Taylor of Oregon, has been reappointed 
hy Governor Patterson, 
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This architect’s drawing is of the pro- 
posed new home office building of Bank- 
Montclair, N. 


erected on a six and one-half 


ers National Life, J., to be 
tract a 
mile from the present home office. Lo- 
cated on one of highest points in Essex 
County it will have a commanding view 


of New York City and Newark skylines. 
The building, which will be air-condi- 
tioned, and include an auditorium, cafe- 
2,000 
square feet area. Ground breaking cere- 
monies will be early in November. Archi- 
tect is Alfonso Alvarez, Upper Montelair. 


teria and sun deck, will have a 


3ankers National, 


after it had begun 
operations in Jersey City, moved in 1935 
to Montclair. The company has $242,000,- 
QO0 insurance in force and $43,000,000 


assets. The agency force is staging a 
new business campaign in commemora- 
tion of the ground breaking for the new 
building. 





N. Y. C. Ass’n Elections 

Harold N. Sloane, CLU, president, Life 
Underwriters‘ Association of the City 
ot New York, has announced that the 
organization of the board of directors 
for 1953-54 has been completed and the 
board is now about to enter the new ad- 
ministrative year at its full constitu- 
tional strength of 35 members, the ma- 
jority of whom are soliciting agents by 
by-law requirement. 

Charles Anchell, New 
chairman of the board. 

The board of field underwriters elected 
J. Ezbon Stover, Northwestern Mutual, 
as its chairman’ for the coming year. 
As chairman of this group he also be- 
comes a member of the board of di- 
rectors and its chief representative from 
the board of field underwriters as well 
as a member of the executive committee. 

Also elected to the board of directors 
by the board of field underwriters were 
Thayer P. Draper, Penn Mutual, and 
Ethel B. Karene, Union Central. 

The board of past presidents elected 
Harry C. Ard, Connecticut General, as 
their chairman for 1953-54. In this ca- 
pacity Mr. Ard will serve as that group’s 
representative on the executive commit- 
tee and on the board of directors. Mr. 
Ard was president of the association in 
1949-50. 

Also elected to the board of directors 
xy the board of past presidents were 
Benjamin D. Salinger, CLU, Mutual 
Benefit, who is currently vice president 
of the New York State Association of 
Life Underwriters and George P. Shoe- 
maker, CLU, Provident Mutual, who is 
a past president of the New York State 
Association of Life Underwriters. 

With all component parts of the board 
of directors now completed the associa- 
tion has a board consisting of 20 agents, 
2 supervisors and 13 general agents and 
managers. 


York Life, is 


1 


Schermerhorn Supervisor 


Pacific Mutual Training 

Pacific Mutual Life has named George 
W. Schermerhorn as supervisor, agency 
training, at the home office. 

The appointment, according to Fred S 
Sibley, agency vice president, is in line 
with Pacific Mutual’s established policy 
of advz ancing qualified members of the 
company’s field personnel to meet ex- 
panding needs for company-wide train- 
ing service. In 1950 Schermerhorn joined 
the Newark, N. J., general agency of 
Raymond FE, Walden, and two years later 
was advanced to the post of supervisor. 
The Walden organization is one of the 
most outstanding of all Pacific Mutual 
general agencies throughout the country. 


Life Insurers Conference 


New Committee Chairmen 

J. R. Anthony, Jr., president of Life 
Insurers Conference and vice president 
of Suwanee Life of Jacksonville, has 
announced the conference standing com- 
mittee for 1953-54. New chairmen of 
committees follow: 

Advisory, E. H. Mears, president 
Union Life of Richmond; attendance, 
B. L. DeWitt, president, National Stand- 
ard of Orlando, Fla.; auditing, Wyatt 
Smith, president, Home Beneficial, Rich- 
mond. 

3usiness standards, E. T. Burr, vice 
president, Durham Life; credentials, E. 
B. McCabe, president United Life; laws 
and legislation, Douglas Henry, general 
counsel, National Life & Accident; mem- 
bership, R. B. Evans, president, Colonial 
Life; public relations, Al B. Richardson, 
director, public relations, Life Insurance 
Co. of Georgia. 

Resolutions, W. C. Turpin, general 
counsel, Bankers Health & Life, Macon, 
Ga.; statistics, L. L. Hoecker, executive 
vice president, Home State Life; acci- 
dent and health, W. P. Tate, president, 
Independence L. & A. 


Barrows Claim Secretary 


Of Bankers Life om 


Bankers Life of Des Moines announces 
the election of Kenneth Barrows, former- 
ly assistant secretary, to be claims secre- 
tary. He has been with the company 
since 1927, is a member of the lowa 
State Bar Association and of the Law 
Committee of International Claim Asso- 
ciation. 


Sets Bankers Life Record 


The biggest month in the history of 
3Zankers Life Co., Des Moines, is re- 
ported for June—President’s Month. 
Records were broken on two different 
counts. 

Reports from the company’s agencies 
on written, examined and paid for busi- 
ness submitted during the month to 
honor President E. M. McConney to- 
taled to $20,746,731. Enough of this 
business reached the home office during 
the month to result in a record-breaking 
issued and paid for total of $17,130,181. 

Top agency for the company for the 
month on both bases was the W. A. 
Fraser Lincoln, Neb., agency with a 
written and paid for total of $1,286,852 
and an issued and paid for total of 
$1,000,352. 

Second agency on the written and 
paid for basis was the M. D. Cramer, 
Los Angeles agency with $1,224,794. Sec- 


N. W. MUTUAL CONVENTION 


Catherine B. Cleary, Assistant Treasurer 
of U. S., as Speaker; Citation for 
President Fluegelman, NALU 

The 73rd annual field convention of 
Northwestern Mutual Life will be held 
in Milwaukee, July 20-22. “We Serve 
When We Sell” is theme of the conven- 
tion, the program of which sy planned 
and conducted by the agents. E. T. Proc- 
tor, general agent, Nashville, is president 
of the Association of Agents. 

At opening session David B. Fluegel- 
man, New York, president, NALU, will 
get a citation in recognition of his serv- 
ices to the industry as NALU president. 
Principal speakers at first session will be 
President Edmund Fitzgerald and Vice 
President and Director of Agencies 
Grant L. Hill. Catherine B. Cleary, newly 
appointed Assistant Treasurer of the 
United States, will address the women’s 
luncheon on opening day of the conven- 
tion. She will discuss “Women and 
Money.” Holgar J. Johnson, president 
of Institute of Life Insurance, will be one 


of the speakers at the convention. 
Others will include B. C. Anderson, Jr., 
Philadelphia; Verne Arends, assistant 


secretary of company, and H. D. Gold- 
man, Richmond, Va. There will be two 
panels, one called “Sales Parade,” and 
the other “Selling Starts Here.” East- 
erners on the panel will be S. F. Greeley, 
Jr., Framingham, Mass., and J. P. Propis, 

3uffalo. Social activities will be at Civic 
Auditorium. Attendance wll be 1,250, in- 
cluding guests. 


E. G. Shafer, Dominion Life, 
Heads Canadian Actuaries 


Ottawa—At the annual meeting of the 
Canadian Association of Actuaries, E. G. 
Shafer, assistant general manager, the 
Dominion Life, was elected president, 
succeeding T. B. Morrison, assistant ac- 
tuary, Manufacturers Life. 

F. R. Colquhoun, associate actuary, 
Imperial Life, was elected secretary, and 
bg Ome tyhard, executive assistant, Can- 
ada Life, treasurer; C. E. Jack, assistant 
actuary for Canada, Prudential of Eng- 
land, E. B. Tuck, statistician, Mutual 
Life, and G. M. Ww ilson, associate treas- 
urer, Crown Life, were elected to the 
Council. 





ond on the issued and paid for basis 
was the W. K. Niemann, Des Moines 
agency with $880,825. This agency also 
ranked third on the written and paid for 
basis with $1,109,035. The Los Angeles 
agency was third on the issued and paid 
for basis with $825,688 
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L. O. Schriver Gives 

Up General Agency 
TO EXPAND LECTURE ACTIVITY 
Aetna Life Makes Lambert O. Pursell 


Head of Peoria Agency; Schriver 
To Be Emeritus Head 








Aetna Life has appointed Lambert O. 
Pursell general agent at Peoria, Ill, suc- 
ceeding Lester O. Schriver, well known 
life insurance man, former president of 
National Association of Life Underwrit- 
ers, it has been announced by Robert 
B. Coolidge, vice president. 

Mr. Schriver, a nationally known 
speaker who this year received the Free- 
doms Foundation Award for the second 
consecutive time, is relinquishing his 
general agency to devote more time as 
a lecturer on politics and economics. 


Mr. Pursell, who assumed his new 
position July 1, has for the past year 
been associate general agent of the 
Peoria agency, which covers southern 


and western HMlinois. 

Prior to coming to Peoria, Mr. Pursell 
served as agency assistant at the Aetna 
Life’s home office in Hartford, Conn., 
and was an instructor in the company’s 
training school. He has been associated 
with the Aetna Life since 1937, when he 
became a representative of the Reading 
general agency, later being promoted to 
supervisor and assistant general agent. 

Since he became associate general 
agent at Peoria, Mr. Pursell has had 
charge of the supervision, training and 
development of the field organization of 
the Peoria general agency. 

Mr. Schriver, the Aetna Life’s general 
agent at Peoria for nearly a quarter 
century and a former president of the 
National Association of Life Underwrit- 
ers, has been a prominent civic leader 
and has won honors as a student of the 
life of Lincoln. 

His first Freedoms Foundation award 
was for an address entitled “Wanted— 
Statesmen” delivered last September at 
the annual meeting of the National As- 
sociation of Life U nderwriters, while the 
second was for an editorial, “What Man- 
ner of Men,” published in the Peoria 
Star. 


Franklin Life Doubles Its 
Capital; Two New Directors 


At a special meeting of directors of 
Franklin Life of Springfield, Ill., the 
capital stock of the company was in- 
creased by 100%, from $3,468,750 to $6,- 
937,500. The increase will be effected by 
a transfer from surplus funds, and is 
designed to provide a broader capital 
base for the increased volume of new 
business currently being produced. 

At the same meeting two new directors 


were elected, Lewis Striebeck, comp- 
troller of the company, and W. L. Dug- 
ger, resident vice president in Texas, 


bringing the board membership to a 
total of 12. Franklin has in excess of 
$1,400,000,000 of insurance in force and 
operates in 46 states, the District of 
Columbia, and the Territories of Hawaii 
and Alaska. 


Boston Claim Ass’n Elects 


The election of officers took place at 
the annual outing and final meeting of 
the Boston Life and Accident Claim Asso- 
ciation held at the Marlboro Country 
Club, Marlboro, Mass., recently. Marvin 
Winkler, Retail Credit Co., was chair- 
man of the outing which included a golf 
tournament. 

President Francis J. McCarty installed 
the new officers for the year 1953-1954 as 
follows: President, Joseph M. Williams, 
Superintendent of claims, Columbian Na- 
tional Life; vice president, Allyn L. 
Baker, inspector of claims, Massachu- 
Setts Mutual; treasurer, George R. Ba- 
con, Hi. C. Hawthorne Co.; secretary, 
John P. Brady, claims manager, Union 


Mutual Life. 


State Mutual Life to Hold 
Group Conference Sept. 13 


Home office representatives of State 
Mutual Life’s 16 group offices will gather 
at Coonamessett Inn, a_ picturesque 
resort on Cape Cod at North Falmouth, 
Mass., during the week of September 
13 for their annual group conference. 

The program, which will be under the 
direction of Alan R. Willson, group 
secretary, will feature advanced ideas 
on selling and servicing group insurance 
cases. 


Pacific Mutual Conference 

The Grand Hotel, on Mackinac Island 
in northern Michigan, has been chosen 
as the site of the 1954 Top-Star Con- 
ference for outstanding field producers 
of Pacific Mutual Life. 

Selection of the locale was announced 
by Fred S. Sibley, agency vice presi- 
dent, who stated that attendance would 
be open to all Pacific Mutual field repre- 
sentatives attaining top-division ranking 
in the company’s Big Tree Club during 
the year ending June 15, 1954. There 


Mr. Sibley said, 


for their 


also will be opportunity, 
for representatives to qualify 
wives to accompany them 
the company. 

The Mackinac meeting in the summer 
of 1954 will be the third annual Pacific 
Mutual Top-Star Conference. The 
ond, the club year now 
closing, is scheduled to open at Green- 
brier Hotel, White Sulphur Springs, Va., 
on August 23, 1953. Earlier this year the 
company held a national field convention 
at Coronado, Calif., with 600 in. attend- 
ance. 


as guests of 


sec- 
for leaders in 
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MORE FAVORABLE DISCOUNT... 


244% interest compounded annually on premiums 
paid in advance. No fixed ceiling on amount. 


DIVIDEND ADJUSTMENTS... 


reflecting economies on policies being issued at 
middle and older ages on Ordinary Life, Extra Pro- 
tection, Family Maintenance, Family Income. 


LIBERAL ATTITUDE... 


toward Term insurance for employed women with 
permanent occupation. 


LOWER NET COST... 


on renewable and non-renewable 
15 and 20-year Term. 


LOWER TERM PREMIUMS... 
on renewable and non-renewable 5-year Term and 
10, 15 and 20-year Term, 


LOWER LIMIT... 


for temporary Term and fractional premiums on 
Juveniles, 


NEW EXECUTIVE PROTECTION... 


policy especially designed for business insurance 
needs. High cash values in early years. Minimum 
amount, $15,000. 


BROKERS wit find the latchstring out and a helping hand 


ready to serve at every agency and group office of our company 


Massachurely Mutual 


ORGANIZED 1851 


UAL NEWS WIRE. 


5-year Term, 10, 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


Owned by its policyholders — operated for them 
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CLYDE WHITELEY 


managerial changes, including 


Nine 
two retirements and two promotions, in 
Life, Accident and Group lines have been 


announced by the Travelers. 





ROBERT W. MUSSEHL 


Clyde Whiteley, who has been mana- 
ger at the 80 John Street office in New 
York City since 1947, moves to St. Louis 
as manager. He will be succeeded at the 
John Street office by George F. Stevens 
who has been manager at St. Louis since 
1949. 

Benjamin H. Groves, CLU, 
been manager at Chicago since 


who has 
1938, is 


GEORGE F. STEVENS 


retiring after more than 28 years with 
the Travelers. Robert W. Mussehl, who 
has been manager at Washington, D. C., 
since 1951, moves to Chicago to succeed 
Mr. Groves. 





HERMON N. HERRICK 


Hermon N. Herrick, who has been 
manager at Springfield, Mass., since 1950, 
transters to Washington, D. C., to re- 
place Mr. Russell and Howard A. 
Walker, Jr., CLU, who has been assistant 
manager at Washington, D. C., since 
1951 has been promoted and appointed 
manager at Springfield to succeed Mr. 
Herrick. 


Charles C. Chamberlain, who-has been 
manager at Grand Rapids since 1941 is 
retiring upon the advice of his physician. 
He will be succeeded by John F. Peffer 
who has been manager at Erie, Pa., 
since 1947, 

James C. Smith, who has been as- 
sistant manager at Newark since 1948, 
has been promoted and appointed mana- 
ger at Erie to replace Mr. Peffer. 

Returns to the Midwest 

Mr. Whiteley returns to the Midwest 
near the territory in which he began his 
insurance career after service in the 
large Forty-second Street and John 
Street offices in New York City. 

He joined the Travelers as a field su- 
pervisor at Oklahoma City in 1929 and 
served in a similar capacity in Milwau- 
kee. He was promoted and appointed 
assistant manager at Milwaukee in 1934 
and in 1940 moved to Bridgeport, Conn., 
as manager. He transferred to the 
Forty-second Street office in 1945 and 
moved to the John Street office in 1947. 

Prior to his affiliation with the Travel- 
ers, Mr. Whiteley was a high school 
principal in Bristow, Okla. He received 
his Master’s degree from the University 
of Oklahoma. 

Joined Company in 1932 

Stevens first became associated 
with the Travelers in 1932 as an agent 
in St. Louis. He was appointed a field 
supervisor there in 1937 and in 1940 was 
promoted and appointed assistant mana- 
ger. ian 
Mr. Stevens entered the U. S. Navy in 
1944, was separated from active service 
in 1946 and was reappointed assistant 
manager at St. Louis. He was promoted 
and named manager there in 1949. 

Mr. Stevens was graduated from St. 
Louis Country Day School and Washing- 
ton University. 

Mr. Groves joined the Travelers in 
1924 as a field supervisor at Omaha, 
Neb. He became assistant manager there 
in 1926 and was promoted and appointed 
manager at Cedar Rapids, Iowa, in 1927. 
He went to Chicago as assistant manager 
in 1929 and was appointed manager there 
in 1938. 

Mr. Mussehl became associated with 
the Travelers in 1939 as a field super- 
visor at Toledo. He was promoted and 
named assistant manager there in 1943, 
and named manager in 1948. Mr. Mus- 
sehl went to Washington, D. C., in 1951 
as manager. 

He was graduated from the University 
of Toledo. Prior to his association with 
the Travelers, Mr. Mussehl was associ- 
ated with the Goodyear Tire and Rubber 
Co. and was a partner in a landscaping 
firm. 

Mr. Herrick joined the Travelers in 
1941 as a payroll auditor at the Boston 
office and later that year moved to 
Washington, D. C., in the same capacity. 
He was appointed a field supervisor there 
in 1944 and was promoted and named 
assistant manager in 1946. He became 
manager at Springfield, Mass., in 1950. 

Mr. Herrick attended Boston Univer- 
sity. His previous business experience 
was with the Massachusetts Bonding 
and Insurance Co., Boston, Mass. 


Mr. 








A COMBINATION COMPANY 


Boston Mutual has a_ sound 
combination of Ordinary and In- 
dustrial policies to fit the need of 


every member of the family. 


JAY R. BENTON. President 











Mr. Walker became associated with 
the Travelers in the bond department 
in the home office in 1946 and was ap- 
pointed a field supervisor at the Hart- 
ford branch office in 1947. He was pro- 
moted and appointed assistant manager 
at Washington, D. C., in 1951. 

veteran of service with the Air 
Force and the Navy, he served in the 
North Atlantic, South Atlantic, Mediter- 
ranean and Caribbean Theatres of Oper- 
ations and was separated from active 
duty as a lieutenant. 

Mr. Walker was graduated from Col- 
gate University. His previous business 
experience was with the Phoenix Fire 
Insurance Co. in Hartford. 

Mr. Peffer became associated with the 
Travelers in 1937 as a field supervisor 
at Erie, Pa. He was promoted and 
appointed assistant manager there in 
1942. He entered the U. S. Navy in 1943, 
was separated from active service in 
1945 and reappointed assistant manager 
at Erie. He was promoted and appointed 
manager there in 1947. 

Mr. Peffer attended Buffalo Univer- 
sity, received an A.B. degree from the 
University of Alabama and a teacher's 
degree from Edinboro State Teachers 
College. Prior to joining the Travelers, 
he was a high school teacher at Girard 
and Millcreek, Pa., and an insurance 
solicitor. 

Mr. Smith joined the Travelers as an 
agent at Trenton, N. J., in 1941. He en- 
tered the U. S. Navy during World Wat 
II and was separated from active serv- 
ice as a lieutenant commander in 1946, 
He was appointed a field supervisor at 
Newark and was promoted and appointed 
assistant manager there in 1948. 





---and records show that, throughout the 
length and breadth of the nation, there 


are few communities indeed without a 


policyholder, annuitant or beneficiary of the 


Sun Life Assurance Company of Canada... 
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The Strange Case of the Hidden Rabbit and the Allergic Prince... 


At the Pasteur Institute in Paris, the 
story is told about an Oriental Prince 
who visited this famous medical center. 
Warned in advance that the Prince was 
allergic to rabbits, the tour was care- 
fully planned to avoid all rooms in 
which the animals were kept. 


Someone, however, doubted that ex- 
posure to rabbits could possibly be 
harmful to the Prince. So, one of the 
animals was hidden in a room through 
which the tour was to go. Amazingly 
enough, upon entering that room, the 
Prince had a violent allergic attack! 


How does medical science explain this 
strange disorder known as allergy? 


Doctors say that an allergy is not a 
disease, but a heightened sensitivity to 
certain substances—such as pollens, 
dusts, animal danders, cotton fillings, 
foods and drugs. The allergic person 
simply cannot tolerate such substances. 
When they are breathed, eaten, touched 
or otherwise encountered, they set up 


a reaction which may appear as a skin 
eruption, a digestive upset, headache— 
and, most commonly, asthma or hay 
fever. 

Great advances have been made in 
relieving not only hay fever sufferers, 
but victims of other allergies as well. 
Today, for instance, there are ways of 
identifying the most obscure causes of 
allergy and, in many cases, of immu- 
nizing the victim against the offending 
substance. 


This is done by giving repeated, 
gradual doses of the allergy-producer. 
Such treatment—if continued as long 
as the doctor reeoommends—may greatly, 
if not completely, relieve allergic symp- 
toms in 85 percent of the cases. Some 
persons, of course, are permanently re- 
lieved simply by avoiding contact with 
things known to be the source of their 
trouble—for example, a cotton-stuffed 
pillow, a dog or a cat. 


Though allergic disorders are rarely 


fatal, doctors consider them serious. 
This is because the symptoms are dis- 
tressing, and, in severe cases, may cause 
such discomfort that work, sleep, ap- 
petite and recreation are interfered 
with. As a result, both physical and 
mental health may suffer. 


Prompt and proper treatment—and 
continued cooperation between patient 
and physician—are usually the keys to 
the. successful control of any severe 
allergy. This is because so many factors 
are involved—including precise diag- 
nostic studies, drugs for immediate re- 
lief, and the influence of the patient’s 
emotions upon the onset and severity 
of allergic symptoms. 

Although there is as yet no “sure 
cure” for any of the various types of 
allergies, patients who carefully follow 
their doctor’s advice can often be 
greatly helped. 
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Mr. and Mrs. Arthur Milton, son Robert, and George Kolodny 


1 year old, became the 
Postal Life’s 
When the 


introduced _ this 


Robert Milton, 
first 
juvenile Estate Builder policy. 
Estate Builder 
June, Arthur Milton, one of the 


Pp licyholder of 


was 
com- 





. 

Best’s 1953 Life Reports 

Completely revised comments and 
summary opinion are the big news in 
the 1953 Best’s Life Insurance Reports, 
which features a complete, critical and 
unbiased analysis of the financial condi- 
tions, management and yperation of legal 
reserve life insurance companies in the 
United States and Canada. The Reports 
are ready for immediate delivery. 

Dictated by the favorable experience of 
the last decade, the changes are intended 
to give laymen a better grasp of the 
sound management and finz uncial strength 
prevalent in life insurance. 

In the new editions 
phrases as “favorable,’ 
and “most favorable” replace “average,” 
“above average” and “well above aver- 
age,” to indicate more clearly the results 
achieved by the companies. 

Margins for contingencies are charac- 
terized by the phrases: “considerable 
over-all,” “substantial over-all,” “very 
substantial over-all,” and “most substan- 
tial over-all.” They replace the previous 
comments: “moderate,” “considerable,” 
“ample” and “more than ample.” 

Best’s Life Reports shows the follow- 
ing information for each company: com- 
plete liabilities, operating income 
and disbursements, and surplus change 
exhibits; distribution and character of 
investments including earned income 
yield ratios; significant operating ratios, 
classes and amounts of business in force; 
history and growth; reserve basis, terri- 
tory in which licensed, and the officers, 
directors and _ trustees. The larger 
fraternal and assessment companies are 
included. 

Durably bound for heavy use, the Re- 
ports contains 1,440 pages of valuable life 
insurance information. It is priced at 
$20. Copies may be ordered from the New 
York home office of the Alfred M. Best 
Company, 75 Fulton Street, N. Y. C. 38, 
or from any of their branch offices in 
Atlanta, Boston, Chattanooga, Chicago, 
Cincinnati, Dallas, Los Angeles and 
Richmond. 


standard 
“very favorable” 


such 


assets, 


Ferdinand H. Blum Dies 


Ferdinand H. Blum, 63, who died re- 
cently, had been with the Liberty Mu- 
tual since 1935 when he became a safety 
engineer. Later, he was in charge of 
offices in Newark, Brooklyn and Balti- 
more, before entering the New York 
office where he was an executive. He 
attended Baltimore City College and was 
graduated from University of Pennsyl- 
vania with a degree in mechanical en- 
gineering. 


pany’s general agents in New York City, 
immediately placed the first policy on 
his son. George Kolodny made _ the 
presentation in his office with the 
parents, Mr. and Mrs. Arthur Milton, 
looking on. 


Midland Mutual Honors 
For Tice and Van Elgort 


The Herman O. Tice Agency, Colum- 
bus, Ohio, and the Sam Van Elgort 
Agency, Beverly Hills, California, are 
winners of Midland Mutual Life’s Presi- 
dent’s Award for 1952. Mr. Tice and 
Mr. Van Elgort, and their associates, 
were honored at the company convention 
held at Skytop Lodge in the Pocono 
Mountains of eastern Pennsylvania, June 
23 to 26. 

The award 
company’s agency 


is made annually to the 
having the best all- 
around record for the year. Factors con- 
sidered in determining the winning 
agency are production, manpower of the 
agency, persistency and expense. Since 
the two agencies finished in a tie for 
top honors, duplicate awards were pre- 
sented. 

Mr. Tice was appointed general agent 
on April 1, 1950 for the Columbus agency 
and Mr Wan Elgort was named general 
agent in Beverly Hills on January 1, 1948. 


NAMED DISTRICT MANAGER 

Erv Gillespie has been named district 
manager of the Huntington Park, Cali- 
fornia district agency of The Pruden- 
tial. 





 Anico representatives 


are Anico’s best 
advertisements 





succeeds. 
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C. M. JOHNSON 


Mer. Roswell District Agency, 
Roswell, N. M. 


Charles M. Johnson is a fine example of the 
great careers being built all over the country by 
Anico Combination representatives. He came with 
Anico as an agent on May 14, 1935. In 1937 he 
was promoted to district inspector. On February 
7, 1938, he was promoted to agency organizer. 
May 18, 1942, he was promoted to manager of 
the Roswell territory. During the decade since he 
has made it one of the most outstanding in the 
Company. A winner of the leader’s trophy and 
charter member of the President’s Club, Charles 
Johnson’s agency has furnished a number of 
managers for other district agencies. His record 
is one of the finest examples of the Anico 
career: You can grow with Anico. 


A working contract that permits outstanding earnings. 
* Policies that stand out in value against any competition. 


* A management philosophy that is based on the axiom 
that a company succeeds only when its agency force 


* The most modern and effective selling aid program that 


For information without obligation 
address “‘Executive Vice-President” 


AMERICAN NATIONAL 
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Survey of Insurance Owner 


By Phoenix Mutual Agents 
The most successful life insurance 
salesmen think enough of their product 

to purchase it in substantial amounts for 
themselves and their families. 

Phoenix Mutual Life reached this con- 
clusion recently after a survey of the 
company’s one hundred leading repre- 
sentatives revealed an average individual 
holding of nearly $50,000. 

The survey also disclosed that the 
typical Phoenix Mutual leader has been 
a full-time representative of his company 
for the past 12 years. In one recent 
12-month period, he sold policies totaling 
nearly $500,000—with an average sale of 
$8,000. 

This prototype is now in his forties, 
married, with one or two. children. 
Chances are two out of three that he 
went to college. Respected in his com- 
munity as a “solid citizen,’ he belongs 
to his local life underwriting association 
and, more than likely, takes a continuing, 
active interest in civic affairs. 


West Coast Life Manager 

West Coast Life announced the ap- 
pointment of E. J. —— district 
manager for the company in -akeview, 
Oregon, as manager of the perenne S 
Portland agency. 

Mr. Mocabee entered the life insurance 
business with West Coast Life in 1945, 
and subsequently established an out- 
standing sales record, He has qualified 
for the company’s Leading Producers 
Club every year, and on the basis of his 
production record, served as fourth vice 
president of the club in 1948, third vice 
president in 1950, and fourth vice presi- 
dent in 1951, 


Great-West Life Names 
Bertram Seattle Manager 


Great-West Life has announced the 
appointment of Clifford B. Bertram, as 
manager of the Seattle branch. He suc- 
ceeds Fred C. Becker, who has resigned 
to devote his full time to the personal 
service to his many policyholders. 

Mr. Bertram has been with Great- 
West Life since 1946 and has been suc- 
cessful both as a life underwriter and 
as an agency manager. 

sap Becker was appointed manager of 
the Great-West Life’s Seattle branch in 
1941. Under his leadership the branch 
established one of the company’s highest 
records for second year persistency. 


Theo. Hundley Anniversary 

Theo. Hundley, West Virginia State 
Manager of Pacific Mutual Life with of- 
fices in Huntington, is this month ob- 
serving his 35th anniversary of service. 

Starting as a field representative in 
1918, Mr. Hundley advanced to the post 
of state manager three years later and 
has built up in Huntington one of Pacific 
Mutual’s most consistently successful 
general agencies. 

Particularly active in accident and 
health production, the Hundley Agency 
has topped all units of Pacific Mutual’s 
nation-wide organization in the sale of 
this type of protection during each of 
the past three years. 

MADE TRAINING CONSULTANT 

Gerald A. Wasson, formerly _ staff 
manager of the W hittier r, California 
office of The Prudential, has ce pro- 
moted to training consultant in the 
western home office at Los Angeles. He 
joined Prudential in 1939 as district 
agent in Los Angeles and in 1949 was 
promoted to staff manager and trans- 
ferred to Santa Ana. In March of this 
year he was assigned to the Whittier 
office. 

SUN LIFE DIVIDEND 

Sun Life Assurance Co. of Canada has 
declared a dividend of 75 cents, payable 
July 1, to shareholders of record June 15. 
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Roger Hull Has Been 25 Yrs. 
With Mut. Life of New York 





ROGER HULL 


Roger Hull, executive vice president 
of the Mutual Life Insurance Company 
of New York, on July 1 had his 25th 
anniversary with Mutual of New York. 
He has been with this company during 
his entire business career. 


Mr. Hull began as an agent in 
Meridian, Miss., and later became agency 
manager in Nashville. In 1938 he was 
appointed to the home office staff as 


assistant superintendent of agencics. In 
1941 he was advanced to vice president 
and manager of agencies, and in 1950 
he was elected executive vice president 
and a member of the board of trustees. 


American United Dividend 


For its dividend year beginning July 
1, 1953, American United Life, Indian- 
apolis, has adopted a new and increased 
scale of dividends. Dividends apportioned 
under the new scale will total approxi- 
mately 11% more than would have re- 
sulted from a continuation of the pre- 
vious scale. 

The increases in dividends, which are 
in addition to the usual policy-year in- 
creases, reflect the combined effect of 
higher interest earnings and lower 
mortality experience, with m‘nor adjust- 
ments in the expense pattern. 

The rate of interest to be allowed on 
dividend deposits and on non-withdraw- 
able settlement options is 3.25% (or the 
guaranteed rate if higher), up from 3.1%. 
On withdrawable settlement options and 
on premium deposit funds the rate of 
interest is 2.5% (or the guaranteed rate 
if higher). 


NAMED BY CANADA LIFE 
Canada Life Assurance Co. has ap- 
pointed Bert T. Trenouth as assistant 
superintendent of agencies. He has been 
With company since 1946. 


JOINS DISTRIBUTORS GROUP 

Paul A. Murtaugh, Jr., has joined Dis- 
tributors Group, mutual funds sponsor, 
as advertising manager. He was formerly 
sales promotion manager of Moody’s In- 
vestors Service and Alfred M. Best Co. 
Mr. Murtaugh is also president of the 
Hundred Million Club, whose members 
comprise most of New York’s largest 
users of direct mail advertising. 


W. F. SAVARINO DEAD 

William F. Savarino, 52, an insurance 
agent in Buffalo, N. Y., for more than 
20 years, died recently. He became an 
agent for The Prudential in Cleveland 
in 1930 and was transferred back to 
suffalo in 1941. He retired about three 
years ago. 


Joins Life of Virginia 

J. Maurice Miller, Jr., has joined the 
law department of Life of Virginia, 
with the title of counsel. 

A native of Richmond, Va., Miller 
was graduated from St. Christopher’s 
School, of Richmond, and from Wash- 
ington and Lee University, 
from the latter institution both the B.A 
and the LL.B. degrees. 

During World War II he served with 
the Air Force in England, and with the 


receiving 


occupational forces in Germany, and was 
released from active duty with the rank 
of captain. 

Prior to accepting his present position 
he was employed in the legal department 
of Southern State Cooperative, Inc., 
Richmond, and later with the Richmond 
law firm of Hunton, Williams, Ander- 
son, Gay & Moore. 

He is a member of Phi Beta Kappa 
national fraternity and Phi Delta Phi, 
legal fraternity, and the Richmond, Vir- 
ginia State, and American Bar Associa- 
tions. 





The Saturday Evening 








That’s what the space alone costs for 
the SATURDAY EVENING POST advertise- 
ment featuring H. Leon Villinger, 
Mutual Benefit Life man from the 
San Francisco office. Over the past 
few years, such publicity for individual 
agents has cost the Company nearly 


a half million dollars! 


But it’s money well spent, we think, 
and right in line with the Company’s be- 
lief that the agents in the field are the 
most important men in the Company. 
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Mutual Life Advertising 
Told in “Life” Brochure 


“Pre-Selling The MONY Market,” a 
24-page illustrated report addressed to 
the 2,500 Field Underwriters of Mutual 
Life of New York, has recently been 
prepared and distributed by the Sales 
Promotion Department of Life Magazine. 
This report, the first of its kind ever 
prepared by Life on an insurance com- 
pany, is based on the 1953 advertising 
recommendations of Benton & Bowles, 
Mutual of New York’s advertising 
agency, and outlines the history and the 
results of the new MONY campaign 
from its beginning in February, 1952. 
The theme of the campaign consists of 
four major ideas around which each ad 
is built. “Life’s insurance is the solu- 
tion to certain specific problems. Here is 
why it is the best solution. Here is what 
it costs. Here is why you should get 
it from MONY. 

The Life Magazine 
demonstrating how 
build awz — of, and sales for, Mutual 
of New York, cites the yardst icks which 
the company has used to measure the 
effectiveness of the cz ampaign, its impact 


report, aimed at 
advertising helps 


and its effect on opinion, as weil as 
analysis of coupon inquiries and sales 
results. 

Significantly among the many facts 


96% 
new 


and figures in the report are these: 
of the field underwriters like the 
campaign. 

After six months of the new campaign 
the personé il follow-up of coupon leads 
resulted in 1,600 applications for $4,680,- 
000 of life insurance plus $52,000 of acc’- 
dent and sickness insurance premiums. 
The average size life policy, sold 
through coupon leads, is $5,080; the aver- 
age A. & S. premium is $72 

Orders for reprints of advertisements 
by the field force increased more than 
100% over the previous year. 

One of every three coupons 
an application. 

Mutual of New York’s current cam- 
paign is built around single-need appeals 
and appears in black and white pages in 
Life, Time, Newsweek, Collier’s and The 
Saturday Evening Post. 


leads to 


General Agents Berkshire 
Appointed in Last 12 Months 


At the _— meeting of Berkshire Life 
held in Cape Cod, Mass., in June the 
names of new general agents appointed 
by the company this year within the 
past 12 months were given. They follow: 

Worcester, Mass., Joseph P. Burns. 

West Hartford, Conn., J. Arthur Cope. 

Minneapolis, Alvin L.’ Martinson. 

Greensboro, N. C., John F. Dickson. 


Dayton, om | Theodore Meuche. 
St. Louis, Clair A. Bernard. 
Wichita, Kan., Jack C. Harper. 


Washington, D. CC, William R. 


Tooker. 
New York: Henry Marshall, who was 
general agent in Brooklyn, became a 


general agent associated with S. S. Wolf- 


son 


Aetna Asana W inners 
Three general agencies of the Aetna 
Life have won top honors in the com- 
pany’s annual “Early Bird Celebration.” 
They are the Hiatt & Co general agency, 


Minneapolis; W. Ray Hutch general 
agency, Buffalo, N. Y.; and Richard P. 
Fuchs general agency, Denver. 


The “Early Bird Celebration,” held 
traditionally during the first part of June, 
marks the opening of a new qualifying 
year for membership in the Aetna Life 
Corps of Regionnaires, an organization 
of the company’s leading representatives. 
Awards are presented to three general 
agencies showing the greatest improve- 
ment over the past year’s weekly applica- 
tion average. 

A total of 1,116 Aetna Life representa- 
tives throughout the United States and 
Canada earned individual “Early Bird” 
awards, which are presented to salesmen 
who write one or more life, group or 
accident insurance applications during 
the “Early Bird Celebration.” 
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Great Future Market 
For Life Insurance 


IS HUGE 


INCOME 
Chester O. Fischer, ‘Vies President of 
Massachusetts Mutual, Addresses 
Regional Meetings 


DISPOSABLE 





Life insurance producing forces today 
can look forward to a great market for 
insurance protection, a buying power ot 
the American people that is “fabulous 
and a growth in population, income and 
savings that insure a continuation of 
these conditions, said Chester O. Fischer, 
vice president of Massachusetts Mutual 
Life, addressing recent regional meetings 
of its field force. : ; 

The liquid assets of the American 
people today are at an_ all-time high 
totaling $550 billion, said Mr. Fischer. 
‘This is made up of,” he said, “approxi- 
mately $136 billion in ready cash—cur- 
rency and bank deposits—$16 billion in 
savings and loan associations; $50 billion 
in U. S. savings bonds, $111 billion in 
life insurance and pension reserves, and 
$237 billion in securities. 

Small Part Goes to Insurance 


“We have more men, with more little 
children, and they are making more 
money than ever before, and still you 
hear people ask the question—how do 
you keep on writing all this life insur- 
ance? Rather, we should ask, why are 
our people putting Per a relatively small 


share of their income and savings into 
life insurance policy premiums and re- 
serves ? 


“Coverage in force in the private com- 
panies of our country insures about 
9u% of a year’s national income. In 
Canada, 110% of a year’s income is 1n- 
sured. 

“During the 
increases in employment, 
ductivity, and average family 
our people have not mainti uined life in- 
surance coverage on a scale in keeping 
with their pre-war protection. 

“Why do I say that? Let me 
to you some further facts developed by 
Dr. Arno Johnson of the J. Walter 
Thompson Co. In 1940, when our total 
disposable personal income after taxes 
was $75.7 billion, our people used $49.2 
billion of this for the necessities ot 
food, clothing, and_ shelter. (We, ot 
course, feel that life insurance should be 
included in this grouping.) The remain- 
ing $26.5 billion (discretionary buying 
power), or 35%, was available tor other 
items making up the 1940 standard ot 
living or savings. Into personal savings 
went $3.7 billion, or 14%, and $3.4 bil- 
lion, or 13%, went into life insurance 
premiums. 

“Because 
basic living 
in 1952, instead of the 
to maintain the same 

Disposable Income Huge 

“Disposable personal income in 1952 
amounted to $232 billion, so the consum- 
ing public had $122 billion of discretion- 
ary buying power over and above the 
$110 billion needed to provide the neces- 
sities for a 1940 standard of living. This 
gave 53% of disposable income for dis- 
cretionary buying 
“What did our people do with that 
53%—that $122 billion? They saved $16.5 


past 12 years of great 
national pro- 
incomes, 


present 


of the inflated prices of the 
costs, it required $110 billion 
$49 raneigel in 1940, 


stand: ard of living. 


billion which is 14%, and that is ex- 
actly the same percentage as the $3./ 
billion they saved of their $26.5 billion 


of discretionary buying power in 1940. 
What did they do in the way of money 
put into life insurance premiums? In 
1940 they deposited $3.4 billion with the 
life insurance companies of the country, 
which represented 13% of discretionary 
spending power. In 1952 their $8% billion 
of life insurance premiums constituted 


less than 7%. We have not been getting 
our full share of these ‘surplus’ funds. 
Now, understand, what I say along this 


line is not with anythought whatsoever of 
minimizing or belittling the mz ignificent 
job being done by the field forces of life 
Not at all—but with the 
bringing to your attention 


insurance. 
thought of 








C. C. Coffin, Jr., to Succeed W. C. Shouldice at Rutland, Vt. 





WILLIAM C. SHOULDICE 

William C. Shouldice, who has been 
general agent at Rutland, Vt., for Con- 
necticut Mutual for the past 17 years, 
will retire on August 1. He will be suc- 
ceeded by C. Carlton Coffin, Jr. 

Mr. Coffin is a native of Nashua, 
N. H., where he entered the life insur- 
ance business, serving first as an agent 
and later as an agency supervisor. Dur- 
ing the past year he has been a super- 
visor in one of Connecticut Mutual’s New 
York City agencies. 

Prior to serving in 
Coffin was a member of the agency de- 
partment staff of Connecticut Mutual 
and was engaged in pension planning and 


New York, Mr. 


CARLTON COFFIN, JR. 


estate planning work at the home office. 
He is a CLU, having received his desig- 
nation in 1952. A graduate of Dartmouth, 
he served as a pilot with the Navy during 
World War II. 

Mr. Shouldice who becomes general 
agent emeritus has been associated with 
Connecticut Mutual since 1917. He first 
served as an agent for the company and 
in 1936 was made general agent. 

In recording Mr. Shouldice’s retire- 
ment, the company said, “Under his 
direction the Vermont agency has been 
highly successful in meeting the life in- 
surance needs of clients and policyhold- 
ers throughout the territory. 





New York Life 


(Continued from Page 5) 

City from 1945-1947, later going to Den- 
ver for one year as manager of the 
New York Life office there. 


ROBERT S 


HUSSEY 


Mr. Hussey has had a lifetime career 
with New York Life, static as an 
agent in the Maine branch office, Port- 
land, shortly after leaving the University 
of Maine. Following military service, in 





the great challenge and opportunity that 
presents itself to the thousands of splen- 
did men and women such as you. 

“Of life insurance, $8% billion pre- 
mium deposits in a single year is a great 
sum of money. And, as we appraise the 
situation it is only fair that we recognize 
the contribution of our people to social 
security and other retirement plans. 





which he distinguished himself as a cap- 
tain in the field artillery, Mr. Hussey 
became an agency organizer in the 
Maine branch, later becoming assistant 
manager. In 1946 Mr. Hussey was named 
manager of the New H: umpshire branch 
office in Manchester, and two years later 
manager of the Long Island branch of- 
fice. He later became superintendent of 
agencies in Philadelphia, coming to the 
home office in January of this year. 

Mr. Stanford’s move to Cincinnati 
represents a return to his home state, 
for he is a native of Cleveland. He joined 
the company there as an agent in 1933. 
Since then he has been agency organizer 
in Cleveland, agency director in Bing- 
hamton and Buffalo, N. Y., manager in 
the Brooklyn and the Lincoln branch in 
New York City and more recently man- 
ager in Milwaukee. Earlier this year he 
came to the home office as superintend- 
ent of agencies. 





Raises Discount Rate 

Following the improving trend of in- 
terest earnings, Pacific Mutual Life In- 
surance Co. has announced a more 
favorable discount allowance on advance 
premium payments. Beginning July 1, 
the company will discount premiums paid 
in advance at the rate of 214% per 
annum. 

According to Actuary Oscar Swenson, 
Pacific Mutual will accept in advance 
up to 20 years’ premiums with a maxi- 
mum of $100,000. 


Safety Award to Prudential 


For the second successive year The 
Prudential has received the National 
Safety Council’s Public Interest Award 
for 1952. According to the citation, Pru- 
dential’s award was based on the safety 
education periodically featured on the 
company’s daily Jack Berch radio pro- 
gram, and through various pamphlets 
which have been widely distributed 
among the public. Work in the field of 
child safety as well as a number of 
articles appearing in Prudential’s house 
organs also were cited as contributing 
to the objectives of the Council. 








Keogh Pension Bill 
Lags in Congress 


PROFESSIONAL GROUPS BACK IT 


Provides for Tax-Deductible Voluntary 
Pension Plans for the Self- 
Employed 


Washington—The “Reed-Keogh” bill 
of the 82nd Congress, needs considerable 
push to get throught he 83rd Congress 
under its new sponsorship, Representa- 
tive Eugene J. Keogh (D., N. Y.) has 
told professional organizations. 

The bill has re-introduced in 
this Congress by Keogh, and 
and Means Committee members 
Jenkins (R., Ohio), and 

Representative Daniel 
N. Y.), now chairman of the 


been 
House 
Ways 
Representatives 
Camp (D., Ga.). 
A. Reed (R., 
committee, felt he could no longer spon- 
sor controversial legislation of this new 
type as committee 

The bill would 
deductible voluntary 


chairman, 

tax- 
pension plans for 
the self-employed. The proposal is sched- 
uled for 


provide for 


during House 
Ways and Means Committee studies of 
the entire tax and internal revenue struc- 
ture now being conducted. 

Purpose of the Bill 


The bill is backed by at least 30 pro- 
fessional groups, but has been opposed 
by the life insurance industry since it 
was first proposed. 

Keogh, in a special article for the 
United States Code—Congressional and 
Administrative News said the objective 
of the bill is “to provide the equity that 
thus far has been denied to those who, 
by choice or by law, conduct their busi- 
ness activities as unincorporated self- 
employed persons.” 

He said the proposal would be “legis- 
lation to encourage the establishment of 
voluntary pension plans by individuals. 
There is no coercion. Business and pro- 
fessional men will be able to participate 
if they feel the program outlined is the 
one which fills their own retirement 
needs.” 

He said there has been a tremendous 
growth in both public and private em- 
ploye pension plans, from which self- 
employed professionals are excluded, 
that are Treasury-approved as eligible 
under the tax-deductible provisions of 
section 165(a) of the Code. 

He said it wouldn’t be practical merely 
to extend the provisions of that section 
to the self-employed and _ professionals, 
and the only alternative to acceptance 
of his bill would be the repeal of section 
165(a) and the dissolution of the 14,000 
pension plans already established under 
that statute, which would be neither 
equitable nor feasible. He appealed for 
increased pressure on Congress to push 
for his bill. 


consideration 





| HEARD On The WAY 








“or 


In an article in Fortune, “The Hidden 
Struggle for the H- Bomb,” Sidney W. 
Souers, chairman of executive committee, 
General American Life, was praised as 
“a public servant of the highest in- 
tegrity.” The article concerned the con- 
troversy over whether or not to build 
the H-Bomb. Commissioner Strauss of 
the Atomic Bomb Commission wrote to 
Harry S. Truman when President urging 
that the AEC proceed with the H-Bomb. 
Among men with whom President Tru- 
man took counsel was Mr. Souers, his 
special adviser on security matters. When 
Truman asked his opinion Souers sup- 
ported Strauss. His intervention ac- 
counted in large measure for Truman’s 
announcement on January 31, 1950, di- 
recting the AEC to go ahead with the 
hydrogen bomb. 

Unele Francis, 
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N. Y. Times Sees Welfare 
Compensation Abuses 


EXCESSES PAID SOME AGENTS 


Cos. Meet July 16 With N. Y. Dept. 
to Review Administrative Expense 
and Other Topics 





The New York Times on Wednesday 
ran a two-column story in which it al- 
leged that some “insurance agents with 
underworld ties are siphoning off hun- 
dreds of thousands of dollars a year in 
excess commissions and service fees in 
connection with administration of union- 
management welfare funds.” At the same 
time, it said that District Attorney Frank 
S. Hogan is preparing to crack down on 
these alleged abuses. 

In a survey the New York 
found that in the principal mass indus- 
tries, such as steel, automobile, mines 
and mining and clothing manufacture 
there is no suggestion of kickbacks, pay- 
roll-padding and favoritism in placement 
of insurance contracts. 

The New York State Insurance De- 
partment has called a meeting of com- 
panies writing Group insurance for the 
afternoon of July 16 which will discuss 
such subjects as legitimate “home office 
administration expenses” in connection 
with servicing of business. A ruling made 
by the Departmet last year may be 
revised. 

The Insurance Department meeting is 
not called as an investigation of “racket- 
eering.” In a statement to the Times giv 
ing the philosophy of the Department 
Superintendent Bohlinger said: 

“In connection with Group coverages, 
this Department is alert to possible 
abuses and seeks to correct them at all 
times to the end that the policyholder 
gets the maximum benefit consistent with 
sound business operation. Whenever we 
have detected irregularities, immediate 
steps have been taken to correct them. 
The vast majority of insurance carriers 
show a sincere interest in conducting 
their business in such a way that the 
public interest and the welfare of the 
policyholder will both be protected.” 


Times 


Life Insurance Held 


(Continued from Page 1) 


and children, on whose lives some 7% 
of the total stands. However, men remain 
the great body of policyholders, account- 
ing for 75% of all life insurance, with 
an aggregate of $209,000,000,000. 

The increased buying of new life in- 

surance in the seven years 1946-52 and 
in 1952 alone has been general through- 
out the country, but an analysis of Ordi- 
nary insurance purchases showed that 
the greatest percentage gains were in 
the Southwest and Mountain states last 
year. 
While New York led in aggregate life 
insurance owned at the start of this year, 
with $37,610,000,000, Delaware led in the 
amount owned per family, with $8,500. 

The greater spread of life insurance 
has resulted in larger totals of funds 
going back to American families from 
their life insurance companies, the book 
shows. During 1952, total benefit pay- 
ments were $4,146,978,000; in 1945, they 
were $2,667,305,000. 

One of the significant aspects of the 
widening ownership of life insurance is 
shown by the Fact Book to be the in- 
crease in capital funds available to the 
economy from this channel. 

“As policy reserves are built up for 
future use as benefits,” the Fact Book 
says, “they are put to work to earn 
interest. Total assets of the life insur- 
ance business exceeded $73,000,000,000 at 
the end of 1952. More than two-fifths of 
this total was invested in the securities 
of business and industry—an aggregate 
of $32,000,000,000. Well over one-fourth 
of total assets was in mortgages—more 
than $21,000,000,000.” 


Farm Bureau Life Starts 
Writing in N. J. on July 15 


The Farm Bureau Life of Columbus 
will begin active operations in New Jer- 
sey on July 15, Murray D. Lincoln, presi- 
dent, has announced. A regional office 
has been set up in Trenton. 

More than 60 agents who represent the 
three Farm Bureau companies in that 
state are being trained to sell the com- 
pany’s full life line. Since the Farm Bu- 
reau Mutual Automobile Insurance Co. 
began operating there in January, the 
agents have sold 3,916 auto coverages 


Goes to Pacific Coast 

G. E. Crammer, for the past six years 
Group supervisor for Metropolitan Life 
at Greensboro, N. C., covering North and 
South Carolina and Virginia, has been 
transferred to the Pacific Coast head 
office. He has been a leader in Group 
sales for Metropolitan Life. 





and 597 polio and travel-accident policies. 

The Farm Bureau Mutual Fire was 
also licensed last September but has 
not yet begun active operations. 


Commonwealth Life Changes 

Commonwealth Life of Louisville, an- 
nounces that John R. Hoffman, formerly 
secretary, has been made vice president; 
Homer D. Parker, formerly agency vice 
president in the Industrial agency de- 
partment, was named vice _ president 
Charles P. 
secretary, and Preston P 
president. A. P., 


Thomas was advanced to 
Joyce, Jr., was 
made assistant vice 
Cochran, president of the Cochran Foil 


Co., was elected a director. 
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REAPPRAISAL OF SOCIAL 
SECURITY 

More 100 bills have been intro- 

duced in Congress to amend the existing 


Old Age 
gram since the new administration took 


than 


and Survivors Insurance pro- 
office, most of them aiming to liberalize 
benefits or to extend coverage to addi- 
tional groups of persons. The need for 
a reappraisal of the whole program is 
recognized by the Secretary of the new 
Department of Health, and 
Welfare under whose authority it func- 


Education 


tions. Consultants appointed by the Sec- 
retary of HEW are working with a sub- 
committee on Social Security of the 
Ways Means Committee 
which has conducted a study of OASI 


House and 
and some basic changes in the program 
are expected to result. 

As pointed out by President Eisen- 
May 19 
reserves have reached $18 billion 


hower in_ his radio address, 
OASI 
and receipts at present tax rates are 
in excess of current expenditures. If the 
contemplated increase in payroll tax from 
14% to 2% on January 1, 1954 takes 
effect with 3% for self-employed persons 


and further increased at five-year in- 


tervals, the reserve fund would reach 
$110 billion by 1995. 

Another aspect of the Social Security 
problem as now operated is pointed out 
by National Industrial Conference Board 
in a Survey of the program. No matter 
what type of pension plan is adopted 
the fact remains that the aged in any 
period are supported by the workers for 
retirement benefits must come out of 
national 


The 


our population has increased relative to 


the current output of goods 


and services. number of aged in 
he number of persons of working age 
and it is expected to continue to increase 
for many decades to come. In 1900 there 
were about 13 persons of productive age 
over. By 1950 the 
ratio had been about cut in half. These 


for every one 65 or 


are only two of the many problems in- 
volved in any reappraisal of the present 


Social Security program. 


SMOKE LOSS ADJUSTMENTS 


Among the best human interest fea- 


book, 


Ly »sses,” 


tures of the “Adjustment of 


Property written by the late 


Prentiss B. Reed, one of America’s out- 





standing adjusters, and which volume is 
by McGraw-Hill Book Co., 
“srasping and 
adjuster 
more firmly believed in fallacy of delay 


published 
were his references to 
unreasonable claimants.” No 
legitimate losses, nor 
that the 
companies get a fair deal from the as- 


in settlement ot 


was any one more insistent 
sured in settlement of losses. 


However, there are some instances 
where adjustments should not be too 
precipitantly made, especially when the 
adjuster is persuaded that the claimant is 
trying to get a better settlement than 
the one to which he is entitled, is of the 
“orasping and overreaching type.” In such 
cases, some delay in the adjustment or 
“putting pressure to bring him to reason” 
is desirable. 

discussed 


Mr. Reed 


such losses as those of excessive damage 


As_ illustration, 


claims because of smoke. He thought it 
well in these cases to direct the insured 
to keep his property well aired but in- 
tact until the adjustment has been com- 
pleted. From day to day the odor of 
smoke will become less, while the need 
of using the property, unless it is in 
storage, will Become greater. Finally, it 
will commence to dawn on the claimant 
that he better off to 
reasonable resume his 


will be accept a 


settlement and 
business or the use of his prem’ses than 
to persist in his attempt at an excessive 
collection. 

“But when the settlement of such a 
claim is delayed the adjuster should not 
rely on the effects of delay alone,” said 
Mr. “He foretell 
how the negotiations will end, and, if 


Reed. cannot always 
forced into an appraisal or reference or 
into litigation, he should be prepared. 
For this 
Pp sition 


reason he should fortify his 
with the 


outsiders who may later be used as wit- 


views of competent 


nesses if litigation becomes necessary. 
Delay in negotiating a settlement may 
work harm to the insurer’s interests un- 
delay the adjuster 


less during the 


pursues his preparations.” 


T. Tweddle has been appointed foreign 
manager of Law Union & Rock. F. B. 
Joule, secretary at head office of North- 
ern Assurance, has been appointed 
deputy general manager and secretary. 
R. W. Cole of the Calcutta office of 
North British & Mercantile, has been 
appointed manager at Bombay. 





John Masterson, supervisor for the 
policy loan and conservation section, 
General American Life, has been pro- 
moted to the position of methods analyst 
working with Edgar W. Baseler, chief 
planning officer. Mr. Masterson has been 
33 years with the company and _ its 
predecessor. 

a 

Robert A. Kennedy of Lufkin, Tex., 
and Mrs. Kennedy expect to celebrate 
their golden wedding next year by quali- 
fying for and attending the 90th anniver- 
sary conference to be held by Travelers 
representatives in 1954. Mrs. Kennedy, 
her husband’s assistant and secretary for 
years, is an active licensed agent in casu- 
alty and life lines. Their son, Robert 
A. Kennedy, Jr., entered the agency after 
graduation from Texas State University 
and study at the Travelers home office 
school for agents. Robert A., Sr., left 
grammar school as a boy and went to 
work in a dry goods store in Greenville, 
Tex., eventually moving to Lufkin. In his 
early 40’s he joined a general agency con- 
centrating on solicitation of insurance of 
several stores. Later he became an agent 
of the Travelers. 

* * * 

Louis W. Dawson, president, Mutual 
Life of New York, will deliver an address 
before the International Claim Associa- 
tion at its annual meeting to be held 
at Sagamore Hotel, Bolton Landing, 
Lake George, New York. The meeting 
of the association is September 14-16. 
Mr. Dawson is past president of Asso- 
ciation of Life Insurance Counsel; past 
chairman of Joint Legislative Committee 


of LIAA and ALC and from 1941 to 
1948 was a member of the American 
Arbitration Association’s panel of ar- 
bitrators. 

* * * 


James McClure Gillet, vice president 
in charge of liability, other than automo- 
bile, and compensation underwriting of 
the Maryland Casualty Co.; Nellas C. 
Black, statistician, and G. Houston 
Payne, associate manager of the auto- 
mobile department, have just joined the 
group that has served with the company 
for 50 years. Messrs. Gillet and Payne 
started as file clerks and Mr. Black came 
to the company as an office boy. 

x «x 


Louis Fauser, who has been elected 
president of Bankers Mutual Life of 
Freeport, Ill, joined the company in 
September, 1947, as associate actuary, 
later becoming treasurer and vice presi- 
dent. He went into life insurance after 
leaving Bradley University and Uni- 
versity of Illinois. Prior to joining Bank- 
ers Mutual Life he was actuary of 
United Insurance Co. of Chicago. He is 
active in Institute of Home Office Un- 
derwriters. 


Paul A. H. deMacarte, CLU, Shepard 
& Co., general agency, Hartford, who 
has qualified for a decade as a veteran 
regionnaire of Aetna Life, is also a 
member of the Connecticut State Legis- 
lature. He is a former president of Hart- 
ford Life Underwriters Association and 
has received several National Quality 
Awards. 

a ee 


R. E. McNeill, Jr., president of the 
Hanover Bank of New York, has been 
elected a director of Chrysler Corpora- 
tion. Also, he is a director of Fidelity & 
Casualty, Niagara Fire, Northern Insur- 
ance Co., National Surety Corp., National 
Surety Marine Insurance Corp. and As- 
surance Co. of America. 

x ok x 


Herbert P. Rooney has been made 
manager of the insurance department of 
Consolidated Realty Co. of Memphis, 
Tenn. He has had over 20 years’ ex- 
perience in home office and agency work. 





Charles G. Heitzeberg, CLU, director 
of agencies and second vice president, 
Mutual Benefit Life, (shown on right) 
presenting to K. Eugene Robinson of 
Louisville a plaque awarded to company 
lives leader for 1952. This award was 
made at the Savannah regional meeting 
of Mutual Benefit Life. 

* ok x 


Iowa Insurance Commissioner Charles 
R. Fisher has returned to his desk after 
being hospitalized with pneumonia fol- 
lowing the Insurance Commissioner’s 
convention at San Francisco. The Iowa 
Commissioner was taken ill while return- 
ing to Des Moines from the convention. 





H. W. Manning, vice president and managing director of Great-West Life, is shown 

(left) congratulating Holgar J. Johnson, president, Institute of Life Insurance, fol- 

lowing his address to the Great-West Life recent regional conference in the Banff 

Springs Hotel. At left is Earl M. Schwemm, Chicago manager for Great-West 

Life. At extreme right is D. E. Kilgour, assistant general manager and director of 
agencies, Great-West Life. 
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Marcus Potter at 85 Still Sells Fire 
and Marine Insurance 


By Clarence T. Hubbard 


Quaint Essex-on-the-Connecticut is a 
prototype of oceanic Nantucket. In Es- 
sex, where scores of Hartford insurance 
men float their pleasure boats, you be- 
hold lanes, not streets, trellised door 
fronts, an artists colony, boxwood hedges 
sea-flavored weather vanes, the Fife Rail 
and the Griswold Inn, both mariner’s 
havens. 

The Essex 


township of possesses a 














sioner’s port. His health improved, so 
Potter the pilot started in to write some 
fire insurance and to sell a few marine 
fittings, and then got around to spe- 
cializing in yacht coverages. Today his 
volume is equal to that of some New 
York brokers. He insures the yacht of 
Robert Trout, radio commentator; the 
“Storm” owned by Charles A. Goodwin, 
director of the Aetna Fire, and on board 
which an annual meeting of the company 
was once held; Eugene Wilson’s yacht, 
he being formerly chairman of the board 
of the United Aircraft, and a director of 
several insurance companies; George H. 
Townsend’s yacht, which won the gold 
cup twice; Victor van der Linde, presi- 


seconds before the storm hit in its com- 
plete fury. 

His office is open seven days a week 
and often at night and as a veteran 
insurance producer, Marcus believes in 
two things—collecting all premiums 
promptly and in rendering super-service 
when a loss occurs. He will drop every- 
thing to assist in adjusting a loss for a 
customer. His philosophy regarding life 
is that if you do not have a hobby or 
some business interest you are apt to 
allow yourself to go to seed through 
the inactivity and then some chronic 
disease develops. Marcus is known per- 
sonally to all insurance executives in the 
city of Hartford and is a yachtsman of 
ability himself. 

At the drop of an anchor, Brother 
Marcus will take you to lunch at the 
Dauntless Club next to his office. He 
knows the name and owner of every 
boat around—and, one summer’s night |] 
counted 107 pleasure boats anchored at 
this inland seaport where ships from 
Zanzibar still unload elephant tusks 
which are ferried over to Ivoryton for 
the fashioning of piano keys. 


Marcus Potter just recently married. 
Mrs. Potter drives him to Hartford when 
he “has a difficult line to place.” He 
attends the motorboat show in New 
York, and despite his brisk insurance 
and wharfinger business, he finds time 
to “gam” with visiting yachtsmen. In 
the summertime, on the Essex lanes, you 
commonly encounter movie and _ stage 
stars who have anchored for a night or 
two a few points off Marcus Potter’s 
office. I have personally seen Ed Wynn, 
Henry Morgan, Phil Baker and numer- 
ous others. Chester Bowles, recently re- 
turned Ambassador from India, former 
Governor of Connecticut, has his home 


a & Bo. 


Left to right, first row—Norman D. Wheeler, Clarence T. Hubbard, Marcus A. Potter, Martin M. Higgins, Paul Malley. Stand- 
ing—Kenneth P. Hubbard, William J. House, Marshall D. Finlay, Don M. Perry, Charles H. Champlin, Theodore Brown, 
Anthony Ferreira. All are from the marine department of the Automobile Insurance Co., except C. T. Hubbard, who is 


bright red amphibian fire truck which 
drives through the various lanes to the 
river wharf, then proceeds right unto 
the river, where as a floating vehicle it 
supplies several streams with which to 
put out fires occurring on yachts, or in 
any of the many nearby boatyards. Es- 
sex, by the way, was selected by our 

Federal Government to be publicized 
through leaflets dispersed behind the 
Iron Curtain as a “typically average 
American town.” 

Right by the water’s edge is a brick 
building with windows that provide a 
sweeping view of the river from north 
to south. It is alongside the Dauntless 
Yacht Club. This neat edifice is occupied 
by Marcus A. Potter, insurance agent. 
Dapper Mare was 85 years on May 20, 
1953. He is no retired insurance agent, 
but an active, everyday, hardworking 
Producer whose “marine production” is 
astounding. And he writes fire insurance, 
too. 

Marcus A. Potter retired from a home 
office job with the Aetna Life and Af- 
filiated Companies in 1928, because of ill 
health. So in 1936 he decided to succumb 
to the lure of Essex, now quite a pen- 


secretary of the fire department. 


dent of the Dolcin Corp. of New York; 
Thomas Ball, president of the Revere 
Corp. of America; Stanley Cooper of 
New Britain, and E. E. Dickinson, the 
witch hazel king. 


Marcus Potter passed his 50th anniver- 
sary of association with the Aetna Life 
& Affiliated Companies on February 16, 
1953. He was tendered a steak dinner at 
the Dauntless Club and was presented 
with a handsome banjo-shaped barom- 
eter. 

Plymouth, Mass., claims Marcus Potter 
as a birthplace, May 20, 1868. On May 
20, he celebrated his 85th birthday 
with a gathering at his home, 24 Bank 
Lane, followed by a dinner at the Daunt- 
less Club. The picture on this page was 
taken at that dinner. 

In the devastating hurricane of 1938, 
which left Essex the day after a strewn 
mess of spars and ships’ gear, found 
losses light on the risks insured by Mar- 


cus A. Potter as he sensed what was 
happening and had every one of his 
customers’ yachts towed away to safe 


harbors in the early stages of the storm 
and he saved the last boat by only ten 


within eye view of Marcus Potter’s of 
fice, and as a yachtsman of ability is 
also one of his customers. 

There is presently a popular television 
program entitled “Life Begins at 80.” 
With Marcus Potter, life began long 
before 80, but the point is he has not 
stopped at 80. He continues and with 
boyish enthusiasm. In this there is in- 
spiration. 

Essex is not far from the mouth of 
the Connecticut. It was a port of stop 
for the old “Hartford to New York” 
night boats, long since ceased. The river 
at Essex is very wide, permitting easy 
anchorage for seacraft. Here both wealth 
and the love to be near the water has 
motivated townspeople to hew to the line 
of early restoration in architecture in 
this charming community of antique 
shoppes, boat vards, lovely old homes, 
with a flavor of the past noticeably pres- 
ent. In this setting, octogenarian Marcus 
Potter, riverman supreme, keeps a daily 
weather eye on all pleasure craft whether 
insured or not. And he wants to be 
known for what he is, an active marine 
and fire insurance producer, and lover 
of life. 





C. Norman Green 

C. Norman 
health and 
Hoosier Casualty Co., 


Green, manager of the 


accident department of 
Indianapolis, got 
wonderful notices in Indianapolis news- 
papers for his impersonation of the role 
of Willy Loman in the Booth Tarkington 
Civic Theatre’s performance of “Death 
of a Salesman.” This is the Arthur Miller 
drama of a frustrated salesman, the 
original company running for months on 
Broadway. 

Mr. Green helped 
Circle 


organize the In- 
dianapolis Players which was 
formerly called the Little Theatre of In- 
dianapolis. Since the Little Theatre was 
formed in 1921 Mr. Green has appeared 
in 50 plays including “Beyond the Hori- 
“Holiday,” “Hotel Universe,’” 


“Biography” and “The Man Who Came 


zon,” 


to Dinner.” 

The insurance industry has been well 
represented in this theatre not only as 
actors but also on board of directors. 
Walter W. Houppert, current president 
of Booth Tarkington Civic Theatre, is an 
insurance man. Harry V. Wade, formerly 
president and now on board, is president 
of Standard Life. L. G. Gourdner, also 
on board, is with the Travelers. Mr. 
Green not only acts in, but has directed 
some plays. 

x * * 
Future of Air Cargo Looks Big to 
General Doolittle 


At the brilliant dinner of the United 


States Aviation Underwriters, Inc., at 
Waldorf-Astoria Lieutenant General 
“Timmie” Doolittle discussed at length 


the future of air cargo the development 
of which would be big, he said 

Following the speaking Reed M 
Chambers, chairman of USAU, showed 
three sets of motion pictures. One of 
them was of the Ford single engine 
planes used by the Florida Airways 
which Mr. Chambers formed and ran 
Another picture was a_ Technicolored 
movie of Walt Disney caricatures. A 
third showed some experimental aircraft 
over the vears, including freak planes 
which were failures. 

* * + 


The Late Tracy W. Smith 


\mong retired insurance men who died 
recently was Tracy W. Smith who had 
been associated with the Travelers Com- 
panies for 35 years. One of the most 
popular men in the casualty field, his 
career began as an inspector for the 
Travelers in New York City in 1914 
He successively became field assistant, 
agency assistant, assistant superintend- 
ent, then superintendent of casualty 
agencies and in 1946 was elected vice 
president. On advice of his physician he 
retired in 1949. 
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Dewey Names Members 
Fire Laws Commission 


SENATOR HORTON IS CHAIRMAN 





Three Senators, Three Assemblymen and 
Seven Appointees to Study Rural 
Fire Protection Problems 


Governor Dewey of New York has ap- 
pointed seven members of the Tempo- 
rary State Commission created by the 
legislature under authority of Chapter 
500 of the laws of 1953. This law creates 
a temporary state commission consisting 
of three Senators, three Assemblymen 
Governor 


and seven appointees of the 
and certain state officials to study laws 
relating to volunteer firemen, rural fire 


prevention and protection service, for re- 
vision of laws and appropriates $20,000. 
The Governor designated S. Went- 
worth Horton of Greenport, Senator, as 
chairman of the commission, who was 
designated as a member of the commis- 


sion by Majority Leader Arthur H. 
Wicks of the Senate. 
The commission itself will select its 


vice chairman and may employ a secre- 
tary, engineers, counsel and such other 
employes and assistants as may be neces- 
sary and fix their compensation within 
the amounts made available by appro- 
priation. 

Members of Commission 


Appointed by the Governor to the com- 
mission are: 


Stephen P. Fox of New Hyde Park, 
president of the Association of Fire Dis- 
tricts of the State of New York. 

Charles Mangan of Great Neck, vice 
president and secretary of the Great 
Neck Trust Co.; former chief of the 
Great Neck volunteer fire department 
and member of State Association of Fire 
Chiefs. 

Morgan Strong of Albany, executive 


secretary of the New York State Conter- 
ence of Mayors. 

William A. Reid of Hamilton, director 
of physical education and athletics at 
Colgate University and former mayor of 
Hamilton. 

J. Willis Bar 
County attorney. 

Albert J. Foley of Dunkirk, chairman 
of the law committee and attorney for 
the Firemen’s Association of the State 
of New York. 

Edward F. N 


ing executive secretary 


rett of Williamson, Wayne 


Uthe of Coeymans, act- 
and treasurer of 


the Association of Towns of the State 
of New York. 
The following members of the Senate 


have been designated by Majority Leader 
Arthur H. Wicks as members of the 
commission: S. Wentworth Horton, 


Greenport; John G. Macdonald, Staten 
Island, and William Rosenblatt, Brook- 
lyn. 

Speaker Oswald D. Heck has desig- 
nated the following Assembly members 
to serve on the commission: Jacob E. 
Hollinger, Middleport; Charles A. Cusick 


of Weedsport, and D-Cady Herrick of 
Albany. 

The law creating the commission also 
provided that its membership include 
State Comptroller J. Raymond Mc- 


Donlon of 
Compensation 
Bohlinger, Superin- 
and Thomas W. 
Division of Safety. 


Govern; Chairman Mary H. 
the State Workmen’s 
Board; Alfred J. 
tendent of Insurance, 
Ryan, director of the 


BERT G. TIFFANY DIES 
3ert George Tiffany, insurance man of 
Jamestown, N. : fe died June 28 at the 


age of 80. His wife, a daughter and four 
sons survive. 





Aetna Transfers Three 
In Western Department 


TERWILLIGER TO MILWAUKEE 


Mitchell Succeeds Hitt at Milwaukee as 
Special Agent; Fritsch Marine 
Special Agent at Columbus 

Three transfers in the field force of 
the Aetna Insurance Group are an- 
nounced by Vice President and Manager 
Rush W. Carter, western department. 

S: . ak: Terwilliger, state agent for 
northwestern Ohio for the past three 
years, is being sent from Toledo to Mil- 
waukee, to succeed State Agent P. F. 
Schrage, who has resigned to enter the 
local agency ranks. 

Special Agent 





3ernard J. Mitchell 
leaves Chicago to join Mr. Terwilliger 
in Milwaukee as successor to Special 
Agent John T. Hill, who also has re- 
signed to enter a local agency. 

Special Agent Frank J. Fritsch is be- 
ing transferred from Cleveland to Co- 
lumbus, O., to assist with the group’s 
marine business. Complete marine policy 
writing facilities have been added to the 
Columbus office and will be under the 
supervision of State Agent W. H. 
Witherspoon. 

Terwilliger Started in New York 

Mr. Terwilliger, a native of Brooklyn, 
attended the Insurance Institute of 
America and began his insurance career 
in 1933 in the New York City office of 
another insurance company. Except for 
three years in the Army during World 
War II, he has been in insurance ever 
since. He joined the Aetna in 1947 as 
special agent in Ohio, working out of 
Cleveland. He was made state agent for 
northwestern Ohio when the Toledo 
office was opened in May, 1950. 

Mr. Mitchell was born in Chicago and 
educated at Marmion Military Academy 
and DePaul University. He joined the 
Aetna in 1947 and, after several years’ 
underwriting training, was appointed 
special agent in northern Ohio in 1950 
following his graduation from the group’s 
multiple line training school in Hartford. 
Last year he went to Kansas City, Mo., 
and subsequently was transferred to the 
Cook County territory. 

Mr. Fritsch, also a native of Chicago, 
joined the Aetna in 1946 after two years’ 
service in the Army Air Force during 
World War II. He spent several years 
as marine underwriter in the Aetna’s 
Chicago office followed by a period of 
field training in Michigan. He also is a 
graduate of the multiple line training 
school. 


Fireman’s Fund Issues 
Recruitment Booklet 


ALSO FOR _ INDOCTRINATION 
Designed to Inform Young Men and 
Women of Opportunities Offered to 
Enterprising Individuals 


The importance of insurance in every- 
day life, the role it plays in the economy 
and the variety of job opportunities it 
offers to enterprising young men and 
women, are all told in a handsome, new 
recruitment-indoctrination booklet re- 
leased by Fireman’s Fund Insurance 
Company and its affiliates. The picture- 
packed, colorfully illustrated booklet will 
soon be sent to the 4,000 staff members 
of Fireman’s Fund, to selected schools 
and colleges and other personnel recruit- 
ment sources. 

Titled “Opportunity for You,” the new 
booklet is designed to inform new Fire- 
man’s Fund employes of their career 
potential with the company and to in- 
terest career-conscious youngsters in the 
insurance industry. 

Pictured in the pages of the booklet 
are the company’s own staff members 
photographed in action on the job. Some 
of the vocational opportunities shown 
are selling, advertising, secretarial, engi- 
neering, actuarial, underwriting, claims 
adjusting, accounting, personnel adminis- 
tration and clerical jobs of all kinds. In 
addition, the brochure outlines education- 
al advantages, training programs and the 
broad security benefit plans offered staff 
members by Fireman’s Fund. 


Statement by Crafts 


In an informal, introductory letter to 


prospective employes, James F. Crafts, 
the company’s president states: “Among 
the more important decisions a young 


man or woman must make is determining 
the kind of business or profession he 
or she will enter. After choice is made, 
then comes the question with whom and 
where. ‘Opportunity for You’ is intended 
as a guide to help you find the answers 
to these problems. 

“We in Fireman’s Fund know that 
insurance is a well-established business. 
It is a stimulating business and offers 
a wealth of interesting vocational oppor- 
tunities. At Fireman’s Fund we are 
genuinely interested in helping young 
people get ahead. Why? Because it 
means growth and progress for our 
company.” 

Distribution of the new booklet will be 
made from the home office of Fireman’s 
Fund in San Francisco, the Eastern de- 
partment in New York and Boston, the 
Southern department in Atlanta, the 
Western oo in Chicago, the 
Southern California department in Los 
Angeles and by the Pacific Northwest 
department in Seattle. 





DOMINION FIRE DIVIDEND 
The Dominion Fire of Ottawa has de- 
clared a dividend of $3, payable July 2 to 
shareholders of record June 30. 
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K. E. Black in Europe 

Kenneth E. Black, vice president of 
the Home Insurance Co., his wife and 
family, sailed for Cannes, France, July 1, 
aboard the “Independence.” They will 
tour France, Switzerland, Italy and Eng- 
land and will return on the “Queen 
Elizabeth” sailing from England, August 
3 


Albany Field Club Elects 

The Albany Field Club of Albany, 
N. Y., has elected the following officers 
for the coming 12 months: president, J. 
A. Barnes, St. Paul; vice president, John 
H. Wetzel, Home; treasurer, Mathew 
G. Knapp, Jr., Royal, and secretary, 
Daniel W. Jordan, Hanover. Mr. Barnes 
succeeds J. L. Miner, Aetna, as presi- 
dent. Members of the executive com- 
mittee are Mr. Miner, chairman; E. C. 
Brinley, Hartford, and John B. McMil- 
len, Providence Washington. 


Magnuson Phoenix Special 

Appointment of Jack B. Magnuson to 
special agent in the Middle Department 
has been announced by Albert C. Knox, 
vice president of the Phoenix Insurance 
Co. Mr. Magnuson will State 
Agent Ray J. Billingham and Casualty 
Special Agent Richard K. Rowe in 
Maryland, Delaware and the District of 
Columbia. Prior to his association with 
the Phoenix he spent six years with the 
Insurance Rating Bureau of the District 
of Columbia. 


assist 


Courses of CPCU Exams 


The Middle Atlantic Chapter of the 
Society of Chartered Property and Casu- 
alty Underwriters urgently recommends 
that candidates preparing for examina- 
tions in parts I and II, register promptly 
for the advanced insurance courses at the 
Evening School of the University of 
Pennsylvania. 

These courses covering fire, marine, in- 
land marine, casualty and surety bonding, 
start in September and are designed to 
give essential instruction to pass the ex- 
aminations, and are the only ones given 
in the Philadelphia area 

Applications can be secured from the 
University of Pennsylvania or G. Hamill 
Philips, chairman of the sponsorship and 
education committee, Lumberman’s Casu- 
alty, 12 South Twelfth Street, Phila- 
delphia. 


PHOENIX PROMOTIONS 

Seven examiners in the fire underwrit- 
ing department of the Phoenix Insurance 
Co.’s home office have been promoted to 
assistant agency supervisors. The new 
supervisors are Richard B. Hughes, 
Ralph G. Humler, Alvan B. Kelsey, 
Louis F. Meyer, Harvey C. Pond, George 
B. Whaley, Jr., and Frederick R. Wolf. 


BROKERS’ REVIEW CLASS 

The metropolitan department of the 
Home Insurance Co. will conduct a bro- 
kers’ review class on Thursday, August 
13, from 6 to 9:30 p.m. at the Hotei 
McAlpin. The class is designed for stu- 
dents who are preparing for the state 
examinations for brokers’ or agents’ 
licenses. 
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Text of Revised N. Y. Additional 
Extended Coverage Endorsement 


As recorded in these columns last week 
the New York Fire Insurance Rating 
Organization issued a new edition of the 
additional extended coverage endorse- 
ment (Form No. 821): The form, rear- 
ranged and simplified, follows in full: 


Section 1 


In consideration of the premium for 
this coverage shown on the first page 
of this polhcy, and subject to the pro- 
visions of this policy of fire insurance 
and the extended coverage endorsement 
attached thereto and of this endorse- 
ment, coverage is hereby extended to in- 
clude direct loss by the perils insured 
against as set forth in the following pro- 
visions : 

Section 2 
Perils Insured Against 

(The letters following each peril refer 
to applicable paragraphs ot Section 3 
(Limitations and exclusions). 

As set forth in Section 1, this policy is 
extended to cover direct loss caused by: 

1. Accidental discharge, leakage or 
overflow of water or steam from within 
a plumbing, heating or air conditioning 
system or a domestic appliance (includ- 
ing necessary tearing out and replacing 
of any part of the building covered). 
(B.C. DE) 

2. Sudden and accidental tearing asun- 
der, cracking, burning or bulging of a 
steam or hot water heating or storage 
system in the described building(s) 
caused by pressure of water or steam 
therein or by a deficiency of water or 
steam therein. (A, B, D) 

3. Vandalism and malicious mischief, 
being only willful and malicious damage 
to or destruction of the described prop- 
erty, and including damage to the build- 
ing(s) covered hereunder caused by bur- 
giars, (A, B) Ey FF, G) 

4. Vehicles owned or operated by the 
insured or by a tenant of the described 
premises, resulting from actual physical 
contact of such a vehicle with property 
covered hereunder or with the building 
containing property covered hereunder. 
(A, B, G) 

5. Fall of trees or limbs, including their 
felling, topping or trimming. (A, B, G) 

6. Objects falling from the weight of 
ice, snow or sleet. (A, B, G) 

7. Freezing of plumbing, heating and 
air conditioning systems and domestic 
appliances. (A, B, D) 

8. Collapse of building(s) or any part 
thereof, including collapse caused by 
weight of ice, snow or sleet.) (A, B, G, 


H) 

9. Landslide. (A, B, G, H) 

10. Breakage of glass constituting a 
part of the described building(s) covered 
hereunder, including glass in storm sash 


and storm windows. (A, B, E) 
Section 3 
Limitations and Exclusions 


This company shall not be liable: 

(A) As respects Perils 1, 2, 3, 4, 5, 6, 7, 

7, 8 9 and 10: ($50 loss deductible 
clause). For loss by any one occurrence 
covered by this endorsement to the ex- 
tent of $50 and this company is liable 
for loss only in excess thereof (or, if 
there be other insurance, for its pro- 
rata share of the loss in excess of $50. 
If this policy covers on two or more 
Items, this provision shall apply to each 
item separately. 
_ (B) As respects Perils 1, 2, 3, 4, 5, 6, 
/,8,9 and 10: For loss caused directly or 
indirectly by (a) earthquake, (b) backing 
up of sewers or drains, or (c) by flood, 
inundation, waves, tide or tidal wave, 
high water, or overflow of streams or 
bodies of water, whether driven by wind 
or not. 

(C) As respects Peril 1: For the cost 
of repairing or replacing the plumbing, 
eating or air conditioning systems or 
domestics appliances, or parts thereof. 


(D) As respects Perils 1, 2 and 7: For 
loss resulting from freezing while the 
described building(s) is vacant or un- 
occupied, unless the insured shall have 
exercised due diligence with respect to 
maintaining heat in the building(s) or 


unless the plumbing, heating or air con- 
ditioning systems and domestic appli- 
ances had been drained and the water 
supply shut off during such vacancy or 
unoccupancy. 

(E) As respects Perils 1, 3 and 10: For 
loss, if the described property had been 
vacant beyond a period of thirty (30) 
consecutive days immediately preceding 
the loss.) A building in process of con- 
struction shall not be deemed vacant. 

(F) As respects Peril 3: For loss by 
pilferage, theft, burglary or larceny. 

(G) As respects Perils 3, 4, 5, 6, 8 and 


9: For loss to outdoor equipment, fences, 
driveways, walks, lawns, trees, shrubs 
and plants, or retaining walls and bulk- 
heads not constituting a part of a build- 
ing covered. 

(H) As respects Perils 8 and 9: For 
loss resulting from subsidence. 


MOVES PATCHOGUE OFFICE 

The General Adjustment Bureau an- 
nourices removal of the Patchogue, Long 
Island, N. Y., branch office to large and 
more centrally located quarters at 315 
East Main Street. 





fj This America Fore advertisement is appearing 


currently in the following national 


magazines: 
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THE CONTINENTAL 
Insurance COMPANY 


100 YEARS 


This year America Fore is observing 100 years of 
proven insurance protection by two of its com- 
panies, The Continental Insurance Company and 
the Fidelity-Phenix Fire Insurance Company. 

When you insure through America Fore you 
enjoy freedom from worry built upon experience, 
character and strength. 

For the name of a nearby America Fore Insur- 
ance Man, call Western Union by number, ask for 


UNE * 














reach of all. 


FIDELITY-PHENIX 
Fine INSURANCE COMPANY 


peace of mind. 


* The Continental Insurance Company * Fidelity-Phenix Fire Insurance Company * Niagara Fire Insurance Company 
* American Eagle Fire Insurance Company The Fidelity and Casualty Company of New York 


The Protection at 
Began in 1853... 


the needs of today! 


Living was less strenuous in 1853—the 
year two America Fore companies were 
founded—no automobiles, airplanes, elec- 
tric lights—no telephone, radio or TV. 


Over the century a host of luxuries were 
developed which grew to become necessities 
as tireless industry brought them within 


During these past 100 years of amazing 
progress, America Fore companies have 
helped eliminate the threat of crippling 
financial loss and have provided protection 
that transformed risk into security and 
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Uniform Accounting 
Amendments in N. Y. 


WERE ADOPTED BY THE NAIC 
Changes Keep Reeunes Allocation Rules 
in New York State in Conformity 
With Those of Other States 


Amendments to the uniform account- 
ing regulation which applies to fire and 
marine and casualty and surety insurers 
in New York State are announced by 
ee of Insurance Alfred J. 
Bohlinger 

The changes, previously adopted by the 
National Association of Insurance Com- 
missioners at its recent meeting in San 
Francisco, keep the expense allocation 
rules in New York State in conformity 
with those of other states. The amend- 
ments were adopted following a hearing 
on June 24, at which industry represen- 
tatives failed to voice any opposition. 
Effective January 1, 1954, Section 1 of 
Part IV of Regulation No. 30 will be 
deleted and the following substituted: 

The lines of business for allocation of 
expenses shall be the following: 

Fire and allied lines: fire, extended 
coverage, other; inland marine! ocean 
marine. Automobile physical damage and 
theft: fire. theft and comprehensive 
lision. Automobile liability: bodily injury 
(including medical payments coverage) ; 
property damage. 

Also, workmen’s compensation. Lia- 
bility other than automobile: bodily in- 
jury and property damage; fidelity; 
surety; glass; burglary and theft: boiler 
and machinery; accident and health. 

The word, “primary,” will be deleted 
wherever it appears in Section 2 of Part 
IV, and all of Section 3 of Part IV will 
be eliminated. 

In addition, appropriate changes in ref- 
erences and cross references elsewhere 
in the instructions will be made. 





col- 


America Fore Building 

\ modern two-story office building 
with 18,000 square feet will be erected 
in Kansas City, Mo., at the northeast 
corner of Linwood Boulevard, and Oak 
Street, for the occupancy of the America 
Fore Insurance Group. To be consoli- 
dated in the new structure, pers will 
have about 3,000 square feet of adjoining 
parking space, will be five insurance 
companies, now occupying office locations 
here. These five firms are the Conti- 
nental, Fidelity Phenix Fire, Niagara Fire. 
American Eagle Fire and Fidelity and 
Casualty 


Miazza of GAB Honorary 


Professor Houston Univ. 
James F. Miazza of Dallas, 
manager of the southwestern depart- 
ment of the General Adjustment Bureau, 
was made an honorary professor on the 
faculty of the University of Houston at 
its commencement exercises in June, 
thereby becoming the second individual 
honored. 

The unusual tribute, according to W. 
W. Kemmerer, president of the univer- 
sity, Was in recognition of Mr. Miazza’s 
leadership in developing new techniques 
in the training of insurance adjusters 
through a combination of classroom 
studies and field experience 

Under this new educational 
the GAB’s last four schools for 
ployes in the Southwest have 
on the | iniv ersity’Ss campus, 


general 


to be so 


method, 
its em 
been held 
involving a 


total about 18,750 classroom hours 
for which the students receive college 
credits Prior to January, 1952, these 
schools had been conducted in various 


having been 
about six years 


cities in the Southwest, 
launched by the bureau 
ago 

Mr. Miazza started as an adjuster in 
1919, later becoming a branch manager, 
general adjuster and manager of the 
bureau’s foreign department. He was 
named assistant general manager of the 
GAB’s southwestern department in 1936 
and was advanced to manager in 1949. 


COTTONSEED MILL FIRES 


About 25% of Damage in Ten Years 
Due to Water; Survey of Fire Loss 
Experience Is Prepared 

The insurance committee, National 
Cottonseed Products Association, has 
completed a survey of fire loss experi- 
ence and of fire prevention and fire 
fighting facilities in the cottonseed proc- 
essing industry. More than half the 
members of the industry participated. 

Over a ten-year period, reporting mills 
had 33 fires resulting in total losses of 
$3.8 million. Approximately 25% of this 
loss was attributed to water damage, 
rather than fire. Seed storage was the 
most common origin location of cotton- 
seed oil mill fires. The wood frame-steel 
clad seed house was the type of con- 
struction most frequently involved. 

Where fires occurred, a majority of 
mill managers felt that they were fought 
efficiently; a few did not; and a number 
made recommendations regarding special 
hazards at oil mill fires, and methods of 
fighting such fires and of handling sal- 
vage. 

In reporting on storage facilities, a 
majority of the mills reported some wood 
frame or wood frame-steel clad seed stor- 
age. This type of seed storage, however, 
accounted for only 23% of total reported 
capacity. The balance was steel, tile, 
concrete, brick or other fire-resistant 
types. 

\ substantial majority of the mills re- 
ported they are partly or fully equipped 
with automatic sprinklers. All reporting 
mills are equipped with chemical ex- 
tinguishers. 


Friddell Executive Head 
Virginia Rating Bureau 


Guy R. Friddell of Richmond, state 
agent for the Hartford Fire, has been 
elected executive committee chairman of 
the Virginia Insurance Rating Bureau. 
Announcement was made by L. O. Free- 
man, Jr., manager of the bureau, fol- 
lowing the annual meeting held in Rich- 
mond. Clyde B. Marshall, state agent of 
the Phoenix Insurance Co., was elected 
vice chairman. 


789 IN ENGINEERS SOCIETY 

In its third year of existence, the So- 
ciety of Fire Protection Engineers more 
than doubled its membership to a total 
of 789, it is announced by Robert S. 
Moulton, secretary of the society. Mem- 
bership in this professional engineering 
aren is drawn from the insurance field, 
government manufacturers of fire pro- 
tection equipment and all levels of in- 
dustry. 
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N. Y. Joint Legislative Committees 


New 
York appointed by temporary president 
of the Senate Arthur H. Wicks of 
Kingston, and Speaker of the Assembly, 
Oswald D. Heck of Schenectady, to in- 
vestigate subjects of insurance interest 
follow. Members of the committees elect 
their own officers. 

Industrial and Labor Conditions: 
Senators Hatfield of Duchess (R.), vice 
chairman; Donovan of Bronx (D.); 
Santangelo of New York (D.). Assem- 
blymen Miller of Orange, chairman 
(R.); Drumm of Columbia (R.); Os- 
trander of Saratoga (R.); Gans of 
3ronx (R.) secretary; T. Fitzpatrick of 
Queens (D.). 

Insurance Rates and Regulation: 
tors Condon of Westchester (R.), chair- 
man; Halpern of Queens (R.); Fried- 
man of Kings (D.). Assemblymen Mac- 
Kenzie of Allegany (R.), vice chairman; 
Lupton of Suffolk (R.); McMullen of 
Kings (R.); Dwyer of Kings (D.), sec- 
retary. 

Motor Vehicle Problems: 
Halpern of Queens (R.) chairman; Mor- 
ton of Steuben (R.); Furey of Kings 
(D.), secretary. Assemblymen Van Clef 
of Seneca (R.), vice chairman; Knauf 
of Broome (R.); Turshen of Kings (D.). 

Traffic Violations: Senators Wise of 
Tefferson, vice chairman; Koerner of 
Queens (R.); Furey of Kings (D.). As- 
semblymen Shultz of Onondaga (R.), 
chairman: Scoon of Ontario (R.); Cioffi 
of New York (D.), secretary. 

Unemployment Insurance: Senators 
Hughes of Onondaga (R.), chairman; 
autre of Nassau (R.); Zaretzki of New 
York (D.), secretary. Assemblymen Ash- 
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bery of Tompkins (R.), vice chairman; 
Brown of Rensselaer (R.); Peet of Wyo- 
ming (R.); and Jack of New York (D.). 

Unsatisfied Judgments: Senators Hults 
of Nassau (R.), chairman; Rath of 
Oneida (R.), Sorin of Kings (D.). Assem- 
blymen Graci of Queens (R.) vice chair- 
man; Mead of Onondaga (R.), Farbstein 
of New York (R.), secretary. 


KENTUCKY GROUPS MEET 


Fire Underwriters Assn., Fire Prevention 
Assn. and Blue Goose Elect 
Officers for Year 

The annual meetings of the field or- 
ganizations, including Kentucky Fire Un- 
derwriters Association, Kentucky Fire 
Prevention Association, and Kentucky 
Pond of the Blue Goose were held at 
Kentucky Dam Village, Gilbertsville, Ky. 

The Kentucky Fire Underwriters 
elected Shirley B. Lawrence, state agent 
of the Camden, as president, succeeding 
Curtis H. Tartar, of the Home. Homer 
Trimble, of the Bradshaw & Weil Gen- 
eral agency at Paducah, was elected vice 
president, and R. K. Moher, state agent 
of the New Hampshire, was elected sec- 
retary. The new executive committee is 
composed of Curtis T artar; George B. 
Akin, Loyalty Group; Ed. S. Jackson, 
Yorkshire; Paul Peattie, New York Un- 
derwriters, and George B. Olmstead, 
Fireman’s Fund. 

The Kentucky Fire Prevention Asso- 
ciation named R. K. Moher as president, 
Jack Redmon of the Camden as _ vice 
president, and John Blackmarr, Scottish 
Union, secretary. 

The Blue Goose elected John Thomp- 
son, Kentucky Inspection Bureau, as 
most loyal gander, succeeding George 
Stetner, transferred from Kentucky to 
Wisconsin; supervisor of the flock, Mar- 
tin W. 30edeker, Royal Exchange; C. B. 
Gill, Western Adjustment, custodian of 
goslings; R. A. Copes, Home guardian of 
the pond; George B. Olmstead, Fireman’s 
Fund, keeper of golden goose egg; 
Homer L. Trimble, wielder of goose quill. 





New York Board Elections 


The New York Board of Fire Under- 
writers announces that O. C. Gleiser, 
United States deputy manager of the 
Commercial Union Assurance, has been 
elected chairman of the committee on 
finance and a member of the board of 
directors. A. L. Ross, executive vice 
president of Crum & Forster, has been 
elected vice chairman of the committee 
on finance. 

George S. Duryee, manager of the fire 
department of the St. Paul Fire and 
Marine, has been re-elected chairman 
of the committee on fire prevention and 
water supply and a member of the board. 
J. N. Thompson, associate general man- 
ager, metropolitan department, of the 
Royal-Liverpool Insurance Group, has 
been re-elected vice chairman of the 
committee. 
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Goodman Defends 
Public Adjusters 


ANSWERS COMPANY CRITICS 


President of Adjusters National Assn. 
Stresses Moves for Improved Stand- 
ards; Asks Written Tests 


William Goodman of Baltimore, presi- 
dent of the National Association of Pub- 
lic Insurance Adjusters, told the recent 
third annual convention of Chicago that 
public adjusters are needed in insurance 
and are entitled to equal recognition, 
particularly as they speak for assureds. 
Holding that much of the criticism di- 
rected towards public adjusters is unwar- 
ranted Mr. Goodman stated: 

“What astonishes. me is that while 
other insurance groups consider the pub- 
lic adjuster as an unnecessary evil—the 
public adjuster has been acclaimed, re- 
spected and called in to assist in the 
adjustment of fire losses by many of 
the largest industrial plants, financial 
institutions, prominent attorneys, ac- 
countants, and large and small business 
enterprises. 

“The primary function of the public 
adjuster is to see that his client, the 
assured, is fully and fairly indemnified. 
It is disappointing that everyone seems 
to recognize this fact except the com- 
panies’ own organization, 

“The companies arbitrarily adopt the 
position that the public adjuster is an 
unwelcome intruder. This attitude dan- 
gerously disregards the interest of the 
insuring public. The contention of the 
companies that their adjusters are repre- 
senting both the company and the as- 
sured is meaningless, unjust, and against 
the public interest. They are prescribing 
a patent medicine with a pleasant taste 
to cure a malignant and dangerous 
growth. 


Efforts to Meet Opposition 


“Why are we opposed so bitterly ? The 
answer is plain. The companies do not 
want opposition from anyone competent 
enough to compel them to pay what is 
justly due on a loss when such amount 
is greater than they want to pay. There 
results, therefore, loud denunciation and 
abuse of the public adjuster. We shall 
no longer adopt the position of appeas- 
ers. We have been making repeated 
attempts to cooperate with representa- 
tives of the National Board and put 
forth the view of the public adjuster in 
an honest, forthright, and determined 
manner. We do not claim that we are 
100% right, but we feel that they should 
know our views and our aims and not 
disseminate, publicly, distorted views as 
to our activities. I am happy to report 
that I feel that definite progress is being 
made along these lines. 

“I am convinced that our members 
are doing their best, although sometimes 
their views are difficult to follow. 1 am 
equally convinced that most of the insur- 
ance company adjusters are doing their 
honest best. But many company adjust- 
ers are unqualified and their tactics and 
attitudes are highly objectionable. If the 
companies and agents realized that such 
company adjusters do more harm to 
their good will in 15 minutes than they 
can build up in 15 years, they would 
follow the suggestions made by me to 
Bruce Bielaski of the National Board. 

“An adjuster can make a fair adjust- 
ment and the agency will have a happy 
and satisfied customer. He can also so 
handle the matter that while he pays 
the same amount on a loss, he leaves 
the customer angry and dissatisfied. In 
both instances, the company has paid 
out the same amount, but in the latter 
event a customer has been lost. All too 
often it is not what is done or said 
that matters, but how it is done or said. 

“There is a remedy that would help 
substantially. I suggest that the Insur- 
ance Department of every state should, 
by legislation, as did Nevada recently, 
require rigid written examinations before 
Permitting anyone to act as an adjuster, 
either for the companies or as a public 
adjuster.” 


COMPANY ASSNS. EXPLAINED 


Security-Connecticut Companies Issue 
Bulletin on Services Rendered by 
Leading Insurance Organizations 


A bulletin about the many trade and 
public service associations in the fire and 
casualty insurance industry is being sent 
to all agents of the Security-Connecticut 
Insurance Companies of New Haven. 

“Probably no business or profession 
in the world,” the new bulletin starts, 
“maintains so many associations of vari- 
ous kinds as does insurance. Consider- 
ing only those that are composed of fire 
and casualty companies or their execu- 
tives, there are close to a hundred such 
organizations. Some are international in 
scope, some national, a few regional and 
of course the majority operate at the 
state level. 

“There are several basic reasons for 
the existence of these many company 
associations. They all add up to making 
it possible for the fire and casualty 
industry to operate on a sounder basis 
than could be done without them. A 
major function is to keep their members 
well enough informed so that it will be 
possible for them to do a better job in 
improved coverages, more economical 
procedures and on an ethical plane—all 
to the public’s interest. 

“Comparatively few people are familiar 
with this structure of associations. Very 
few outside insurance even realize that 
the majority of them exist. And yet they 


Corroon & Reynolds Makes 


Pacific Coast Promotions 
The Corroon & Reynolds Group an- 
nounces the following promotions in the 
Pacific Coast department: John P. 
Breeden from vice president to executive 
vice president; William J. Reynolds, Jr., 
from secretary to vice president, and 
Jack Christ from assistant secretary to 
secretary. 





exist primarily for the benefit of people 
who buy insurance. It would not be pos- 
sible for insurance companies to provide 
markets for the hundreds of different 
kinds of insurance if these associations 
didn’t exist. Certainly companies would 
go bankrupt right and left without them 
—and in that sense they exist for the 
benefit of the companies. But the impor- 
tant point is that, if the business were 
not so organized that companies rarely 
contract to perform obligations they 
cannot complete, it would be the insur- 
ing public who would suffer most.” 
The bulletin describes in some detail 
the activities of four of the major pub- 
lic service organizations, National Board 
of Fire Underwriters, Association of 
Casualty and Surety Companies, Under- 
writers’ Laboratories and Inland Marine 
Underwriters Association. Then it tells 
about the work of various national un- 
derwriting, salvage and service organiza- 
tions, and, by categories, of the many 
regional and state organizations. 
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The Atlantic Story 
for 1953“ 


¥ A strong mutual company offering 
many forms of participating contracts. 


¥ A sound stock company with the same management ex- 
perience, writing a general business on a non-participat- 


VA lll year tradition of claim settlements designed to 
produce satisfied clients for both company and producer. 


¥ A consistent program of nation-wide advertising—featur- 
ing our belief that the public is best served through the 





competent, independent agent or broker. ‘ 
, 
8 4 
v 22 branch or service offices from coast to coast, adminis- 
tered through three fully-staffed divisional headquarters. , 
»’ 
» 4 
HOME OFFICE DIVISION ’ 
Head Office - 49 Wall Street - New York ) 
Boston .- New Haven ~. Newark Philadelphia Raltimore ’ 
Syracuse - Pittsburgh + Richmond . Dallas + Houston 4 
»4 
MIDWEST DIVISION . 
Head Office - 141 Jackson Boulevard - Chicago 
Cincinnati - Cleveland Detroit Grand Rapids ’ 
Indianapolis St. Louis ’ 
PACIFIC DIVISION , 
Head Office - 361 California Street - San Francisco ; 
Seattle - Portland Los Angeles Oakland ) 
, 
Business Established 1842 ’ 
’ , 
IC COMPA 
ATLANTIC MUTUAL +« CENTENNIAL , 
Home Office: 49 Wall Street, New York 5 ; 
> 
Marine, Fire and Casualty Insurance ; 
> 
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Berry Retires as V.P. 
Of New Hampshire Fire 


TURNER TAKES OVER DUTIES 
Berry Started in 1904 and Traveled New 
England and Midwest Before Taking 
Home Office Duties 
Lester S. Harvey, president of the New 
Hampshire Group, announces that Henry 
F. Berry, vice president and director of 
the New 
State Fire, has requested that he be 
placed on the reserve list as of June 
30, after 49 years of association with the 

group. 

Edward P. Turner, Jr., secretary of the 
fire companies, who has been associated 
with Mr. Berry in the home office for 
several years, will assume Mr. Berry's 
responsibilities. 

Mr. Berry, a native of Pittsfield, N. H., 
joined the company in 1904, at a time 
when the total staff numbered 35 in con 
trast to today’s group figure in excess oi 
650. After several years’ training in the 
home office, Mr. Berry did extensive 
traveling in order to increase agency op 
erations of the business and for a num- 
ber of years was a familiar figure to 
local agents in New England and the 
Midwest. 

In recent years his responsibility has 
been the direction of all company affairs 
in North Carolina, Virginia, West Vir- 
ginia, Tennessee, Kentucky, Ohio, In 
diana, Illinois, Arkansas, Louisiana, Okla 
homa and Texas. 

Mr. Berry has also resigned as secre- 
tary of the American Fidelity, a majority 
owned subsidiary of the New Hampshire 
Fire, but for the time being will continue 
to serve as a director of this company, 
as well as the two fire companies. 


USE OF FIREWORKS DECLINING 


Hampshire Fire and Granite 


Number of Deaths and Injuries Show 
Sharp Decline in 50 Years; Ahern 
Seeks Further Bans 


The tradition of celebrating Independ- 
ence Day with “bombs bursting in air 
and the rockets red glare” is rapidly 
dying out because of its potentially 
dangerous and harmful aspects. This is 
the opinion of John J. Ahern, director of 
fire protection and safety engineering at 
Illinois Institute of Technology, concern- 
ing the use of fireworks as a means of 
celebrating our independence. 

“If people would stop to realize that 
as many Americans have died celebrating 
our independence as fell on the field of 
battle to gain it, they would forget 
about the fireworks tradition,” said Mr. 
Ahern. 

Speaking of the steady decline in 
deaths due to fireworks, he quoted 
statistics which show that more than 
4,000 Americans have died from firework 
mishaps since the turn of the century 
This number more than matched the 
deaths in the Revolutionary War 

“At the turn of the century records 
were not kept with any degree of ac- 
curacy,” he said. “Yet, records from 1903 
show that there were 466 deaths and 
3,983 injuries due to fireworks during the 
July 4th celebration of that year. Al- 
though casualties in 1952 were only a 
small fraction in comparison, there were 
casualties. There have been some this 
years. There should be absolutely none.” 

Mr. Ahern went on to say that he 
was behind any move, such as the re- 
cent proposals now being considered by 
Governor Stratton in Springfield, that 
would completely and effectively block 
the use of any and all fireworks. 


Willies Reeleceed Head 
N. Y. Board Directors 


T. Morgan Williams, vice president of 
the Home Insurance Co., has been re- 
elected chairman of the board of direc 
tors of the New York Board of Fire 
Underwriters. H. J. Kiefer, secretary of 
the Aetna, continues as vice chairman 
of the board, 
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COMMERCIAL UNION CHANGES 


Bimpson to Retire August 1 as Secretary 
of Middle Atlantic Department; 
Lindsay Named as Successor 

H. W. Miller, United States manager 
of the Commercial Union Group, an- 
nounces that, effective August 1, R. F. 
Bimpson, who has served the organiza- 
tion ably and faithfully for 45 years, will 
relinquish his duties as secretary ot the 
Middle Atlantic department in prepara- 
tion for his retirement at a later date. 
Mr. Bimpson has served in various ca- 
pacities and for some years_has had 
supervision over New Jersey, Delaware, 
Marvland. West Virginia and the Dis- 
trict of Columbia. 

To succeed Mr. Bimpson, announce- 
ment is made of the appointment of At- 
wood P. Lindsay as secretary in charge 
of the Middle Atlantic department as ot 
August 1. Mr. Lindsay has been 
ciated with the group over 22 years dur- 
ing which time he has held the positions 
of underwriter, special agent and since 
1948 assistant manager of the New York 
department. 


asso- 


metropolitan « 





Mackowski Detroit Marine 
Manager for Atlantic Cos. 


Tohn J. Mackowski has been appointed 
marine “manager of the Detroit office 
of the Atlantic Companies, according to 
Miles F. York, president of the Atlantic 
Mutual and the Centennial. Mr. Mac- 
kowski has been marine state agent tor 
the companies since 1951. The Detroit 
office has jurisdiction over lower Michi- 
gan and is managed by Arthur E. Mead. 


New York Society Offers 


Summer Orientation Class 
Dean Arthur C. Goerlich announces 
that a summer class in orientation will 
be given by the Insurance Society of 
New York, Inc. It is designed to aid 
the new employe by familiarizing him 
with abbreviations, words, phrases and 
routines found within a company, 
agency or brokerage. 
The class will meet on ; 
Thursdays from 1 p.m. to 2 p.m. for a 
period of 10 weeks beginning July 21 
Carlos R. Berstene of Frenkel & Com- 
pany, Inc., will be the instructor. The 


basic 


Tuesdays and 


fee for the course is $20. There will be 
no a telggpree fee. Registrations are 
now being accepted at the Society’s 


administrative office at 16 Liberty Street, 


New York. 


Heavy Wind Losses in N. Y. 


The National Board of Fire Under- 
writers announces that the wind and hail- 
storm which struck Buffalo and other 
parts of western New York State on 
July 1 caused losses of catas strophic pro- 
portions. However it is not planned to 
establish a supervisory office to expedite 
handling of claims. 


Chenbiet isintniiins to 


Retard Burning of Cloth 

A special chemical treatment for cloth- 
ing which will not burst into flame even 
when exposed to the intense heat of a 
blow-torch was demonstrated in New 
York by the Treesdale Laboratories & 
Textile Processing Co. of Pittsburgh. 

The demonstration illustrated a revo- 
lutionary flameproof compound called 
“Permaproof 300,” which when applied 
to cotton cloth provides a durable finish 
impervious to combustion even at tem- 
peratures up to 4,500 degrees, fahrenheit. 
The permaproofed cloth, of which several 
million yards have been in actual use, 
was described as the first finish of its 
kind which may be laundered repeatedly 
without losing its fire-retardant proper- 
ties, a development sought for years by 
textile chemists. 

John A. Beattie, president of Trees- 
dale Laboratories which developed the 
compound after nearly 20 years of re- 
search, explained that safety garments 
“road-tested” 


so flame-proofed have been 
for the 


past five years. 


New York Supreme Court Returns 
Verdict for Eight Fire Insurers 


Judge Irving H. Saypol recently di- 
rected a jury in Trial Term, Part IV of 
the New York County Supreme Court to 
return a verdict for eight fire insur- 
ance companies defending against an ac- 
tion Wearever Upholstery 
and Furniture Corporation to recover for 
the damage caused by a fire to its prop- 
erty located at 54 Bond Street, New 
York, on January 11, 1951. 

The verdict was directed on motion of 


brought by 


the defendant fire insurance companies 
when the plaintiff rested its case on the 
seventh day of the trial, on the ground 
that the evidence adduced on the cross- 
examination of the plaintiff's witnesses 
presented convincing evidence that the 
insured had committed fraud and false 
swearing on its examination under nate 
conducted by the fire insurers pursuant 
to the provisions of their policies and 
in the purported proofs of loss submitted 
by the insured. 


Insured Sought $47,000 


The complaint in the action demanded 
judgment for a total of $47,000, of which 
$37,000 was claimed on policies insuring 
stock and fixtures and $10,000 was 
claimed on a policy insuring use and oc- 
cupancy. The eight fire insurance com- 
panies involved were the Home, Ameri- 
can National Fire, Travelers Fire, Royal, 
Niagara Mutual, Enterprise Mutual Fire, 
Susquehanna Mutual and the Mid-West 
Insurance Co. 

Principal component of the stock and 
fixtures claim was a quantity of the 
parts for bentwood chairs which had 
been imported from Czechoslovakia. The 
plaintiff contended that the sound value 
of this stock of chair parts was a total 





Senate Passes Bill to 
Extend Crop Insurance 


The U. S. Senate passed and sent to 
the House of Representatives, Monday, a 
bill extending for two years the author- 
ity of the Federal Crop Insurance Corp. 
to expand its crop insurance program 
into additional counties. 

The U. S. Senate Agriculture Com- 
mittee last week reported out a_ bill 
extending authority of the Federal Crop 
Insurance Corp. to increase the scope of 
the Federal insurance program for two 
more years. The move was a surprise, 
since the committee hadn’t even held 
hearings on the bill. 

The House Agriculture has held hear- 
ings on a bill which limits the authority 
slightly, but extends it for four years. 

The Senate bill would merely extend 
the life of the present expansion law, 


which permits 50% expansion over the 
scope of the 1948 program each year. 
That law expires at the end of 1953. 


The House bill would permit adding only 
100 counties each year during 1954-57. 


Aetna Office in Lansing 

Opening of a new field office in Lan- 
sing, Mich., in order to provide better 
service for agents in the area, is an- 
nounced by Vice President and Manager 
Rush W. Carter of the Aetna Insurance 
Group’s Western department. The office, 
at 813 Prudden Building, opened June 1, 
under the supervision of State Agent 
George K. Simpson, who has been serv- 
icing the territory out of the Detroit 
office. George F. Stacey has been ap- 
pointed a special agent to assist Mr. 
Simpson and Special Agent Richard E. 
Trebing, formerly associated with Mr. 
Simpson, has been transferred to the 
Wayne County field force. 

The group’s casualty operations will 
continue to be conducted from the De- 
troit office. 


of $44,081. Defendants’ motion for z 
directed verdict was based in part upon 
the contention that the cross-examination 
of the president of Wearever upon the 
trial established that his testimony on 
the examination under oath as to the 
source for the purchase of these chairs 
and the price at which they had been 
purchased was directly contradicted by 
his previous testimony in a reclamation 
proceeding upon a former bankruptcy, 
and was also directly contradicted by the 
provisions of an agreement between the 
stockholders of the Wearever Corpora- 
tion. 

Cross-examination also developed that 
an entry made after the fire in the books 
and records maintained by the Wearever 
Corporation was deceptive and mislead- 
ing. 

Some other facts relied upon by coun- 
sel for the fire insurance companies in 
making motion for a directed verdict 
were alleged false swearing by the presi- 
dent of the plaintiff corporation on its 
examination under oath as to the com- 
mencement of a proceeding before the 
fire to di spossess plaintiff corporation 
from the premises where the fire oc- 
curred, entry of a judgment against it 
before the fire on an instalment payment 
note. and as to conference before the 
fire between the president of the plain- 
tiff corporation and a representative of 
the office of the Collector of Internal 
Revenue with respect to various payroll 
taxes owed by the plaintiff corporation. 

Plaintiff was represented by Goldstein 
= Goldstein of New York, with Gilbert 
Goldstein and Alex Davis as trial counsel. 
Defendants were represented by Lowen- 
stein, Pitcher, Amann & Parr of New 
York, with Herbert P. Polk and Frederic 
C. Pitcher as trial counsel. 


Multiple Location Hearing 

The suit of fire companies against the 
Kentucky Insurance Commissioner, en- 
joined some weeks ago on enforcement 
of his decision in connection with the 
multiple location, or reporting Forms 1 
and 5, has been set for hearing in the 
Franklin County Circuit Court at Frank- 
fort, Ky., for July 18. Judge W. C. 
Ardery is the circuit judge. After the 
Insurance Commissioner ruled out the 
multiple location program the companies 
secured an injunction, preventing en- 
forcement pending court action. Briefs 
have been filed. 


Laurens Ga. State Agent 
For Security-Connecticut 


The Security-Connecticut 
Companies announce 
Rutledge Laurens, Jr., 
Georgia. Mr. Laurens is a native of 
Atlanta, attended Georgia Tech, and 
served in the United States Air Force 
as captain. For two years before the 
war, he was employed as an underwriter 
in a large Atlanta branch office. For the 
past seven years, he _ has _ travelled 
Georgia as a special agent for a general 
agency. 


Insurance 
appointment of 
as State agent in 


Mr. Laurens will shortly replace 
Wilton B. Spence who will be trans- 
ferred to the Florida office of the 


Security-Connecticut Companies. 





STATE AGENT IN KANSAS 

The Security-Connecticut Insurance 
Companies announce appointment of 
Charles B. Frazier as state agent for 
Kansas. He will serve as assistant to 
Manager FE. P. Janousek with head- 
quarters in 303-304 Central Building, 
Wichita. State Agent Frazier is a veteran 
of World War II. He hz is had a wide 
insurance experience both in local agency 
and field work. 


Pearl-American Appoints 


Kucher Special at Phila. 
Albert Kucher has been appointed spe- 
cial agent for the Pearl Assurance, 
Monarch Fire and Eureke-Security Fire 
& Marine for Philadelphia and the 
suburban counties of Bucks, Delaware, 
Montgomery and Chester in Pennsy]- 
vania. Mr. Kucher will assume part of 
the territory supervised by Special 
Agent G. Edwin Neithercott, Jr., who 
continues with the group as heretofore. 
Mr. Kucher returned to the group re- 
cently after having served as a pilot in 
the United States Air Force. His head- 
quarters are in the group’s Philadelphia 
office at 436 Walnut Street. 





American Opens New 
Field Office in Utica 


In order to provide increased facilities 
for agency production in central New 
York, the American Insurance Company 
has opened a new field office in Utica, 
in the First National Bank Building, 
with Special Agent Thomas A, Finn, Jr, 
in charge. 

Mr. Finn is a native of Newark, N. J. 
During World War II he served with 
the U. S. Army. He has had extensive 
field experience with another company, 
as well as firsthand knowledge of local 
agency problems. Mr. Finn has _ also 
taken insurance courses at the Insurance 
Society of New York and at Drake 
University. 





Aetna Names Drew, Powell 

Appointment of new special agents for 
the Aetna Insurance Group in Georgia 
and West Virginia is announced. Robert 
A. Drew will have his headquarters in 
Atlanta where he will be associated with 
State Agent Tyree McD. Almond. John 
W. Powell will be associated with State 
Agent H. E. MacShane of the Charleston 
ottice. 

A native of Alabama, Mr. Drew at- 
tended Baylor School in Chattanooga, 
and is a graduate of the University of 
Alabama, die B.S. and M.A. degrees. 
He completed his education following 
service in the U. S. Navy during World 
War II and then joined the Aetna. 

Mr. Powell is a native of Cape Charles, 
Va. After the war he entered Virginia 
Polytechnic Institute and was graduated 
in 1950. Mr. Powell joined the Aetna 
immediately thereafter and was employed 
as an underwriter in the home office 
southern department. 


Agency Management Course 

The seventh annual institute for Ad- 
vanced Agency Management Institute 
to be held the week of August 17, at 
the University of Connecticut will fea- 
ture a series of seminars. 

These seminars will fill the whole af- 
ternoon of Wednesday, August 19. With 
hourly recesses, students will find it 
possible to attend more than one dis- 
cussion. The seminars will be on “legal 
and tax problems,” customer account 





analysis,” “office management” and 
“agency expense analysis.” Seminar 
leaders will be Dean Laurence J. Acker- 
man, Frederick J. Flynn, Jr., Richard 


J. Layton tnd Eugene A. Toate 
Registrations for the school are com- 


ing in rapidly and again indicate that 
this popular short course school will 
be attended by agents all over the 
United States and Canada. 





KENTUCKY AGENTS MEET 
The executive committee of the Ken- 
tucky Association of Insurance Agents 
meeting in Louisville to further the as- 
sociations annual convention set for the 
Brown Hotel, Louisville, November 15 
to 17, named its convention committee 
as follows: John J. Downard, Louis- 
ville, chairman; Charles H. Moore, 
Bowling Green; Hendrie B. Milward, 
Lexington; and George E. Burks, Jr., 
Louisville. Mr. Burks will also be chair- 

man of the entertainment committee. 
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Hits Insurance Taxes 


(Continued from Page 1) 


the tax picture. In many cases, it is 
simply a need for more elbow room that 
is causing a look to the country for 
more spacious quarters. Decentralization 
is a growing trend and is something 
which the leaders of Hartford must ac- 
cept as a reality. 

“In the case of my own company, our 
faith in the future of Hartford is evi- 
denced in our new home office building 
on Woodland Street; but, in the future 
when other moves are contemplated, who 
cal say to what extent an attractive tax 
picture will not be the deciding factor 
in the selection of new home office loca- 
wons. 

“Hartford insurance not only contri- 
butes largely to the economic life of 
Hartford, but it also makes large and 
direct tax payments to the state. Con- 
necticut chartered insurance companies, 
the majority of which, as I have said, 
are located in Hartford, paid to our state 
treasury this year direct taxes in excess 
of $4,100,000. This certainly is direct 
denial to those who have suggested that 
our companies are the recipients of a 
subsidy. The Connecticut chartered in- 
surance companies are the heaviest taxed 
in all the land and if this is a subsidy, 
then I say, please give us something 
else. 

Tax Burden on National Level 

“In spite of the fact that some relief 
has been afforded under a state tax 
program commencing in 1945, Connecti- 
cut’s insurance companies are still the 
most heavily taxed in the country. The 
object of this program has been to 
gradually adjust the taxes of our state 
insurance companies so that in the end 
we will be taxed on a par with insm- 
ance companies of other states. We are 
engaged in a business which is distinctly 
worldwide in that 95% of our business 
is done in other states and foreign coun- 
tries, and may I say that they do not 
neglect to tax on business done within 
their borders. 

“In order to grow, we must remain 
competitive. In order to remain competi- 
tive we must be able to compare favor- 
ably in such elements as service and 
costs. When we talk about costs our 
State tax burden must be kept some- 
where near the national level. 

“This insurance tax program which 
began in 1945, has until this year been 
entirely non-partisan. It was inaugu- 
rated that year without a dissenting vote. 
The program initially covered the fiscal 
years 1944 to 1948, inclusive. In 1949 it 
came up for renewal and, likewise, with- 
out a dissenting vote the program was 
extended for two more years by a Re- 
publican House and a Democratic Sen- 
ate. A Democratic Governor signed the 
bill. Likewise, two years ago without a 
dissenting vote there was a further two- 
year extension by a Republican House 
and a Democratic Senate. 

“This year, for some strange reason, 
the non- partisan programs has been pro- 
jected into partisan politics. After the 
long record of unanimous accord, the 
bill was attacked by some of the minor- 
ity party, and strangely enough, one of 
the leaders of the attack was a Senator 
trom Hartford whom you would expect 
to be primarily concerned with defend- 
ing his constituents and protecting the 
welfare of his voters who gain their 
livelihood from this business,” Mr. North 
observed. 

Tax Burden Too Heavy 

“The main basis of the attack was that 
the insurance companies should not be 
afforded tax relief at a time when the 
sales tax was being increased and when 
the net income tax on corporations was 
being increased. On the surface, this 
may seem logical, but it is not factual 
nor will it stand up under examination. 
The fact is that our level of taxation is 
so far above that of other corporations 
that even with the slight relief afforded, 
the taxes on Connecticut chartered in- 
Surance companies are still far out of 
line. 

“The suggestions was made that the 








insurance companies of Connecticut 
should pay the regular corporate net in- 
come tax on top of the two taxes (pre- 
mium tax and investment income tax) 
they now pay which together yielded 
the state a net of $4,100,000. this year. 
Of course, the suggestion of three in- 
come taxes is hardly realistic. 

“T feel certain that the insurance com- 
panies of Connecticut would welcome a 
plan of taxation on a basis comparable 
with other corporations. If we were so 
taxed in our net income on a similar 
basis as other Connecticut corporations, 
our companies would have paid only 
about $1,000,000 instead of the $4,100,000 
which we did pay, or about one quarter. 

“The large liabilities of insurance com- 
panies, which are the required reserves 
for policyholders’ future benefit, are in- 
vested in all sorts of government obli- 
business enter- 


gations, public utilities, 
prise, town and municipal, and state 
bonds. Yet it is the income from many 


of these investments which Connecticut 
is taxing and relief from which is our 
objective. No other state so taxes its lo- 
cal companies. Our other taxes paid the 
state increase as business increases, and 
so the state has actually had more in- 
come from insurance taxes as the pro- 
gram has progressed. 

“The state’s tax take from insurance 
for the year the program started was 
$4,548,000 and for last year it was $8,332,- 
000. The state has not suffered, but this 
native industry has. You don’t see insur- 
ance companies moving into Connecticut, 
an otherwise natural place for them. In 
fact, the last of our five life insurance 
companies was started in 1865. 

“I have spoken about the investment 
income tax that is saddled on state- 
chartered companies alone. We also pay 
an income tax on premiums, which grows 
as business grows. 

“In the last biennium all insurance 
companies, both domestic and out-of- 
state, paid total taxes to Connecticut of 
$16,000,000 and it is conservatively esti- 
mated at $17,200,000 ond the current bi- 
ennium starting July 1, I have not men- 
tioned license and other fees and the 
substantial part of the cost of running 
the insurance department which domes- 
tic companies are assuming as a result 
of legislation just passed. 

Tax Cuts in Other States 

“AS few weeks ago Wisconsin, with 
lighter taxes on domestic companies, 
reduced these taxes to equalize the 
burdens with out-of-state competition. 
Vermont did likewise a few years ago, 
and in 1945 New Jersey started a pro- 
gram of adjustment to equalize this 
same burden on its domestic companies. 
The Newark New Jersey News stated 
recently that ‘New Jersey has yielded 
to Connecticut the title of being the 
state which most heavily taxes its home 
insurance companies. 

“The insurance companies of Connec- 
ticut are not seeking favoritism, or sub- 
sidy. Since 1945 they have been attempt- 
ing to resolve a situation which has 
penalized them far beyond any justiflca- 
tion. No other state in the Union has 
demanded so much in the way of taxes 
from its home insurance companies. 
Many states, recognizing that the very 
presence of an insurance industry is of 
inestimable value to the community and 
its citizens, have even gone so tar 26 
to offer tax inducement. Up until this 
year the reduction in the investment in- 
come tax rate has been unanimously 
considered as a readjustment and never 
as a handout. 

“The partisan note of this year’s legis- 
lative proceedings must not be permitted 
to becloud the real issue. Recognizing 
the vital role that the insurance industry 
plays in their lives, | am certain that the 
people of Connecticut will not swallow 
the contention of these misinformed an- 
tagonists. I am certain they will realize 
that this industry which has served the 
community and the nation for more than 
150 years, which has brought both fame 
and fortune to the state and this city and 
which at this moment looks forward to 
even greater achievement, has never 
sought and will never seek subsidies, 
handouts or special privileges which will 
in any way add to the people’s burden.” 
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‘Meet, yowr HOMEtown 


IT PAYS TO BRING 
YOUR INSURANCE MAN 
INTO YOUR PLANS 


Your home is the center of happiness 
and security for your family. For something 
so precious, you want the best protection 
possible. That’s why it pays you 

to bring your Home Insurance man into 
your plans. He can help you every step 
of the way ... can recommend construction 
features that will make your home 

a safer place in which to live. 

If you are planning to build or remodel, 
plan to have a talk with your Home 
Insurance agent because 

“built-in safety” can substantially 

reduce home accidents. 
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for the | 
Safety | 
of Your 

i Family 


Ask your Home Agent for the 48-page 
booklet, “How to Build or Remodel for 
the Safety of Your Family.” It shows 
how to have a safer, more livable 
home through good design related to 
common sense work and play habits. 
Safety can be made to pay its own way. % 
Your HOMETOWN Agent can serve {, 


you well—see him now! 


* 


Ever since 1853 The Home Insurance Company ‘ 
has championed the placing of insurance through agents— °* 
what is known as the “American agency system.” 
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Fergason Gives Views on Increasing 


Operational Efficiency of Agencies 


Guy Fergason of Chicago, an agent in 
that city, presented 7 news on how to in- 
crease office operational efficiency when 
he addressed the Pittsburgh Insurance Day 
gathering in Pittsburgh recently. He 
discussed the subject under five head- 
ings, space, time, material, energy and su- 
pervision, stating in part: 





Effective utilization of space depends 
on the flow of work. The first task con- 
fronting the analyst is to graphically 
portray the flow of work from point of 
origin where the clerical work begins 
through each step in the routine to the 
point of completion where the routine 
ends. This graphic ani ilysis is called < 
flow chart. It is the basis of all tistics 
in space utilization. 


Office Arrangement 


Office arrangement follows the flow 
chart and locates the desks, files and 
equipment in relationship to the work. 
In most cases office space is expensive 
(rent is high) and therefore, it should 
not be wasted. 

Unit desk arrangement groups desks 
in clusters, separated as a rule by glass 
partitions so that semi-privacy is at- 
tained. The unit or modular arrange- 
ment provides the ultimate in space util- 
ization. Ceiling high partitions (walls) 
complicate the flow of work by placing 
an obstacle in the path of the work flow. 
The work must pass through a door and 
around the obstacle and this adds travel- 
ing distance which takes time. 

Modern management recognizes cer- 
tain trends in office arrangement which 
we summarize for convenience of re- 
porting: 

(1) Fewer private offices. 

(2) Use of conference rooms for con- 
fidential meetings. 

(3) Use of functional desks smaller in 
size and grouped so as to expedite the 
movement of work. 

(4) Placing of files close to or in con- 
junction with desks rather than against 
the wall as in the conventional arrange- 
ment. 

(5) Greater use of 6 to 7 foot parti- 
tions for dividing departmental space 
where division is warranted. Open ar- 
rangement coupled with acoustical ceil- 
ings will promote efficiency. 

Factor of Time 


There are three kinds of time in the 
office: (1) productive time; (2) non-pro- 
ductive time or idletime; and (3) travel- 
ing time. Management can, if it wishes 
to, control the application of time. In 
the final analysis the salaries you pay 
are based on time application. If the 
employe is on your premises he is draw- 
ing his pay regardless of what he may 
be doing. 

Productive time is influenced by the 
ability of the employe. If the employe 
knows his work it is reasonable to as- 
sume that he will produce more than the 
employe who is incapable of efficient 
production. Productive time is in- 
fluenced by the methods used in com- 
pleting the tasks. If the employe must 
spend considerable of his time on un- 
necessary tasks, even though he may be 


working, he is not producing. There is 
a difference between being busy and 
producing value. Productive time is in- 
fluenced by the equipment which is used 
in task completion. 

Non. productive time arises from lack 
of work, improper scheduling of the 
work, delavs in receiving necessary in- 
formation, tardiness, absenteeism (if paid 
for) and just plain loafing on the job. 
Whenever the employes are idle on fre- 
quent occasions, the fault can be laid at 
the feet of supervision, The tendency is 
for most offices to be staffed to meet 
peak demands. When volume of work 
decreases as it will do from time to time, 
the obvious result is idle time. Some 
workers stretch out their work so that 
all available hours are filled. This fools 
no one but management. 

Traveling time is influenced by the 
ofhce arrangement. If the employe must 
walk 30 or 40 feet from his desk to the 
files several times each day and if he 
must travel several hundred feet between 
departments in the pursuit of his duties, 
traveling time can easily take up from 
10% to 25% of his ‘total available time. 
By better arrangement and location of 
the departments so that those having 
frequent ccntact are adjacent to each 
other, and by moving files closer to the 
point of use, traveling time can be re- 
duced materially. Mechanical devices 
might be used to move the paper work 
from desk to desk rather than have the 
incumbent carry the work to the next 
step. 

Factor of Energy 


We use three kinds of energy in the 
oftice—(1) manual, (2) mechanical and 
(3) electrical. All three in combination 
spell efficiency. Too many offices rely 
too heavily upon manual energy. If it 
takes one hour to complete a task, and 
there are 8 — tasks per day, 8 hours 
of manual labor are required. If the 
volume increased to 16 tasks per day, 
the requirement for man-hours increased 
in direct proportions. It, therefore, be- 
comes very easy to overstaff an office 
by gradually increasing the man-hour 
load to the volume load. Volume load, 
however, rarely is constant. It increases 
and decreases during the weekly, as well 
as the monthly cycle. Manual energy 
(manual labor) is not very flexible. 

By the application of mechanical 
energy to the manual energy, the capa- 
city to produce is greatly increased. 
Mechanical energy is also more flexible. 
Mechanical energy when idle costs no 
more than the depreciation rate—manual 
labor costs as much idle as it does when 
productive. More and more offices are 
mechanizing their operations. 

Electrical energy is being used to sup- 
plement mechanical energy. A good ex- 
ample is found in the typewriter. It is 
obvious that the application of mechani- 
cal energy in the form of the typewriter 
opened up new horizons in the field of 
written communication and correspond- 
ence, and has made modern business 
methods possible. Reproduction of much 
of the written messages and other data 
would be almost impossible without the 


Officers Elected for ’54 by 
N. Y. Chapter of Ins. Buyers 


Culminating a year of outstanding pro- 
grams and an increase in membership 
attendance at monthly meetings, the New 
York Chapter, National Insurance Buy- 
ers Association, Inc., completed its year’s 
activities with the election of officers and 
directors at the annual business meeting 
June 25, Hotel Martinique, New York. 

The newly elected president is Claude 
H. Rice, insurance manager, the Babcock 
& Wilcox Co. Mr. Rice has served as 
first vice president for the past year. 
He is also a director and a vice president 
of the Society of Chartered Property 
Casualty Underwriters. He succeeds 
Burt E. Kelley of U. S. Plywood Co. 

Elected to serve with President Rice 
are Raymond Cox, insurance manager, 
Arabian American Oil Co., first vice 
president; W. D. McGuinness, insurance 
manager, the Port of New York fie 
ity, second vice president; H. Good- 
win, manager insurance dep: rat Mc- 
Kesson & Robbins, Inc., treasurer; E. 
W. Pickel, insurance manager, Foster- 
Wheeler Corp., reelected secretary. 

Elected to three-year terms to the 
board of directors were Jesse M. Robin- 
son, vice president, Panaminas, Inc.; L. 
7: Schroeder, insurance manager, the 
Ww orthington Corp., and W. B. Womel- 
dorf, insurance manager, Thomas J. Lip- 
ton, Inc. Activities of the association 
will resume with a luncheon meeting on 
September 24. 


Bamann Takes Sons Into 


Agency in Rochester, N. Y. 


Art Bamann, insurance man for 28 
years, has taken his two sons, Arthur 
J. Jr., and William F. Bamann into busi- 
ness with him, forming a new corporation 
to be known as Art Bamann & Sons Inc., 
Rochester, N. Y. 

Mr. Bamann is president and treasurer 
of the new organization, Arthur, Jr., is 
vice president, and William is secret: ry. 

30th sons are graduates of Aetna Casu- 
alty and Surety School in Hartford. 
They attended Assumption College at 
Windsor, Ontario. 





writers—the application of electrical 
energy to mechanical ener rgy — which 
further extend the horizon of written 
communication and form reproduction. 
Electric typewriters reduce fatigue of the 
operator, increase productivity and per- 
mit an increase in the number of copies 
that can be made at one writing. 


Factor of Materials 


In the office, the materials consist of 
forms, records and reports. We can sav 
without equivocation that maximum effi, 
ciency cannot be attained unless the 
forms are to be designed to do the job 
that is intended of them. Office forms 
are the basis of all clerical work. 

Forms should be designed to fit the 
machine by which they are to be repro- 
duced. I have seen hundreds of forms, 
horizontally ruled 4 lines to the inch 
(% inch spacing) used on a typewriter 
which writes 6 horizontal lines to the 
inch. The operator would have to “soft 
roll” (adjust and align the platen by 
hand) in order to align the writing space 
for each line. This alone decreases effi- 
ciency by 25% to 30%. 

Factor of Supervision 

The most costly factor in the efficiency 
formula is the one which is missing. 

Responsibilities of supervision fall into 
three classes: 

(1) Responsibilities for the production 
of office work—this requires knowledge 
of the work and considerable planning 
in work method improvement. 

(2) Responsibilities for human _ rela- 
tions—leading, encouraging, inspiring, 
disciplining, rewarding, and assisting the 
employes in their day to day contacts 
on the job. 

(3) Responsibilities for training—teach- 
ing new employes what to do and how 
to do it, and developing older service 


typewriter. Now we have electric type-employes for promotion. 





IS GOOD 
FOR LIFE 


Representing 
“Canada Life’’ 


3 
$ 
3 
‘ 
; 
2. 








Buffalo Agents Urge 
Traffic Problem Survey 


A survey by an outside agency of 
3uffalo’s traffic-enforcement problems is 
urged on the city in a letter from the 
Buffalo Association of Fire Underwrit- 
Mayor. The letter, 

Arthur H. 
the National Safety Council report that 
Buffalo lacks 87 policemen in its Traffic 


ers to the signed 


by President Gahwe, cited 


Division. That report also urged a survey 
by an outside agency, he added. 

“To disclaim all need for expert, out- 
side assistance in this matter is to deny 
life to some child or adult who may be 
needlessly killed in an automobile acci- 
dent which otherwise might have been 
prevented,” Mr. Gahwe wrote. He sug- 
gested an agency such as the Traffic 
Institute of Northwestern University. 


Changes in “Improvement” 


Rule and Form Expected 


Proposed new “improvements and bet- 
terments coverage” rules are not com- 
pleted according to information given to 
agents attending the annual Summer 
meeting of the New England Associa- 
tions of Insurance Agents at Poland 
Spring, Me., last week. Both John New- 
lands, U. S. attorney of the Scottish 
Union & National, and Frederick W. 
Doremus, secretary of the Eastern Un- 
derwriters Association, indicated that 
the restrictive form to which agents ob- 
jected has been withheld from use 
pending nationwide study. 

Objections were raised by agents who 
said the new form would have given pro- 
tection only to tenants with written 
leases whereas many tenants in New 
England operate without leases. It was 
indicated that any new form to be pro- 
duced would limit coverage to an in- 
sured’s actual interests in improvements. 





District of Columbia Assn. 


Names Committee Chairmen 

The District of Columbia Association 
of Insurance Agents at Washington, 
D. C., headed by President A. L. Jagoe, 
Jr., now has 205 active members and &6 
associate members. New committee 
chairmen to act for the coming 12 
months have been appointed as follows 

Program, J. Douglass Wallop, Ir: 
legislative, Edward K.  Bachschmid; 
safety—fire prevention, Huntington T. 
Block; National Association, Victor O. 
Schinnerer; education, Charles R. Bar- 
ker, Jr.; speakers bureau, William A. 
d’Espard; casualty, R. Kelvin Shivers; 
fire rating bureau, Victor O. Schinnerer, 
Maury Young, vice chairman; member- 
ship and attendance, Joseph L. B. Mur- 
ray, Jr.; advertising and publicity, Her- 
bert M. Pasewalk. 


NEW N. Y. AGENCY 
A business name has been filed in the 
Erie County, N. Y., clerk’s offce for the 
3etter Homes Insurance Agency, 3670 
Harlem Road, Cheektowage, N. Y., by 
Robert B. Ledger and Carolyn M. 
Ledger. 
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FINANCIAL STATEMENTS DECEMBER 31, 1952 


VALUATIONS ON BASIS APPROVED BY NATIONAL ASSOCIATION OF INSURANCE COMMISSIONERS 


Total Admitted Liabilities Surplus to 
Companies Capital Assets (except capital) Policyholders 


Firemen's Insurance Company of Newark, N. J. $11,925,000. $125,872,513. $71,027,539. $54,844,974. 


Organized 1855 


Girard Insurance Company of Philadelphia, Pa. 1,000,000. 12,515,163. 8,032,056. 4,483,107. 
Organized 1853 


National-Ben Franklin Insurance Co. of Pitts., Pa. 1,000,000. 12,310,134. 7,653,165. 4,656,969. 
Organized 1866 


Milwaukee Insurance Company of Milwaukee, Wis. 2,000,000. 32,979,149. 20,735,873. 12,243,276. 
Organized 1852 


The Metropolitan Casualty Insurance Co. of N. Y. 1,500,000. 38,563,554. 30,241,571. 8,321,983. 


Organized 1874 


Commercial Insurance Company of Newark, N. J. 2,000,000. 45,543,960. 35,212,720. 10,331,240. 


Organized 1909 


Royal General Insurance Company of Canada 100,000. 452,493. 1,155. 451,338. 
Organized 1906 


HOME OFFICE 
10 Park Place 


WESTERN DEPARTMENT PACIFIC DEPARTMENT 
120 So. LaSalle Street Newark I, New Jersey 220 Bush Street 
Chicago 3, Illinois San Francisco 6, Calif, 
wees To, 
SOUTHWESTERN DEPARTMENT FY Standard J FOREIGN DEPARTMENTS 
912 Commerce Street Ba rotection Ag 102 Maiden Lane 
Dallas 2, Texas “Any 1ns¥™ New York 5, New York 


206 Sansome Street 
CANADIAN DEPARTMENTS San Francisco 4, Calif. 
800 Bay St., Toronto 2, Ontario 
535 Homer St., Vancouver 3, B. C. 
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Agricultural of Watertown Holds 
100th Anniversary Celebration 


The Agricultural Insurance Co. of 
Watertown, N. Y., marked its 100th an- 
niversary during the week of June 21. 


The celebration opened with a dinner 
Sunday night at the Thousand Island 
Club on the St. Lawrence River for home 
office officials, agents and their wives. 


Sunday evening’s opening dinner, at- 


tended by 150 guests, was of an informal 


beautiful leather bound autograph book 
suitably embossed on the cover with gold 
leaf and a wooden standard upon which 
to place the book, Mr. Landon told the 
high regard in which the general agents 
and field representatives hold the Agri- 
cultural and the Empire State. 
President Horr welcomed the guests 
and briefly outlined the program that 





ROBERT G. HORR 


nature with the after dinner speaking 
program being held to a minimum, giving 


the various agents and field men ample 
ypportunity to enjoy the social time 
arranged. The visitors, who were staying 


at the Thousand Islands Club, enjoyed 
golf, bathing, boating, fishing and other 
forms of recreation Sunday afternoon. 
Horr Presides at Dinner 

Robert G. Horr, president of the 
Agricultural and the Empire State, pre- 
sided at the - program following the 
dinner. Ervin J. Dickey, chairman of the 
board and a past president of the com- 
pany, was called upon for remarks by 
Mr. Horr as was George G. Inglehart, 
vice president of the company. 


The highlights of the evening’s pro- 
gram was the present ition of two gifts 
to the Agricultural that were complete 


surprises to home office officials. 

D. Farley Cox, Jr., of New York City, 
president of Appleton and Cox, Inc., 
presented President Horr with an oil 
painting of an old type sailing ship, on 
behalf of his company. The painting, 
which is to be hung in the Agricultural’s 
home offices, was appropriately framed. 
The painting presented by Mr. Cox is of 
the “White Swallow,” a clipper ship of 
Zoston, built in Medford in 1853, the 
year of the starting of the Agricultural. 

Cox Congratulates Company 
presentation 
that the 


Mr. Cox in making the 
spoke briefly of the 35 years 
firm of Appleton and Cox, Inc., has num- 
bered itself as a member of the Agri- 
cultural family. He said the long associa- 
tion has been one of the pleasantest that 
his company has had over a long period 
of years. In making the presentation of 
the painting, Mr. Cox said that his 
sociates in Appleton and Cox joined with 
him in extending congratulations to the 
Agricultural Insurance Company on its 
100 anniversary. In accepting the paint- 
ing, Mr. Horr assured Mr. Cox that the 
gift would have an honored place in the 
company’s home office building. 

H. Hayes Landon of Springfield, Mass., 
one of the veteran general agents with 
the company, made the other presenta- 


as- 


tion—a gift to the company from the 
field representatives. 
In presenting the company with a 


ERVIN J. DICKEY 
has been arranged. He called upon Mr. 
Dickey who added his greetings to those 
of the president and urged everyone to 
have a thoroughly enjoyable time and to 
become better acquainted as members of 
the “Agricultural Family.” 

George G. Inglehart, vice president of 
the company, briefly reviewed the history 


of the Thousand Islands region and 
nearby sections. 
There was only one business session 














on the river held Monday morning. Vice 
President K. E. Chapman talked about 
business generally, with some reference 
to time element coverages. 

Secertary George Peacock, in charge of 
the automobile department, appeared 
next on the program. Among other 
things, he pointed out that 70% of the 
new automobile policies contain a loss 
payable clause which, generally, indi- 
cates that the automobiles had been 
financed. Since Federal restrictions on 
automobile financing were removed about 
a year ago, 53% of the policies, repre- 
senting 75% of the premiums, have been 


written for a term longer than 18 
months. The result, he said, was that 
automobile physical damage insurance 


has become term instead of annual busi- 
ness, and from now on the earned-in- 
curred loss ratio must be considered in 
judging accounts and agencies. 

Secretary Wilson Lively talked about 
progress of companies with multiple-line 
underwriting with special reference to 
the additional extended coverage en- 
dorsement, homeowners’ policies and 
glass, limited theft and comprehensive 
personal liability endorsements. In an- 
swer to one question, he said that about 
60% of the homeowners’ policies had 
been under Form B. 

Secretary J. R. Willmott, in charge of 
the loss department, described a number 
of changes in loss procedure aimed at 
simplifying the work of the fieldmen. 

On June 23, several fieldmen and gen- 
eral agents paid a visit to the home of- 
fice in Watertown where they had 
luncheon with most of the examiners 
and map clerks in order to get better 
acquainted and to iron out any minor 


details which had not been previously 
taken care of by mail. Actually the whole 
session was one of informality and_ to 


cement even further the fine family spirit 
that exists throughout the entire Agri- 
cultural-Empire State organization be- 
tween home office, general agents, field- 
men, and local agents as a whole. 


TAKES KANSAS CITY SPACE 

Royal-Liverpool Insurance Group, has 
leased more than 6,000 square feet floor 
space in a building at 1016 Central 
Street, Kansas City. John A. Bodsett is 
regional manager with offices in Kansas 
City and supervises Missouri, Kansas 
and Oklahoma. 
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WICHITA STORM COSTLY 


National Board Sets Up Catastrophe 
Office, With Carden in Charge, Fol- 
lowing Violent Hail Storms 

The National Board of Fire Under- 
writers reports that it has opened a 
supervisory office in Wichita, Kan., 
which recently suffered a hail storm of 
catastrophe proportions. This will assist 
in the processing of insurance claims 
resulting from hail and windstorm dam- 
age. 

Catastrophe Serial Number 43 has been 
assigned to all losses resulting from this 
occurrence, the board said. This is done 
so that necessary data can be reported 
to the board’s actuarial bureau in ac- 
cordance with provisions contained in 
its Catastrophe Bulletin No. 1, dated 
April 20, 1949. 

B. P. L. Carden, assistant general ad- 
juster of the National 


: Board, was in 
charge of the Wichita office. 
A violent hail storm on June 21 fol- 


lowed by winds reported at more than 
100 miles an hour in a second storm 
caused widespread and extensive damage 
in Wichita. Nearly every dwelling, com- 
mercial and public building suffered some 
damage as did awnings, neon signs, out- 
door movie screens, church towers, air- 
planes, automobiles and trees, either 
from the crushing hail or the violent 
wind. Plate glass fronts and ordinary 
windows on the north sides of buildings 
were lost by the thousands from one or 
the other. 

One aircraft plant lost 30 small planes 
with various degrees of damage to 140 
others. Several huge jet-bombers at the 
Wichita Air Force Base and nearby 
Boeing plant suffered damage that is ex- 
pected to run into the millions. Buildings 
lost their roofs and walls went out in 
scattered locations in all parts of the 
city. Few homes escaped without broken 
windows and many roofs are thought to 
be total losses. 


London Assurance 25-Year 


Guild Holds Annual Dinner 


The annual dinner and meeting of The 
Lon-Man Guild, 25 year service organiza- 
tion of the London Assurance and Man- 
hattan Fire and Marine, was held at the 
Commodore Hotel in New York City on 
June 22. The date marked the 233rd an- 
niversary of the granting of a Royal 
Charter to the London Assurance. 

3rief addresses were made by United 
States Manager Walter Meiss and by 
Kenneth J. Bidwell, assistant manager. 
A. H. Steffens was reelected president 
of the group. Other officers are Anne 
Loughlin, vice president; Chauncey M. 
Depew, treasurer, and Gertrude Gates, 
secretary. 

The Pacific Coast chapter of the guild 
held its annual dinner on June 19 at 
the Palace Hotel in San Francisco. 


Adjusters Hear C. W. Heyl 
Clarence W. Heyl, well known at- 
torney of Peoria, Ill., and a member of 


the law firm there of Heyl, Royster 
& Voelker, addressed the National 
Association of Independent Insurance 


Adjusters in San Francisco on the sub- 
ject of “What a Trial Lawyer Should 
Find in an Investigation File.” He 
stressed taking statements in insurance 
loss investigations, value of photographs, 
diagrams and recording of physical facts, 
motion pictures and evaluation of wit- 
nesses. 

Mr. Heyl is a former president of 
the Illinois State Bar Association and 
is now a trustee of Illinois Wesleyan 
University. For years he has been active 
in the American Bar Association and 
two years ago served as chairman of the 
Section of Insurance Law of the ABA. 


MELVIN J. OVERELL DIES 
Melvin J. Overell, 83, engaged in the 
general insurance hams for many 
years, died June 17, in Hamilton, On- 

tario. His wife ae a son survive, 
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International Marine Union to Meet 


At San Sebastian, Spain, in September 


The agenda for the meeting of the 
International Union of Marine Insurance 
at San Sebastian, Spain, on September 
14-19, has been announced. The full 
meeting, which will take place on Satur- 
day, September 19, at a place to be 
announced later, will open with a report 
by the president of the Union on the 
activities of the council which will be 
summarized in French by the new secre- 
tary general, P. Alther, who will then 
make his first bow to an international 
audience. 

The subject of inherent vice will form 
a topic of discussion at the full meeting. 
It will be introduced by A. Glanvill 
Smith, chairman of the Institute of 
London Underwriters, who will also dis- 
cuss other risks, such as trade loss, loss 
of market, and all risk clauses which 
possibly might be made to include a 
franchise clause. 

Another subject on the agenda is that 

f fires on board ships. Little progress 
seems to have been made since the end 
of the war and marine underwriters have 
been sharply brought up against the 
urgency of the problem at the two most 
recent fires in British ports, in the Em- 
press of Canada and the Kronprins 
Fredrik. One aspect of the subject is 
that the firefighting method applied does 
not seem the best available and that it 
may be better for a ship to be left to 
burn itself out and remain afloat than 
to pour water indiscriminately into it, 
causing it to capsize with the resulting 
heavy salvage costs. 

Speakers and Subjects 

The council meetings will all take 
place at the Hotel Maria Christina. The 
only new member to be elected is the 
Ceylon Marine Insurance Association. 
Under the heading cargo business, the 
following subjects will be discussed (the 
name of the member introducing the 
subject in brackets): loss prevention (H. 
eng & extent of cover after discharge 
(R. A. J. Porter); comparison of clauses 
(J. Jaubert) ; cargo premiums—excessive 
deductions (R. A. J. Porter) ; extraneous 
risks—inherent vice, trade loss, loss of 
market, all risks clause (A. Glanvill 
Smith), and frustration clause (A. B. 
Stewart). 

“The Review,” one of the leading in- 
surance journals in London, commenting 
on the program, states in part: 

“We have already referred to the ques- 
tion of extraneous risks, some of which 
are trading risks, which should be cal- 
culated in the price of the commodity 
and are not, strictly speaking, a matter 
for insurance. We note with interest that 
Mr. Stewart is tc introduce the subject 
of the frustration clause. Perhaps that 
is an aftermath to the Portman case, 
which Lloyd’s underwriters lost recently 
in the United States Supreme Court 
although they had won it in the Appeal 
Court below, with its greater knowledge 
of maritime and insurance usages. The 
case is regretted in Great Britain not 
so much because of the financial loss 
involved as for the danger it reveals 
that American and British court deci- 
sions may move out of alignment. No 
doubt Mr. Stewart will have some inter- 
esting observations to make on_ that 
subject. 


’ 


Hull Problems 


“As regards hull business there is the 
report of the inland hull committee to 
be considered, which will be introduced 
by J. J. Kamp, while Mr. Stewart and 
Harold H. Mummery, as usual, will sur- 
vey general hull problems. The report 





of the former has come to be one of the 
major and most discussed events of the 
meetings, and this year, when Mr. Stew- 
art has to survey the 10% increase in 
hull rates, it should prove particularly 
interesting. We hope, too, that Mr. 
Mummery will bring his valuable claims 
statistics up-to-date. Possibly he might 
with advantage reopen the whole subject 
of delayed claims settlements, and what 
could be done to speed up the process. 

“At the council meetings the subject 
of fires in vessels will be introduced by 
both Harold Jackson and Th. Wikborg. 
On the legal side, there are four old 
and one new topic. The four old ones 
are: discrimination in marine insurance 
(C. Briner and John T. Byrne); recov- 
eries from carriers and through bill of 
lading (J. Helmensdorfer); clean bill of 
lading (H. F. Ziller). Mr. Helmensdorfer 
will also introduce the reg subject of 
‘Incoterns 1953; the C.I.F. Clause.’ 
Finally, the council has oe to consider 
the election or reelection of the presi- 
dent as the case may be, and the re- 
placement, if desired, of Mr. Mummery, 
who retires in rotation from the position 
of vice president. Listed speakers from 
the United States are Messrs. Jackson 
and Byrne. 

“Members of the council will meet at 
luncheon on September 15 to get ac- 
quainted with each other. The council 
dinner for members and their ladies will 
be held at the Hotel Maria Christina on 
September 16 when the Spanish Marine 
Insurance Association will act as_ host. 
The official banquet will be on Septem- 
ber 19 at the Museum of San Telmo.” 
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Senate Group to Probe 
Marine Discrimination 


FOREIGN NATIONS ARE ACCUSED 
Aim Is to Prevent Consens Advan- 
tage in Insurance to Countries U. S. 

Is Helping Economically 


Senator Charles E. Potter (R., Mich.), 
chairman of a special U. S. Senate In- 
terstate and Foreign Commerce subcom- 
mittee which is now engaged in review- 
ing American shipping policy, has prom- 
ised to investigate charges of foreign dis- 
crimination against American marine in- 
surance companies. 

Senator Potter told Secretary of State 
John Foster Dulles in a letter that cer- 
tain foreign nations have enacted legisla- 
tion relating to marine insurance which 
discriminates against the American ma- 
rine insurance market. 

Potter asked Dulles about what steps 
the State Department is taking or plan- 
ning to take to combat saree ic 4 
foreign legislation of this type and said 
“T think it is clear that these matters are 
of paramount importance in our current 
review of American shipping policy.” 


Views of Two Senators 


The same problem received attention 
from two other Senators. Senator Lev- 
erett Saltonstall (R., Mass.), during de- 
bate on the foreign aid bill pointed out 
that the Economic Cooperation Act was 
amended to require the Mutual Security 
Agency (then ECA) to provide dollars 


American Plan Aims to Enter Field 
Of Trailer Financing and Insuring 


The American Plan Corporation, spe- 
cialists in physical damage insurance on 
financed automobiles and other mobile 
equipment, is planning to enter the field 
of trailer home financing, Mark M. Hart, 
president, announces. 

Discussions have been held, he said, 
with top officials of Trailercoach Dealers 
National Association who have been en- 
gaged for some time in seeking to inter- 
est new capital and insurance in the 
growing mobile home industry. The need 
for such capital by this 17-year-old busi- 
ness is obvious, the insurance executive 
stated, “when you consider that today 
about 1,700,000 Americans live in 500,000 
trailers throughout the country, and ex- 
pectations are for further expansion. 

“The mobile home,” he pointed out, 
not a luxury, but actually a necessity - 
many. It is low-cost housing meeting 
the needs of many people, including re- 
tired couples, migratory workers and 
military personnel.” 

Encouraged by Progress 

Mr. Hart said that his corporation’s 
ideas for a financial institution devoted 
exclusively to the purchase of conditional 
sales contracts on mobile homes from 
dealers have been “favorably received” 


by TDNA executives, and “both sides are 
encouraged by the progress after just a 
few meetings.” 

Present at the talks have been Mr. 
Hart, Richard H. Rush, special repre- 
sentative for American Plan; S. A. 
Markel, chairman of American Fidelity 


& Casualty Company and American 
Fidelity Fire, for whom American Plan 
acts as U. S. physical damage managers, 
and the following TDNA officials: 
Kristian Jensen, president, Leonard 
Bantz, executive director, and John C. 
Williamson, general counsel. 

The exact form that any newly formed 
financing entity will take has not been 
completely worked out as yet, according 
to Mr. Hart, who pointed out, however, 
that the rates charged for financing of 
instalment purchases of trailer homes will 
be “extremely attractive” to the public 
and dealers alike. 

He said that his corporation had been 
surv eying the mobile home field since his 
return from the annual convention of 
the Tr uiler Coach Manufacturers Asso- 
ciation in Houston earlier this year, and 
is “very optimistic” about the potential. 
“We are proceeding slowly with the new 
organization because we want to offer a 
permanent mi irket for both financial and 
insuring of mobile homes,” he added. 

Auto and Credit Life Insurance 

Formation of a financial institution 
for the purchase of trailer paper, Mr. 
Hart said, will enable the American Plan 
to offer dealers a well rounded program. 
In addition to the financing and physical 
damage insurance, the corporation will 
make available credit life insurance to 
cover the possibility of the purchaser's 
death before the final payment has been 
made. Also, the new organization, or for 
that matter any financial institution 


for marine insurance on commodities 
shipped from the United States “where 
such insurance is placed or a competi- 
tive basis in accordance with normal 
trade practices. 

Saltonstall accused MSA of refusing to 
allocate dollars for such premium pay- 
ments unless required to do so by the 
participating country. 

“Since participating Governments in 
most cases do not make such requests 
unless the insurance is placed in the 
market of the participating country, 
American insurance companies are effec- 
tively kept from insuring the shipments 
and in fact competition is eliminated.” 
He asked the views of the Senate For- 
eign Relations Committee on the subject. 

Senator H. Alexander Smith (R., 
N. J.), a member of that group, replied 
that in his opinion and, to the best of 
his knowledge, in the opinion of the 
other committee members, “the intent of 
this provision was that the admin- 
istrator was to provide dollars for 
marine insurance where the insurance 
was placed on a competitive basis in ac- 
cordance with normal trade throne god 
and that it should not be interpreted “s 
as to give a competitive advantage to 
the marine insurance markets of the 
— we are trying to help economi- 
Cally 


Dorothy Jacobs Treasurer 


N. Y. Taxpayers Mutual 
_ Directors of the Greater New York 
[Taxpayers Mutual Insurance Association 
elected Dorothy Jacobs as treasurer of 
the company, to fill the vacancy created 
by the recent death of Isaac Goldberg, 
who occupied that office for many years. 
Mrs. Jacobs previously served as as 
sistant treasurer, and three years ago was 
the first woman employe ever elected to 
the company’s board of directors. 
She has been affiliated with the com- 
pany for 20 years and has direct super- 
vision over the company’s mortgage and 
investment portfolio. Mrs. Jacobs is a 
graduate of Hunter College and is now 
pursuing post graduate studies in busi- 
ness administration and finance under 
Professor Nadler of New York Univer- 
sity. 





which may insure equipment which itself 
finances, will be provided, if desired, with 

“skip” insurance. 

The American Plan for some time has 
been writing physical damage coverage 
on financed mobile homes as well as on 
cars and agricultural equipment and will 
continue in this field. The new set up 
means that it can provide trailer financ- 
ing, or insurance, or both. 

“T want to make it clear,” Mr. Hart 
stated, “that our physical damage insur- 
ance is available to the designe ited agents 
of banks, instalment companies and other 
lending institutions, regardless of whether 
or not we are involved in the financing. 
On the other hand, we will finance mobile 
home purchases, even though the insur- 
ance is placed elsewhere. 

In the six years of its existence, the 
corporation has written approximately 
$50,000,000 in premiums, and volume so 
far this year has been - a monthly rate 
in excess of $1,000,000. A substantial part 
of the premiums w ritten by the corpora- 
tion has gone back to designated agents 
in the form of commission earnings and 
the same arrangement will be offered to 
trailer dealers in those states where they 
may act as both dealers and insurance 
agents. 
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Murphy Sees Flaws in 
Trial by Jury System 


BEFORE COUNSEL AT QUEBEC 


Tells International Association Techni- 
calities of Judge’s Instruction Often 
Bar Jury From Grasping Meaning 
ey iy Murphy, general counsel, Associa- 
tion of Casualty & Surety Companies, 
spoke before the International Associa- 
tion of Insurance Counsel at Quebec, 
Canada, July 1, on “The American Jury,” 
saying that the staunchest defenders of 
the system admit that it is cumbersome 
and pointing out some of his ideas 
to changes in it which should be made. 


as 


Mr. Murphy reminded his audience 
that on a former occasion he had cited 
the fact that “liability insurance com- 
panies are in the somewhat unenviable 
position of having to honor checks writ- 
ten, as it were, by jurors in amounts 
not always to the companies’ liking.” 
He said that many defenders of the jury 


of the American 


system consider it a part « 
which would 


sacred heritage, to destroy 


be to destroy an “essential part of our 
democracy.” 
Would Not Abandon System 
“That fact that it is cumbersome is 
not, in my opinion, a reason, in and of 
itself, for condemning or abandoning 
the system,” Mr. Murphy said. “All the 


processes of democracy are cumbersome, 
compared to a dictatorship, which may be 
streamlined and made efficient by a 
process of elimination of elections ‘and 
legislatures and courts as we know them. 
All of us here ” fer democracy, what- 
ever its faults. And if the jury system is 
an indispensible ingredient of democracy, 


I’ll take that too. Let us consider whether 


it is 

Calling attention to the traditional ac- 
ceptance of trial by jury as a cherished 
protection against the possibility of 


judicial and administrative tyranny, Mr. 
Murphy said: 

“As all of us know, the cumbersome- 
ness of the jury system has led inevitably 


to delays. It has bred procrastination, for 


which the sys stem and all who are a part 
of it share the blame. If one who has a 
cause of action cannot have his day in 


court for a period of four years or more, 





as is the case in some jurisdictions, then 
I think the system responsible for that 
delay is not in fact democracy, but is in 
essence the antithesis of democracy. 
Parenthetically, insurance companies are 
sometimes accused of being largely re- 
sponsible for such delay in their failure 
to settle cases it accusation is un- 
founded. The percentage of claims 
promptly settled is really very high. And 
I have heard it said that insurance com- 


panies settle too many and by so 
doing encourage unfounded claims. I be- 
lieve the responsibility for delayed justice 


cases, 


in tort cases can be attributed almost 
entirely to the jury system itself. 

“But even delay could be tolerated— 
though not readily—if the system were 
more often conducive to just and equit- 
able result. Observation and study of the 
system have convinced many that such 
results are all too rarely attained. 


Is Efficient in Theory 


“In theory, the jury system is efficient, 
involving a precise division of functions 
—the law for the judge, the facts for 
the jury. In practice, however, the divi- 
sion is not precise. The catchall device 
called the ‘general verdict’ swallows up, 
among other things, the principles and 
application of the law as expounded by 
the judge. 

“Though the 


jury is presumed to get 


New Officers Elected by 
Internat’! Counsel Assn. 


J As ROO. 


The International Association of In- 
surance Counsel at its annual conven- 
tion June 29 to July 1 at Chateau 


Frontenac, Quebec, Canada, elected the 
following new officers and executive com- 
mitteemen: 

President—J. A. Gooch, Fort Worth, 
Tex.; president-elect—Stz anley C. Morris, 
Charleston, West Va.; vice presidents— 


Robert L. Earnest, West Palm Beach, 
Fla. and William H. Hoffstot, Jr., Kan- 
sas City, Mo.; secretary—John A. 
Kluwin, Milwaukee, and treasurer— 
Charles E. Pledger, Jr., Washington, 
DC 

Executive committee—Forest A. Betts, 
Los Angeles; L. Denman Moody, 


Houston, and J. Mearl Sweitzer, vice 
president and general counsel, Employers 
Mutual Liability of Wausau, Wis. 





its law from the judge, it is the rather 
rare jury that actually ‘gets’ the law that 
the judge expounds. It is doubtful that 
in a single lecture any judge can actually 
impart to the jury the knowledge it 
needs for a fair and intelligent decision. 
The court’s charge has become in a large 
part a mere ritual, never comprehended 
by the jurors. 

“Even in the simple case, when the 
jury has a fair working conception of 
the rules, it can, by distorting the facts, 
arrive at the result which it h: appens to 
prefer. The reasons for the preference 
may actually be totally irrevelant, for ex- 
ample that the plaintiff is a poor widow, 
that the defendant is a wealthy corpora- 
tion, or is insured, or what not. 


Source of Reversible Error 


“To attempt by instructions to give to 
a jury in a matter of minutes a legal 
education (albeit limited), may be as 
futile as trying to teach a butcher in 
one easy lesson how to do an ap- 
pendectomy. It surprising that the 
appellate courts pay so much attention 
to instruction and reverse for even minor 
flaws in them. Instructions, it ‘appears, 
are the greatest single source of revers- 
ible error. 

“This may result in a vicious circle. 
Shifting metaphors, the judge, fearful of 
reversal, has to walk a tightrope. He 
must be careful to include the numerous 

(Continued on Page 32) 
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ROBERT E. BRODERICK DIES 


Superintendent of Burglary and Plate 
Glass Department, Century Indemnity 
Was Aetna Group Secretary 

Robert E. Broderick, secretary of the 
Aetna Insurance Group, died July 3 after 


a long illness. 

A native of New York City, Mr. 

3roderick attended New York Univer- 
sity and entered the insurance business 
in 1913 in the burglary department of a 
New York company. Three years later 
he joined another New York company as 
assistant superintendent of the burglary 
department. Mr. Broderick served with 
the 107th Infantry in the 27th Division 
during the first World War and after 
his discharge in 1919, went to Philadel- 
phia for a year. He returned to New 
York City to take a managerial position 
in the burglary and plate glass depart- 
ment of the Indemnity Insurance Co. of 
North America. 

Mr. Broderick joined the Century In- 
demnity Co., member of the Aetna 
Group, on August 15, 1927, and soon 
thereafter was made superintendent of 
the burglary and plate glass department, 
which he had headed ever since. He was 
elected department secretary in January, 
1941, and his advancement to assistant 
secretary of the casualty company in 
February, 1944, was followed by promo- 
tion to secretary two years later. He 
was made secretary of all group com- 
panies in February, 1951. 

His wite and a son, Robert E. 
erick, Jr., survive. 


Brod- 





Maryland Names Mee and 
Clement at Los Angeles 


Maryland Casualty Co. announces the 
appointment of John S. Mee as resident 
manager of its Los Angeles branch office. 
Mr. Mee, who came with the company as 
manager of the Los Angeles casualty de- 
partment, has been associate resident 
manager of that office since January. 

Arthur J. Clement, Jr., has been ap- 
pointed manager of the bond department 
of the Maryland’s Los Angeles office. 
Mr. Clement, who has been with the 
company since 1938 except for military 
service, formerly was manager of the 
bond department of the San Francisco 
branch office. 





American Surety Seeks to 


uell Holdups in Banks 


Bank holdups have again become so 
frequent that the American Surety Co. 
is sending every bank in the country a 
card of suggestions to help bankers make 


their institutions less attractive to 
bandits. This card is a revised up-to- 
date copy of the card originally sent 


banks in 1946. It suggests to banks many 
things they can do in discouraging hold- 
ups, during holdups and after holdups, 
and is based on the company’s ex- 
perience of over 60 years in investi- 
gating bank robberies. 

If the suggestions are followed and 
not allowed to fall into disuse, bank 
holdups will become less frequent, and 
when they do occur, less profitable for 
bandits, says the company. 


ROBERT R. GALLAGHER NAMED 

North American Reassurance has an- 
nounced the appointment of Robert R. 
Gallagher as assistant actuary. 





U.S. Guarantee-Federal 
Merger Now Concluded 


DIRECTORS’ BOARD ENLARGED 
Mobley, Chester, Parsons and Powell 
Are Elected Senior Vice Presidents 
of Federal; Other Officers Named 


The final steps of the merger of United 
States Guarantee Co. with Federal Insur- 
ance Co. were concluded at a meeting 
of the enlarged board of directors of 
Federal, July 1. The merger itself, which 
was approved without dissent and by a 
vote of more than 90% of the stock- 
holders of each company, was legally 
finalized as of the close of business, June 
30. At this meeting additional officers 
and new committees of Federal Insur- 
ance Co. were elected. 

Nathan Mobley, formerly president of 
U nited States Guarantee, was named 
senior vice president of Federal. Haw- 
ley T. Chester, J. Russell Parsons and 
Junius L. Powell were also named senior 
vice presidents. 

Additional officers elected at the meet- 


ing included James G. Cannon, Thomas 
R. Dew, Ernest W. Fields, Alexander 
Kerner, and George F. Meredith, for- 


merly vice presidents of United States 
Guarantee, who were named vice presi- 
dents, bonding department. Frederick W. 
Wrenn was elected vice president, fire 
department; and Walter R. Gher ardi 
and Henry A. Klahre were elected vice 
presidents, marine department. James 
M. Kelly, Jr., Alfred Powis, Jr., and 
Lamar C. Sledge were elected regional 
vice presidents in charge of the eastern 
department, the Canadian department, 
and the southern department, respec- 
tively. 
Named to Executive Committee 

Arthur M. Anderson, chairman of the 
executive committee of P. Morgan & 
Co., Inc.; Alexander C. Nagle, president 
of the First National Bank of the City 
of New York; Carrol M. Shanks, presi- 
dent of The Prudential; Howard C. 
Sheperd, president of the ’ National City 

3ank of New York, and Landon K. 
Thorne were elected members of the 
executive committee. Arthur M. Ander- 
son, Alexander C. Nagle, and Landon K. 
Thorne were elected members of the fi- 
nance committee. Hendon Chubb, chair- 
man of the board of the company, and 
Percy Chubb, 2nd, president of the com- 
pany, are ex- -officio. members of both 
committees. Arthur M. Anderson, Lewis 
A. Lapham, and Edmond J. Moran were 
elected members of the audit committee. 

At a meeting of the board of Vigilant 
Insurance Co., a wholly-owned subsidi- 
ary, Ward R. Cunningham, James M. 
Taylor, Charles A. Lane and W. Wallace 
Coyle were elected vice presidents. 





N. Y. Federation Elects 
Waters and Spaulding 


At its recent executive committee 
meeting the Insurance Federation of 
New York, Inc., elected William A. 


Waters of Hall & Henshaw, New York, 
and Claude T. Spaulding, Aetna Casu- 
alty & Surety, to the board. They suc- 
ceed respectively the late A. J. Unger- 
land and the late William A. Riordan. 

The executive board also decided that 
the Federation should conduct a vigorous 
— for new members this summer and 
a 
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Greater N. Y. Insurance 
Day Set for Sept. 22 


ANNOUNCED BY JEROME MILLER 





‘To Be Held Under Sponsorship of 
Greater N. Y. Brokers’ Assn. of Which 
He Is Pres.; Bohlinger on Program 





The first annual Greater New York 
Insurance Day will be held September 
22 at Biltmore Hotel, New York, under 
the sponsorship of the Greater New 
York Insurance Brokers’ Association. In 


4 





JEROME S. MILLER 


announcing this educational gathering, 
Jerome S. Miller, president of the asso- 
ciation, expressed the hope that all seg- 
ments of the insurance industry will join 
together to make it a successful, well at- 
tended function. 

“Practically every major city in the 
country has such an annual meeting,” 
said Mr. Miller, “and we feel that New 
York, too, should come forth with its 
own Insurance Day. Not only can it 
serve as a meeting place for the industry 
but will reach into the consciousness of 
the buying public. It is an ambitious 
undertaking but we are convinced that 
it is a necessary one at this stage of 
intra-industry relations and public rela- 
tions.” 

Mr. Miller said that Alfred J. Boh- 
linger, New York Superintendent of In- 
surance, has already accepted the asso- 
ciation’s invitation to be a_ principal 
speaker at the Insurance Day. The pro- 
gram calls for talks and panel discussions 
for all branches of insurance to be held 
from 10 a.m. to 10 p.m. The program 
will also include a room of exhibits— 
equipment of all types, films, the Aetna’s 
Drivorometer, fire fighting apparatus and 
products of the suppliers to the industry. 

The entire grand ballroom floor of the 
Biltmore and a large room on the lobby 
floor have been engaged to accommodate 
a large attendance. 

Admission to Greater New York Insur- 
ance Day will be by advance registration 
only, in order to make sure that all who 
wish to attend may be accommodated. 
Registration cards are being made avail- 
able in every insurance company office 
and in every insurance association office. 
The cost for the entire day’s program 
of talks, discussions, exhibits and films 
is only one dollar, and includes a large 
souvenir program. 

Full details of the speaking program 
will be announced shortly. 


R. J. BRAUNS IS PROMOTED 

Robert J. Brauns has been promoted 
to superintendent, bodily injury liability 
division of American-Associated Insur- 
ance Cos.’ head office claim department. 
Mr. Brauns has been a member of the 
head office claims staff since early 1951, 
serving first as claims examiner and 
later as field supervisor. 





New Executive Secretary 
The appointment of Florence DiLo- 
renzo as the new executive secretary of 


Greater New York Insurance Brokers’ 
Association was announced this week 
by Jerome S. Miller, president. Miss 
DiLorenzo was introduced to insurance 
newspaper reporters at a press confer- 
ence Tuesday. She has been an insur- 
ance broker for the past seven years and 
prior to that had three years of company 
experience. Her hobbies are horseback 
riding and aviation. 


IS AUTHORIZED IN CANADA 

Northwest Casualty Co. has been au- 
thorized by the Federal Department of 
Insurance, Ottawa, to carry on the busi- 
ness of sickness insurance in addition to 
the classes for which it is already regis- 
tered in Canada. 


STANDARD PROMOTES DRYDEN 

Lanier T. Dryden has been made as- 
sistant manager of the fidelity bond de- 
partment at the home office of the 
Standard Accident Insurance Co. of De- 
troit. 


Appoint Morse in Michigan 

The Employers’ Group Insurance Cos. 
announce the appointment of Arthur A. 
Morse as assistant resident manager of 
their Michigan department with offices 
at Detroit, effective August 1. 

Mr. Morse started his insurance career 
with the Employers’ Group’s home office 
in 1936, following graduation from the 
University of New Hampshire. His most 
recent positions have been superintend- 
ent of inland marine and agency super- 
visor at the companies’ Western depart- 
ment at Chicago. 
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The phenomenal growth of the chemical industry in this country 
can be attributed to a small group of men who have devoted their 


lives to the painstaking research necessary to the development of 
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new formulae and substance. 


Excess has, for years, served in the growth of reinsurance 


and, through experience, arranged contracts which adequately 


provide necessary protection. 
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N. J. Casualty Mgrs. 
Enjoy Annual Outing 


ERNEST E. EHLERS WAS MISSED 








Ray Clarke, Golf Chairman and Ralph 
Hawkins, Dinner Toastmaster; Many 


Golf and Door Prizes 





Under the chairmanship of Ray W. 
Clarke, American-Associated Companies, 
the Casualty Underwriters Association of 
New Jersey held its annual outing June 
30 at Echo Lake Country Club, West- 
field, N. J., with 100 members and friends 
attending. It was a perfect day for golf 
and as a result the tournament competi- 
tion was keen for attractive prizes which 
were awarded at dinner. 

Ralph W. Hawkins, New Amsterdam 
Casualty, retiring president of the asso- 
ciation, served as the evening’s toast- 
master and welcomed the special guests 
including three State Insurance Depart- 
ment officialsk—Bernard E. Hamilton, 
special Deputy Commissioner and mana- 
ger of the Compensation Rating & In- 
spection Bureau; Paul J. — Deputy 
Commissioner, and William . Johnston, 
chief rate analyst for cz nel lines. 
Ernest H. Babbage, retired vice presi- 
dent of Bankers Indemnity, also on hand, 
was greeted by old friends and so were 
Wallace Moorhead and Donald H. Den- 
ton, United States Casualty, and C. P. 
Cunningham, Zurich. Paul S. Parris, F. 
& D., who heads the Surety Under- 
writers Association of New Jersey, was 
also welcomed. 

Ernest E. Ehlers of the Travelers, a 
past president of the association, fully 
expected to attend and had, in fact, as- 
sisted Ray Clarke on outing arrange- 
ments. However, under doctor’s orders, 
he was operated on June 30 at Orange 
Memorial Hospital. Missed by many 
friends, those present authorized the as- 
sociation to send him a “get well quick” 
message. 

The evening’s enjoyment was enlivened 
by the tenor of William Moran, 
claim superintendent of Employers’ Lia- 
bility branch in East Orange, and the 
“observations” of a “foreign insurance 
executive,” introduced as Dr. Andre 
Tumer of Berne, Switzerland. Toastmas- 
ter Hawkins took the opportunity to 
recognize the 25th anniversaries of three 
members with their re spective companies 

-Ray Clarke, John A. O’Hea, National 
Surety Corp., and Milton J. Gimber, Fi- 
delity & Deposit. 

14 Golf Prizes and Two “Specials” 


In announcing the golf prize winners 


solos 


Chairman Clarke had the ready as- 
sistance of Nelson Patchett, Car & Gen- 
eral, newly elected president of the 


association, 
Group, a 
interest 


Rooney, Loyalty 
past president. Of particular 
was the special prize won by 
Larry McDonald, Employers’ Liability, 
for having been the first to send in his 
check for the outing, and the prize won 
by Ralph W. Hawkins for having the 
largest number from any one company 
seven from New Amsterdam Casualty 
being in attendance. The golf winners 


and John B. 


including those in the kickers’ handicap 
were as follows: 

Albert Grillo of Allison Adjustment 
Bureau; Dick Coolidge and Dave Myers, 
Aetna Casualty & Surety; Wallace 
Moorhead and Donald Denton, United 
States Casualty; Thomas A. Diebold, 
Glens Falls; Thomas Smith, Travelers; 
Andrew Nelson, American Casualty; 
Frank E. Schoner and Louis Vilella, 


Yorkshire Group; Charles Waglow, 
Royal-Liverpool Insurance Group; F. M 


Douglass, Car & General; Jack Faran, 
Hartford Accident & Indemnity, and 
Pierson Tator, Fireman’s Fund Indem- 
nity. 

Over 20 door prizes were drawn and 
New Amsterdam Casualty and Massa- 
chusetts Bonding men were the luckiest. 
Roy Jackman, Howard Hamilton and 


Thomas McCarthy were the Massachu- 
etts Bonding winners and the following 
New Amsterdam men drew prizes: Al 
Guenther, Harold Hunt, Ralph Hawkins, 
George Taylor. Other winners were 
Patrick Kelly, Ohio Casualty; William 


KENTUCKY COMP. RATES DOWN 





Reduction Averaging 9.3% Due to Im- 
proved Experience According to In- 
surance Commissioner Goebel 

A 9.3% average reduction in Kentucky 
workmen’s compensation insurance rates 
is announced by State Insurance Com- 
missioner S. H. Goebel. 

Applicable to both new and renewal 
business, the reduction will result in 
savings of approximately $725,000 a year 
to affected firms, he added. 

The revised rates apply to manufactur- 
ing, contracting and other types of in- 
dustry. Mé anufacturing firms will get a 
decrease of 12.7%, contracting firms 4.1% 
and all others an average of 11.5%. 

“The reduction is due to improved ex- 
perience obviously resulting from the 
cooperation of employers and employes 





in the practice of safety,” Mr. Goebel 
said. 

Rogers and George Schmitt, Loyalty 
Group; Percy A. S. Rogers, United 


States F. 
Casualty 


& G.; Ralph Jameson, Aetna 
& Surety; Ralph Van Duyne, 
Travelers; C. J. Collins, Standard Acci- 
dent; Thomas Fazzio, National Surety 
Corp.; Richard Scheurman, Pacific Em- 
ployers; Samuel H. Reiter, American In- 
surance Co.; Gilbert Mann, Home In- 
demnity; Richard LaV ecchia, American- 
Associated Cos.; Ray Sutton of Sutton 
Inspection Bureau; John J. Murphy, Re- 
tail Credit Co., and Edgar J. Cook of 
Newark Inspection Service, Inc. 


APPROVE MERIT RATING PLAN 


Massachusetts House Passes Bill, Already 
Approved in Senate; Advocated by 
Governor; Details To Be Decided 

A bill providing for the establishment 
of a merit rating system for compulsory 
insurance in Massachusetts, was passed 
by the Massachusetts House of Repre- 
sentatives June 27 after having been 
approved earlier by the State Senate. 

Under the bill, which was advoc ated 
by Governor Herter, drivers with acci- 
dent records and those convicted of 
serious traffic law violations will accumu- 
late demerit points to a figure yet to 
be set, and then would be assessed a 
surcharge on the compulsory insurance 
rate for the district where they reside. 
The surcharge, however, would be uni- 
form throughout the state. 

The bill provides that all money de- 
rived from surcharges on poor drivers’ 
insurance premiums must be applied 
toward reducing the rates charged op- 
erators with good driving records. The 
bill also provides for revocation of 
licenses of drivers accumulating sufficient 
demerit points. 

Details of the point or demerit system 
will be set up by the State Registrar of 
Motor Vehicles after consulting with a 
12-member, unpaid State Highway Safety 
Committee provided for by the bill. 

The bill also includes provisions for an 
assigned risk plan to make motor vehicle 
liability insurance available to those who 
could not otherwise obtain it. 
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THIEVING is 


It is a fact that there are more bur- 
glaries than fires in the United States 
and it is estimated that 47 burglaries 
occur every hour, 
not been made sufficiently aware of 
the need for burglary insurance. Here 
is protection everyone needs. Stealing 
cannot be stamped out, but the resultant 
loss can! Friendly, aggressive under- 
standing of burglary problems, com- 
bined with the means to solve them, are 
valuable tools in any agent's kit, and 
an excellent reason to sell a burglary 


policy today and every day. 











yet the public has 
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GENERAL BUILDINGS 


PHILADELPHIA 


Issues New Booklet on 
Disability Insurance 

RESEARCH COUNCIL REPORTS 

Sees Continuing Controversy on Com- 


pulsory Laws; 6,800,000 Insured in Pri- 
vate Plans Under Three State Laws 





Continuing controversy on the need for 
compulsory disability insurance was high- 
lighted by consideration of more than 
30 bills in 11 states this year, according 
to a report, Disability Insurance—1952, 
just released by the Research Council 
for Economic Security, Chicago. 

The only one of these bills to pass 
called for a study of the need for a dis- 
ability fund in Minnesota. No state has 
adopted a disability insurance program 
since 1949, but the continued submission 
of bills in each legislative session indi 
cates that interest in such legislation has 


not ceased. 
At the present time only California, 
New Jersey, New York and Rhode 


Island have disability insurance programs 
in operation, and the Railroad Retire- 
ment Board administers such a program 
for railroad workers. Weekly benefits 
under these programs with the exception 
of New York, are similar to those paid 
to unemployed workers under unemploy- 
ment compensation. Benefits range up to 
$30 under the state programs and $37.50 
under the railroad program, and are 
generally payable for up to 26 weeks. 


6,800,000 Insured in Private Plans 


At the end of 1951, according to the 
Research Council’s report, 43 million 
workers were covered by insurance pro- 
viding weekly indemnity or cash sickness 
benefits, or some form of paid sick leave. 
This figure represented 71% of the em- 
ployed labor force and 69% of the total 
labor force. Of the total, about 3,600,000 
were insured under the state plans in 
Rhode Island, California and New Jer- 
sey, and the railroad program, and 6,800,- 
000 were insured in private plans under 
provisions of the state laws in California, 
New Jersey and New York. 

During the last four of the odd-num- 
bered legislative years, including 1953, 
the report points out, the largest number 
of bills have proposed the extension of 
unemployment compensation to provide 
for temporary disability compensation. 

In releasing the report, Gerhard Hirsch- 
feld, director of the Research Council, 
stated: “While labor groups generally 
prefer such state-operated programs, a 
large segment of business and insurance 
believes that the state monopoly plan 
interferes with the development of vol- 
untary or private plans principally under- 
written by commercial insurance compa- 
nies. We have observed that wherever 
there has been a substantial amount of 
coverage under voluntary or private 
plans, there has apparently been effec- 
tive pressure not to adopt the state 
monopoly plan. We have found that 
important factors in determining whether 
there will be an extension of compulsory 
legislation are the rate at which em- 
ploye benefit plans are adopted and the 
extent to which they cover workers in 
small establishments.” 

The Research Council for Economic 
Security is a non-profit organization 
engaged in research into social and eco- 
nomic problems. 


Employers’ Group Makes 


Promotions in Connecticut 


John W. Cookson, who has been Con- 
necticut branch manager in the Employ- 


ers’ Group New England department 
since 1950 and with the group since 


1936, has been promoted to an executive 
post in the Boston home office, effective 
July 1. He is succeeded by Thomas F. 
Lomasney, who has been state agent for 
the Employers’ Fire in Connecticut. 

In turn, Kenneth M. Wickett, special 
agent in that state, has been promoted 
to the post of assistant manager of the 
Connecticut branch. It is located at 132 
Temple Street, New Haven. 
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Continental Assurance Puts on the 


Market New Non-Can. A. & H. Series 


Continental Assurance Co. of Chicago 
has put on the market a new series of 
non-cancellable accident and health in- 
surance policies, based on a new partici- 
pating rate structure and using a con- 
densed and simplified occupational rating 
system consisting of only three classifica- 
tions. 

Coincident with the introduction of 
the new policies, Continental has in- 
creased its writing limit from $250 to 
$300 and boosted its participation limit 
to $750. The full line of contracts will 
be available to insurance brokers through 
the company’s branch offices and general 
agents. 

In marketing its non-cancellable poli- 
cies the Continental intends to push 
energetically for so-called “blue-shirt” 
business in addition to covering the busi- 
ness and professional fields. The com- 
pany is convinced that the immense gains 
scored by wage earners make of them 
a promising non-cancellable market. To 
facilitate operations in this “blue shirt” 
area, indemnities up to $150 in prime age 
brackets will be written non-medic ally, 
except in connection with the policy giv- 
ing indemnity limits for 10 years. 

Features of New Contracts 

Under the new setup, indemnity limits 
covered by three basic policies are two, 
five and 10 years. Lifetime accident cov- 
erage is part of the basic 10-year policy, 
and is available on the two five-year 
policies at moderately higher rates. A 
wide range of elimination periods is 
used, from first-day accident and 15th 
day sickness to 90 days on both accident 
and sickness. In the interest of simplicity, 
basic rates are adjusted through the 
medium of reductions for the longer 
waiting periods. 

Recognizing the heavy burden of 
present-day medical care, the company 
has made liberal provision for hospital, 
nursing and surgical expenses. Optional 
benefits are not tied to monthly idemni- 
ties. Hence, maximum $15 daily hospital 
benefit, 120-day limit, may be purchased 
in combination with the minimum $100 
monthly income. Nursing and_ surgical 
maximums are $15 daily and $300 re- 
spectively. 

As a final major indemnity in the 
schedule-type policies, Continental offers 
accidental death benefits up to $50,000 
in classes 1 and 2, with $10,000 the limit 
in certain more hazardous occupations. 

Strived for Simplicity and Clarity 

Constant objective of technicians who 
drafted the new policies was to achieve 
highest standards of simplicity and 
clarity so as to make the contract un- 
derstandable to the man who buys it. 
As a result such terminology is used as 

“This policy provides indemnity for 
specified losses resulting from injury or 
sickness to the extent herein provided.” 
Terminz il age is treated in this manner 

“The company guarantees the insured 
the right to renew this policy for further 
consecutive premium intervals not to ex- 
tend beyond the date on which the in- 
sured becomes 65 years of age.” 

Participating Feature of Contracts 

Continental regards as “a foremost in- 
novation” the participating feature of its 
non-can. contracts, being worded pre- 
cisely the same as a participating life 
policy. Dividends available at the end of 
the second policy year and thereafter 
may be used to reduce premiums or ac- 
cumulated at 24%% interest. Accumulated 
junds, in principle, ultimately may be 
made to lengthen the usual 30-day grace 
Period for the policy provides that ‘ 
dividend deposits . . . will be applied to- 
wards the payment of all or part of such 
premium.” Should dividend deposits be 
used to prevent lapse, they may be repaid 
at the option of the policyholder when 
he resumes payment of premiums. 

As a further service to policyholders 
who may wish to have a “paid up” non- 
can, policy, the company will accept pre- 


miums in advance, discounted. 

The Continental believes that mastery 
of the new series has been made easy 
for producers by reason of the fact 
that basically the non-can. policies use 
identically the same schedule and _ pro- 
visions. The minor differences, it is ex- 
plained, are solely for purposes of 
measuring out protection to cover two 
years, five years or 10 years. As a result 
the company used in its producers’ kits 
only one master specimen which suffices 
for all three contracts. 

It is further believed that all advanced 
features of liberal A. & H. protection 
are embodied in the contracts. Reduced 
earnings will not reduce benefits. House 
confinement is not required. There is no 
limit to number of claims. Policies are 
incontestable after two years both as to 
statements made in applications as well 
as pre-existing diseases. 

Public announcement of the new poli- 
cies was withheld by the Continental 
until the new line had been introduced to 
general agents and branch managers 


National of Phila. Offering 


New Franchise Policies 

In conjunction with the observance of 
a company’s 50th anniversary, two new 
A. & H. franchise plans are announced 
- J. B. Treusch, vice president, National 
Accident & Health Insurance Co. of 
Philadelphia. 

Known as the employe benefit plans, 
the coverage may be purchased either on 
an occupational or non-occupational 
basis by business firms employing five or 
more employes between the ages of 16 
and 70. The new plans provide weekly 
disability benefits, a principal sum for 
accidental death and dismemberment, and 
and a non-disabling injury benefit up 
to the amount of one weekly indemnity. 
House confinement is not required during 
sickness disability. 

The basic coverage can be supple- 
mented with hospital and surgical ex- 





through the medium of a series of re- 
gional meetings under the direction of 
Harlow G. Brown, vice president, in the 
east; Robert B. Hamor, midwest super- 
intendent of agencies, and John T. 


Grant, Pacific Coast superintendent of 


agencies. 


pense riders to provide daily room bene- 
fits up to $10 per day, reimbursement for 
hospital extras up to $100, and surgical 
is coverage up to $100, $150, or 
$200, according to schedule, for opera- 
tions performed in or out of the hos- 
pital. 

The employe benefit plans, according 
to Mr. Treusch, offer maximum flexibility 
in that disability income is payable up 
to 13, 26 or 52 weeks on each period 
of disability with a choice of three op- 
tional elimination periods on either the 
occupational or non-occupational basis. 
In the event an employe insured under 
the plan terminates his employment to 
seek employment elsewhere, he can con- 
tinue the coverage on an_ individual 
basis at the same rate of premium. 


Named at Rochester, N. Y. 


Mary Donlon, chairman of the New 
York State Workmen’s Compensation 
Board, announces the appointment of 
3enedict I. Miller, Rochester, as district 
administrator of the board’s Rochester 
office. Mr. Miller has served as a board 
referee since 1943. He succeeds the late 
Joseph J. O’Brien as district administra- 
tor. He is a graduate of the University 
of Rochester and of Harvard University 
Law School. 
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Samuel J. Rosenfeld (right), 
Washington, D. C., discusses new Life cases with a staff member 
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2600 Connecticut Ave., N.W. 


General insurance man Samuel Rosenfeld says, “I sell Life 


ing more, too.” 
Improve your service — and your income. Sell Prudential Life! 


. . . and through Prudential’s Life Department plan, I offer 
my clients an improved, more complete service . . . and I’m earn- 


RS ee eee in THIS COUPON <= =< = = == nee 
| To: Brokerage Service, The Prudential, Newark 1, N. J. { 
Show me how Prudential’s LIFE DEPARTMENT plan will improve my general insurance business. 
helena a bs ra waeta im siouaen sane sae pe nee and Maekuriebadepweseh eeaaeeaeaenaes te 
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HOME OFFICE: 
NEWARK, N. J. 


CANADIAN HEAD OFFICE: 
TORONTO, ONT. 


The Prudential 


INSURANCE COMPANY OF AMERICA 


a mutual life insurance company 


HOUSTON, TEXAS 


SOUTHWESTERN HOME OFFICE: 


WESTERN HOME OFFICE: 
LOS ANGELES, CALIF. 
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Motor Accident Program 
Is Further Expanded 


BOATE MAKES ANNOUNCEMENT 





Six More New York Cities Request Aid 
of Insurance Industry Committee; 
Three Technical Experts Named 


Further expansion of the program of 
the Insurance Industry Committee on 
Motor Vehicle Accidents aiding cities in 
New York State in strengthening their 
highway safety efforts has been an- 
nounced by Thomas N. Boate, the com- 
mittee’s program director, who is mana- 
ger of the accident prevention depart- 
ment of the Association of Casualty & 
Surety Companies. 

Six more cities have accepted the 
committee’s offer of impartial outside 
assistance, Mr. Boate said, bringing to 
16 the total of New York State munici- 
palities participating in the program. The 
latest group includes Utica, Rome, Au- 
burn, Little Falls, Saratoga Springs and 
Jamestown. 
~ He also announced that Edward R. 
Curtis, Cooperstown attorney, former 
justice of the peace of the town of 
Otsego and at present first vice president 
of the New York State Magistrz ites As- 
sociation, has joined the committee’s staff 
as field representative. Mr. Curtis will 
help the cities participating in the pro- 
gram to analyze and evaluate the traffic 
ordinances and consult with traffic courts 
in combatting increased accidents and 
also will aid communities in organizing 
public support of accident prevention 
activities. He has had wide experience 
in the enforcement of traffic laws and 
the disposition of traffic cases in the 
courts. 

Off to Flying Start 

Mr. Boate declared the program to 
help New York cities attain greater 
traffic safety is now “off to a_ flying 
start” with 16 cities requesting i 
ance to date and a staff of three tech- 
nical experts ready to assist municipali- 
ties in vigorously attacking their acci- 
dent problem. The cities which had pre- 
viously requested aid from the commit- 
tee, include Amsterdam, Beacon, Bing- 
hamton, Gloversville, Hudson, Johns- 
town, Middletown, Port Washington, 
Schenectady and Yonkers. 

Other members of the committee’s staff 
administering its program are Robert J. 
Allen, chief traffic engineer in charge 
of field operations, and Lieutenant Wil- 
liam H. Franey, former Syracuse Police 
Department traffic specialist, who is a 
field representative analyzing the needs 
of cities in traffic control and enforce- 
ment. They are recognized authorities 
in their specialized fields of traffic en- 
gineering and enforcement, Mr. Boate 
said. 

Mr. Curtis, a native of Rochester, has 
practiced law in Cooperstown since 1935. 
He completed his pre-law education at 
New York University in 1932 and was 
admitted to the bar in 1935 following his 
graduation in that year from Brooklyn 
Law School. 

Cooperstown C. of C. President 
He served as president of the Coopers- 
town Chamber of Commerce and is now 
treasurer of the Northern Otsego County 
Chapter of the Red Cross. He also was 
a member of the New York State Bar 
Association’s committee on justice courts 
in 1949 and 1950. Last year he was 
elected first vice president of the New 
York State Magistrates Association, 
which includes the state’s magistrates, 
justices of the peace, city and police 
judges among its members. From 1947 
to 1952 he was a justice of the peace in 
the town of Otsego, where he handled 
numerous traffic cases. 

“I have seen in my court experience 
all of the havoc that can be wrought 
to lives and property by careless and 
irresponsible drivers,” said Mr. Curtis 
when he started his new duties this 
week. “Proper justice for them is one 
of the mainstays of true accident preven- 
tion work. I am happy to have a part 


assist- 


in assisting the cities of New York State 
in upgrading their traffic 
traffic ordinances.” 


courts and 


Continental’s Assn. Group 


Division Promotes Five 

To keep step with a fast pace of 
growth and increasing demands for serv- 
ice, the association group division of 
Continental Casualty has promoted sev- 
eral key y men to posts of greater respon- 
sibility. Paul S. Fisher, superintendent 
of the division, announces the following 
who have been so recognized: 

“Richard J. Donaldson, who served 
originally as a field supervisor, later as 
regional manager of association group 
activities in New York City office and 
for the past two years as sales manager 
in the home office, has been promoted 
to assistant superintendent of the asso- 
ciation group division. This new post 
was created to help carry the additional 
responsibilities that accompany our rapid 
growth. 

“Ted E. Snyder, who joined our or- 
ganization about a year ago as assistant 
sales manager, has been promoted to 
sales manager "and will have direct re- 
sponsibility for the development of new 
business. 

William E. Head, who also came to the 
association group division about a year 
ago, has been promoted to assistant 
sales manager. He will work mostly in 
the field, assisting agents with the in- 
stallation of new cases and supervising 
re-enrollment campaigns. 

Peter D. Jans, Jr., who has been a 
special agent for association group for 
the past two years, is now home office 
group service representative. His activi- 
ties will be largely devoted to liaison 
work between the agents and the home 
office in planning and cz arrying out con- 
tinued sales promotion and business 
building. 

Richard E. Irwin, former agency su- 
pervisor, has been advanced to regional 
manager of association group activities 
in the South with headquarters in New 
Orleans. He will be in charge of servic- 
ing present accounts and developing new 
business in the South from North Caro- 
lina to Texas. 


USING 6-MONTH AUTO POLICY 
American Casualty of Reading Meets 
Competitive Demand for It in 35 
States; for P. P. Cars Only 

In response to the demand from areas 
where competition demands a short-term 
private passenger automobile policy, the 
American Casualty of Reading is now 
writing a six-month B.I. and P.D. policy 
in 35 states where it has been approved. 
They are as follows: 

Arizona, Arkansas, California, Colo- 
rado, Connecticut, Delaware, District of 
Columbia, Florida, Georgia, Idaho, In- 
diana, Iowa, Kansas, Kentucky, Michi- 
gan, Minnesota, Mississippi, Montana, 
Nebraska, Nevada, New Mexico, North 
Dakota, Ohio, Oklahoma, Oregon, Penn- 
sylvania, South ¢ Carolina, South Dakota, 
Tennessee, Utah, Vermont, Washington, 
Wisconsin, Wyoming, and Territory of 
Alaska. 

It is explained in the July “American 
Arrow,” the compiz iny’s house organ, th: ut 
the premium for this short- term policy is 
50% of the annual rate “so there is no 
cost penalty involved for the policyholder 
who prefers the six-month coverage.’ 

Since the six-month contract is de- 
signed for private passenger cars, it may 
not be used for (1) assigned risk plan 
policies; (2) automobile fleets; (3) risks 
subject to the experience rating plan; 
(4) risks subject to audit; (5) risks sub- 
ject to the security requirements of any 
motor carrier law; (6) risks classified as 
public automobiles. 

Upon expiration, a renewal certificate 
is used by American Casualty instead 
of a policy, “in the interests of keeping 
clerical detail and handling cost at a 
minimum.” 


WANT HEALTH PLAN IN CANADA 
The Progressive Conservative Party, 
Canada’s second largest political party 
and official opposition in Parliament, has 
announced part of its platform for the 
10th of August general election will call 
for contributory health insurance in co- 
operation with the provinces. 
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Conklin, Plettner Promoted 


Earl Conklin, Jr., has been transferred 
from American-Associated Insurance 
Cos.’ head office surety division to be- 
come supervisor, bond-burglary under- 
writing at the Cincinnati branch. Robert 
Plettner, formerly surety underwriting 
supervisor at Cincinnati, has already 
moved to Saint Louis to take over the 
duties of a supervising underwriter in 
the head office surety division. 


Thompson Succeeds Ricketts 

William M. Thompson, Jr., office 
manager in the Philadelphia office of the 
Employers’ Group Insurance Cos., with 
the companies since 1933, has been pro- 
moted to the position of manager of 
the District of Columbia branch office 
effectve July 15. He replaces G. Walter 
Ricketts, who is being transferred to the 
Charlotte, N. C. office, in the capacity of 
chief underwriter. 


Murphy on Jury System 
(Continued from Page 28) 


rules relating to credibility of witnesses, 
presumption, circumstantial evidence, de- 
grees of proof, the weight or sufficiency 
of evidence and cautionary instructions. 
Farley points out that instructions must 
be neither broader nor narrower than 
the pleadings nor suggestive of issues 
not raised thereby. Care must be exer- 

cised not to assume the existence or non- 
existence of any facts, and there must 
be no omission or exclusion of any issues 

theories or defenses, even though the 
evidence is very slight; and the whole 
must be so balanced as neither to give 
undue prominence to particular evidence, 
theories or issues , nor to call specific at- 
tention to the claims on one without ad- 
vertising to the corresponding claims of 
the other party. The task of the judge is 
not made easier by the practice of some 
lawyers who request a large number of 
instructions in the hope that the judge 
will refuse a few of them, reversible in 
nature. 

Cannot Grasp Meaning 

“Quite usually, the technical nature of 
the instructions makes it impossible for 
even the most intelligent jurors to grasp 
their meaning. But ignorance of the law 
does not necessarily handicap the jury 
in its verdict-mz iking process. It is not 
always interested in what the law is, but 
often is interested in what, according to 
to its views, the law ought to be.” 

Mr. Murphy said that what many con- 
sider an even more serious shortcoming 
of injuries is that they are not particularly 
well qualified to determine even the facts. 
He said he never had heard anyone sug- 
gest that jury deliberations be conducted 
in public and that he was making no 
such suggestion himself but that the re- 
sults of open deliberation would be most 
interesting. 

“The jury system,” he said, “is said to 
be a safeguard against the prejudiced 
judge. But prejudice is a much more 
significant ingredient of jury verdicts.” 

Are Futile With Jury 

Mr. Murphy said that every lawyer 
knows that logical reasoning and legal- 
istic argument are almost certain to be 
futile with the jury. The successful 
tactics, he added, “are those which in- 
fluence the emotions, arouse sympathy, 
pity or animosity. The colored pictures 
of injuries, the artificial limb passed 
among the jurors, the graphic descrip- 
tions of excruciating pain, hypnotize the 
jury to believe that the defendant is a 
criminal and even the most credible evi- 
dence of his innocence may be of no 
avail. 

“Frequently, the oratory of jury 
lawyers has its sole target the jury’s 
emotions. Many of us know lawyers who 
are frustrated or merely diverted actors, 
for whom the trial serves as an outlet 
for repressed Thespian talents.” 

Mr. Murphy said the jury system is 
said to add flexibility to the law but it 
does more—it makes the law uncertain 
and unpredictable. 
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Convention Billed as “Greatest A. & H. 


Show on Earth”; 


Attracts Over 400 


U. N. Ambassador Wadsworth Featured Attraction on First 
Day With Korean Talk; Chicago Mayor Extends Wel- 
come; Barrett Gives “Open Door” Policy 


The annual convention of the Interna- 
tional Association of Accident & Health 
Underwriters, June 28 to July 1, at Edge- 
water Beach Hotel, Chicago, got off to 
a good start with production leaders from 
all parts of the country attending, ready 
and eager to witness what was billed in 
advance as “the greatest A. & H. show 
on earth.” Registration topped 360 on 
Monday, June 29, and went over the 400 
mark the following day, a record for 
these meetings. 

Two prominent Chicago agents—Albert 
H. Wohlers of Youngberg-Carlson Co., 
Inc., and Earl H. Montgomery of Moore, 
Case, Lyman and Hubbard, both of whom 

















IRVING G. WESSMAN 


have served as presidents of the Chi- 
cago A. & H. Association, took leading 
roles at the first session. Mr. Wohlers, 
who was convention co-chairman, pre- 
sided and introduced John G. Galloway, 
Birmingham, Ala., this year’s president 
of the International Association who 
represents Provident Life & Accident. 
Later on in the morning Mr. Mont- 
gomery had the honor of introducing 
Robert E. Barrett, Illinois director of 
insurance, 

Barrett on Illinois Insurance Code 

Director Barrett created consider- 
able interest in his talk when he said 
that the Illinois insurance code was in 
many respects more stringent than that 
of New York. He explained that the 
Illinois theory of regulation is company 
self-regulation. He assured his audience 
that the Department will continue to 
maintain an “open door” policy and that 
small companies operating in the state 
will get an even break. 

Mr. Barrett created no little interest 
at the outset of his talk when he singled 
out the well known MacArthur brothers 
in referring to the achievememts of 
domestic companies in Illinois. He 
thought that a colorful insurance story, 
worthy of newspaper headlines, could be 
written around Alfred Mac Arthur, board 
chairman of Central Standard Life, and 
John MacArthur, president, B ankers Life 
& Casuz ilty. They have both done re- 
mark ibly well in building their respective 
companies. Mr. Barrett, impressed by 
the goal of $100 million in 1953 premiums 
set by Bankers Life & Casualty, re- 
marked: “On what pork chops does this 
Caesar feed that he had grown so big?” 

Room-Hopping Panel Discussions 

Following Mr. Barrett’s remarks the 
convention delegates took their pick of 
four panel discussions, scheduled for the 
morning, each featuring a particular type 
of A. & H. coverage. This was an ex- 
periment in room- hopping, permitting 
delegates to attend the sessions they con- 
sidered the most vital. It worked out 
reasonably well and will be continued at 


the 1954 annual meeting. However, it 
was tough going for trade journal re- 
porters to try to get adequate coverage 
on sessions which ran concurrently. Sub- 
jects discussed and their moderators 
were as follows: 

Special risks and aviation accident cov- 
erages—Alfred H. Smith, Jr., Marsh & 
McLennan, Chicago; commercial and 
monthly premium division coverages— 
Ralph Garrity, Hartford Accident & In- 
demnity; agency management, office de- 
tails and service—Earl W. Montgomery 
of Moore, Case, Lyman & Hubbard; 
group A. & H. and association group 
business—Clayton F. Lundquist of Lamb, 
Little & Co., Chicago. 

Wessman Introduces Ambassador 

Wadsworth 

Mayor Martin H. Kennelly of Chicago 
showed up for the luncheon and gave a 
fine welcoming address, being introduced 
by L. D. Cavanaugh, president, Federal 
Life. 

Luncheon speaker was James J. Wads- 
worth, Deputy United States Ambassa- 
dor to the United Nations and Security 
Council, a veteran of 16 years in govern- 
ment service. Irving G. Wessman, sec- 
retary, Loyalty Group Companies and 
co-chairman of the convention, intro- 
duced the Ambassador and was in fine 
form in so doing. He pointed to Mr. 
Wadsworth’s work as acting adminis- 


trator of the Federal Civil Defense. Ad- 
ministrator prior to his U.N. appoint- 
ment; his job as special Congressional 
liaison assistant to Paul G. Hoffman, 
ECA administrator; his ten years of 
service in the New York State legisla- 
ture, and his activity in private business 
as a war-time industrial relations mana- 
ger for Curtiss-Wright Aircraft Co. 

Selecting the Korean conflict as the 
subject of his address, Ambassador 
Wadsworth declared that American lives 
may have been lost needlessly in Korea 
because of government policies which re- 
quired other free nations to arm and 
supply troops they sent to Korea. He 
brought out that early in the Korean 
war at least three U.N. nations offered 
to send larger forces to the battle zone 
if the United States would equip or 
maintain them. However, this govern- 
ment, then under Democratic control, de- 
cided that countries sending troops to 
Korea would have to support them with- 
out the help of the United States. 

According to Mr. Wadsworth, “a com- 
paratively small outlay of dollars at that 
time might have saved American lives 
in subsequent fighting.” In fact, bigger 
Allied forces might have replaced “more 
than a division” of American soldiers, he 
said. 

Says “the Rule Still Stands” 

The speaker was not certain whether 
the White House, the Chief of Staff or 
the Secretary of Defense made the orig- 
inal decision to withhold financial aid, 
but he added that the rule still stands. 
In this connection, he indicated that 
President Eisenhower is aware of the 
situation. 

Mr. Wadsworth estimated that U.N. 
help in Korea, which now amounts to 
10%, could be boosted to 20 or 30% if 
the United States would pay for equip- 
ping and maintenance of the additional 
forces. At present South Korea provides 
52% of the combat troops; the United 
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ALBERT H. WOHLERS 


States 38%, and other nations, 10%. He 
figured that the percentages from other 
U.N. countries propably bould be boosted 
to 20 or 30% if the United States would 
give the needed financial assistance. 

The speaker further told the A. & H. 
underwriters that the U.N. organizations 
is actually a form of peace insurance 
which costs each American taxpayer 
about 16 cents a year. 

Henry Cabot Lodge, Jr., chief United 
States Representative to the U.N., orig- 
inally had been scheduled to address 
the International Association’s conven- 
tion but the press of U.N. business 
caused him to send Mr. Wadsworth in 
his place. Reporters at the convention 
were given an opportunity to interview 
Mr. Wadsworth and his speech was put 
on the United Press wires for country- 
wide dissemination. 

Five More Panel Discussions 

The luncheon was followed by five 
more panel discussions, each operating 
under its own steam. Subjects and mod- 
erators were as follows: 

Non-cancellable A. & H. catastrophic 
coverage—George J. Mauloff, Jr., Marsh 
& McLennan; franchise and wholesale 
A. & H.—Donald C. McVey of Meeker- 
Magner Co.; A. & H. agency advertising 
and multiple line agency advertising; 
leads for agents, sub-agents and _ solici- 
tors—Ernest T. Luehr of Parker, Ale- 
shire & Co.; A. & H.. underwriting, 
claims and substandard risks—Roy A. 
MacDonald, Health & Accident Under- 
writers Conference, and hospital insur- 
ance—individual, family and group—W. 
Clement Stone, ‘Tr., Combined Insurance 
Co. of America. 

The agency management panel discus- 
sion, well attended because of the keen 
interest in the subject, may well be re- 
garded as an example of industry par- 
ticipation. From the views expressed by 
six panel leaders the following ques- 
tions and answers were framed. The 
leaders included W. G. Alpaugh, Jr., 
Inter-Ocean; John B. Lambert, Mutual 
of Omaha manager in Cleveland; E. H 
“Count” Mueller, Provident Life & Acci- 
dent in Milwaukee; Charles B. Stumpf, 
Illinois Mutual Casualty in Madison; 
Edward G. Udry, Commercial Insurance 
‘o., Denver, and Thomas J. O’Neil, Cen- 
tral Standard Life, Monmouth. 

1. How do you determine an agent’s 
accident and health ability ? 

A. By working with him, and watching 
his progress. One point stressed on this 
question was that of instinct—some men 
could tell an agent’s ability by merely 
talking with him and trying to learn 
just what his feeling are towards the 
selling of accident and health. 

2. What should the relationship be be- 
tween agents and management for pro- 
duction ? 

A. The most important thing is: Have 

(Continued on Page 39) 
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Gilneas Reports Record Year for 
International A. & H. Association 


Decries Recent Trends in Group Insurance Field; Says Associa- 
tion Group Has Violated Principles of Sound Under- 
writing and Abused Its Premises of Service 


Retiring President John G. Galloway, 
in his presidential address before the 
annual meeting of the International As- 


sociation of Accident & Health Under- 
writers at Chicago July 1, reported that 
during the year he had embarked on a 
TVA program of his own without benefit 
of Government financing—travel, visita- 
tion and address. Mr. Galloway, Provi- 
dent Life & Accident Co. general agent 
at Birmingham, Ala., said he had traveled 
35,158 miles, addressing associations in 
30 states and two provinces of Canada, 
in addition to a number of company 
organizations. 

Mr. Galloway said that 
tional Association now has 
membership in its history, 
creased its membership by 
increased the number of 
from 8&8 to 97 and established six new 
state associations. Declaring that the 
association is on the threshold of its 
greatest opportunity and expansion, Mr. 
Galloway said: 


the Interna- 
the largest 
having in- 
over 1,000, 


associations 


Fastest Growing Segment of Industry 


“Our business is the fastest growing 
segment of the great insurance industry. 
We agents are in better financial condi- 


tion today than ever before. The public 
is more aware of the need of what we 
sell. The companies provide us with 
more to sell and a better measure of 


service to the public in more liberal poli- 


cies and better claim service. The field 
of opportunity is enlarging with new 
coverages, such as special risks, over- 
age, catastrophic and impaired risks. 
More and more life companies are join- 
ing in this field of rich endeavor, thus 


bringing more agents into this field. We 
must take advantage of these opportuni- 
ties and provide a greater measure of 
service as an association. We must en- 
large our projects, raise our sights, pene- 
and 


trate more areas geographically, 
fortify ourselves for stronger leadership 
and inspire more confidence in the 
agency field. 

“As agents we must recognize our 
rightful place in this great free enter- 


prise system and assume our inescapable 
responsibility of better public relations. 
We must convince the public and prove 
to it the merit of our hire. We must 
teach our clients and prospects the value 


of our services and what we and our 
companies can do for them. We must 
start talking to them of what we and 
our companies are contributing to so- 
ciety and do less talking about how 
much money we have and our assets. 
We must steer their thinking away from 
the socialistic ideology of paying for 
everything and get back to the funda- 
mentals of insurance and its primary 


purpose—to relieve financial hardships. 
We must boldly proclaim the philosophy 
of free enterprise and discourage social- 
istic schemes and non-profit thinking. 
We must stand prepared to provide ade- 
quate protection against ruinous losses 
and not just provide a scheme for hos- 
pitals and doctors to collect some of their 
bills. We must re-educate doctors and 
hospitals that insurance companies and 
agents are entitled to make a reasonable 
profit. We must establish better relations 
with doctors and hospitals and the buy- 
ing public. 

“You the 


agent can do this and only 





derwriters. 


health industry. 


insurance protection. 
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Congratulations . . . 


To John Galloway, president, 
officers and staff of the International 
Assn. of Accident and Health Un- 


Your accomplishments during the past year have contributed 
greatly to another period of real progress for the accident and 
The Association is one of our best instru- 
ments for furthering the progress of the accident and health 
producer and, consequently, the growth of voluntary disability 


It is a source of extreme pleasure to us that a member of our 
own company has had such an important part during the past 
year in heading such a worthy undertaking. 
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you can do it effectively. Your company 
is judged by the agents it keeps and 
you have the responsibility of represent- 
ing them and the industry ably and well. 
There is a great dearth of knowledge of 
this all important field and a tragic lack 
of proper training facilities. We must 
expand our training program fast to take 
up this great vacuum. Our opportunity 
is greatest because we can provide sup- 
plemental training over and above that 
which any one company can_ provide. 
The secret is in the caliber of instructors 
we command, constant supply of the 
most siaetiniiees people in the industry. 
No one company could provide such out- 
standing men as Roy MacDonald, Ed 
O’Connor, Carl Ernst, Bob Osler, Carl 
Lane or Trav Wallace, yet we are richly 
endowed with their services at various 
times as instructors in our courses. We 
as agents and as an association must 
take advantage of our opportunities now, 
else someone else will do it for us. 

“As agents we decry recent trends in 
the field of group insurance. The com- 
pounding of group on top of group is 
injurious to the industry and the public 
it serves and hurts the local agent. Asso- 
ciation group has violated the principles 
of sound underwriting and abused its 
premises of service. Some member of the 
medical profession today can pyramid 
association group coverage in 11 different 
groups. This is a deplorable situation, 
that we as agents would be remiss in 
our duty if we did not take cognizance 
of it. We as agents also must be alert 
to the trends of labor unions and other 
agencies that are at work to put us out 
of business. We have been concentrating 
on fighting socialized medicine and Gov- 
ernment encroachment, and have been 








asleep to some of the other forces that 
imperil our rights of franchise. 

“We as agents must throw off this 
terrible apathy and awake to our re- 
sponsibilities. We must take the time to 
participate in our local associations’ ac- 
tivity, our civic and our national affairs. 
To often are important decisions being 

made by only a few. If you don’t wake 
up, Rip Van Winkle, you may find 
yourself out of business. We must con- 
tribute more than our money—yea we 
must contribute our talents and our time 
to better local and state association 
progress and activities. We must make 
each program the most outstanding event 
in the insurance business in your town 
and state. 

Must Inspire Confidence 

“Withal, we must inspire confidence. 
Our International must continue to grow 
in respect and statue with all it touches, 
and continue to merit the appreciation 
of other trade associations, the compa- 
nies we represent and the public we 
serve. We must ever demand the highest 
quality of leadership, attract and develop 
the finest of leaders and guide our think- 
ing and actions on the highest plane to 
preserve utmost confidence in our rela- 
tions. 

“T commend to you that we set a goal 
of 10,000 in membership for next year. 
Membership is the life blood of any 
organization and does a lot to cure all 
ills. Further, let’s strive to establish 
strong state associations in every state 
in the union and stronger representation 
in Canada. 


“At the same time, greater assistance 
in local progress should be provided. 
More effective planning and program 


suggestions and outlines should be pro- 
vided. A wealth of capable talent abounds 
in every area if each local association 
only knew where to look for it and how 
to find it and utilize it. The International 
should lead the way with suggestions, 
planning and ideas, and provide an active 
speakers’ bureau of representatives from 
all areas to fill in and supplement local 
talent. 
Must Take More Effective Leadership 

“The International should take greater 
steps in the field of training the agent 
and more effective leadership in this 
field. A seminar or industry conference 
should be held, to which representatives 
from all segments be invited—life under- 
writers, casualty underwriters and home 
office or company trade associations to 
consider the best means to accomplish 
this. An advanced underwriters’ course to 
provide a higher measure of quality 
training is imperative. These courses 
should include more thorough teaching 
of how A. & H. serves, its philosophy, 
how it fits in the tax picture, and pro- 
gram planning to avoid ruinous losses 
to the corporation, partnership and the 
individual. 

“The International should sponsor 
clinics with trust officers and trust per- 

(Continued on Page 39) 
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DETROIT 26, MICHIGAN 
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“Penetrating Oil” Theme 
Of R. L. MeMillon’s Talk 


IS ART OF HUMAN RELATIONS 


BMA Star Dramatizes Chicago Talk by 
Using Timken Bearing and Oil Can; 
Has Great Faith in A. & H. 


McMillon of Abilene, Tex., one 
of Business Men’s Assurance leading 
producers in that state, was the featured 
speaker at the morning sales session 
June 30 of the annual convention in 
Chicago of International Association of 
Accident & Health Underwriters. Intro- 
duced by Tom Callahan, vice president 
of the association, Mr. McMillon took 
for his theme, “Penetrating Oil,” which 
was his way of describing human rela- 
tions techniques. He declared that 
“Penetrating Oil” will sell anything in 
the world, tangible or intangible, includ- 
ing the gospel. 

At the outset Mr. McMillon made clear 
that “I am not a mz imager, nor have I 
ever been one.” He is working in the 
same community in which he started his 
insurance career seven years ago in 
which he has done a remarkably fine 
selling job. In his first full year with 
BMA Mr. McMillon qualified as a mem- 
ber or director of the company’s honor 
clubs and in the succeeding years he has 
continued to establish new production 
records. His talk at this gathering, there- 
fore, was based on his own personal ex- 
perience and his observations of other 
companies and agents. 

Indicative of his great faith in the 
\. & H. end of the business, Mr. Mc- 
Millon made the flat statement that if 
a company were to offer him a life con- 
tract only or an A. & H. contract for 
his first two years in the business, but 
not both contracts, he would certainly 
take the A. & H. contract “because of 
the fortunate position in which it puts 
the agent to make sales. 

Puts Emphasis on Salesmanship 

Mr. McMillon did not depreciate the 
current emphasis on education which has 
gripped the insurance business but said 
that “in teaching us to master the tech- 
nicalities of writing more and more busi- 
ness, we are not being taught enough 
of the basic fundamentals of salesman- 
ship—how to handle the prospect’s mind, 
his emotions, his desires as a human 
being.” In this connection he brought 
out: 

“I want a man to buy and to con- 
tinue to buy from me alone. I want to 
be known as a salesman, not as a profes- 
sional man, because I think a salesman 
is the greatest artist on earth. When we 
try to get away from the fact that we 
are salesmen, we lose the objective of 


our business and the objective of our 
We who make our living in 


existence. 


this business have one primary 
for existence—production.” 


Mr. 


business 





t 
I 
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McMILLON : 


RL. 


agent 
lieving he 
after returning home, 


reason 


« 


The Penetration Process : 





about the applicant, but about his en- 


ness, 
munity, and 
genuinely happy. 


one by one, 
liberate penetration 
prospect and his future business. 


that if he is given a year or two 
squirt oil on a policyowner or prospect, 
he will keep him for his own forever 
thereafter. 


human relations” 
home office managements will get them- 
selves involved in a head-long suicide race 
“to provide more and more benefits with 
more and longer indemnity per riods.” He 
pictured agency meetings as 
with the enthusiasm of a hot, 


Bennett in 2- Sista Report 
DISC in 
Georgia and Florida was described by 
Earle R. 


ire family (birthdays, etc.) “because 
ere is where the penetration process 
yecomes a deliberate system.” He said it 
s a system that sells and conserves busi- 
promotes the agent in his com- 
above all makes him 


Success of universities in 


Tampa, Fla., in his 
report made to the International Asso- 
ciation of Accident & Health Under- 
writers at Chicago last week. The first 
DISC sponsored by the Florida associa- 
tion was held at the University of Miami 
in 1952 and another one is planned for 
Mr. McMillon emphasized at this point August of this year. The Florida asso- 

i ciation began the year with 109 members 
and this number has now been increased 
to 240. 

In Georgia, the first DISC was held at 
the University of Georgia in April, 1953. 
In the beginning of the year, the Atlanta 
association with 36 members was the only 
A. & H. organization in the state and 
out of this has grown the Georgia asso- 
ciation. 


Bennett, 


Lifting the penetrating oil from a case, 
he then explained 10 de- 
processes into the 


“Suicide Race” by H. O. 


Managements 


Sees 


“ 


Continuing his plea for “down to earth 
the speaker said that 


Harry K. Reid Makes Report 


Byes, ee In his report on activities in Alabama 
- new policy and Mississippi at the annual meeting of 
lesigned to make the salesman rich.” The the International Association of Accident 
seagate oe tine fully be- & Health Underwriters in Chicago last 
can get ric 5 lowever, week, Harry K. Reid, said that the 
r 1 me, the agent all too Alabama association showed a gain of 
»ften finds himself in the same old rut. 57 members during the year, tot ‘ mem- 
Mr. McMillon maintained that what : 


soon 


McMillon then said that the n bership now being 94. A local association 
second and third year failures in the in- salesmen want and must have is in- js to be formed at Mobile by Russell 
surance business—and he admitted that struction on how to get and keep busi- Sharp. i 
he was almost one of them—leave the "5°: In other words, down to earth The membership in Mississippi has 

Racaicel tec have: note been human relations. In his opinion, “we slumped but an almost immediate re- 
taught nor have they learned how to use "°W have more and finer contracts than covery is expected. Mr. Reid acted as 
r we can sell. an instructor at the 


“penetrating oil” or the art of human 
relations techniques. 
penetration 
career man and not for the wildcatter 
and explained: 
business is a man always exploring in 
territory. 
surance business.” 

To demonstrate the penetration process 
Mr. McMillon waved a stick in front of 
audience to which was attached a 


new 


his 


Timken roller bearing. 
sents 
bearing represents the many 
have to sell,” 
cup of the bearing is the new prospect 
and when he fits the cup to the bearing, 
it fails to move. 
trating oil. 
tration process here that will not fail.” 

Mr. McMillon disclosed an oil can rack 
on the platform with a sign on it which 
read: ‘ 
Prospects Hum). He then explained five 
distinct moves which he makes at these 


He pointed to the 


process as being for the 


I 
i 
i 
I 


“A wildcatter in the oil 


It is the same in the in- 


¢ 


“This stick repre- ‘ 
prestige, and the 
things 1. ‘ 
“The bright shiny 


5 ( 
myself and my 


he said. f 


It is in need of pene- 


Thus, we must start a pene- t 


t 


t 
‘Penetrating Oil” (Makes Sluggish 


¢ 


sluggish prospects, his objective being to 


get 


In 


Millon 


an application. Out of 
moves he more than likely make a sale. 
This is the first penetration and the cup 
moves a little on the bearing. 


these five 


getting the application Mr. Mc- 
obtains information not only 








PIONEERS IN 
INCOME PROTECTION 


Non-Cancellable, Guaranteed Renewable 
Sickness & Accident Income Protection 
and Family Hospitalization 


7b) iid 


PERSONAL |E 
PROTECTION| E 


simce 


1895 


“~s"Loyat Protective Lire INSURANCE COMPANY 


BOSTON 15, MASSACHUSETTS 


a Participating Life Insurance 


» All Forms of Group Insurance 


Expanding Business Provides Openings for Qualified 
General Agents. Full Time Representatives Only 


JOHN M. POWELL, President @ FRED R. HENNIG, Agency Vice President 








receipts, Mr. 
value of paying claims. He described such 


“Paying claims provides fuel for more 


enterprise in the world today.” 


and if we 


erly oiled public, 
relations of 


‘ = “- r University ot 
Displaying a book of over 900 claim Ajabama DISC last November. 


McMillon emphasized the 


yayments as “commissions for your soul 

n our business which the straight life 

nsurance man rarely or never ex- worthwhile.’ 

yeriences.” As he aptly expressed it, Mr. McMillon spoke 

ground of cons tractive 

lrive to more production.” A. & H. 
In conclusion he emphasized the need He is a past 


effort expended in so doing is completely 


from a 
activity in both 
selling and association building. 
president of the Abilene 


of Americans to go back to work. Proud Association of A. & H. Underwriters and 
»f his business, he termed insurance men 1 director for three terms of the Texas 
as “the greatest missionaries of free stu association. He is a silver member 


Making a of the International Association’s Lead 
inal reference to his theme he said: ing Producers Round Table; has served 
“Penetrating oil makes an object slick, as membership chairman of the Texas 
salesmen pour enough oil on state association as well as vice chair 
he American people, they will not turn man of International’s membership com- 
O socialistic measures for security be- mittee. Graduate of John Tarleton Col- 


cause the gum of socialism cannot stick lege in Stephenville, Tex., he worked as 


We can hold a prop- a road machinery engineer before enter- 
oiled with the human ing the Army Air Corps in 1942. After 
sincerity and service of his discharge as a technical sergeant in 
juality, in our hands at will, and the 1946, he began his insurance career. 


oO penetrating oil. 


THE COUNTRY’S MOST FRIENDLY COMPANY 
Oorreres. «.s 








e Modern and attractive agent’s and general agent’s contracts te those 
looking for a permanent connection. 

¢ Complete line of Life Insurance policy contracts from birth to age 65 
with full death benefit from age 0 on juvenile policy contracts. 

¢ Complete line of Accident and Health policy contracts with lifetirae 
benefits. 

e Individual Family Hospitalization contracts with surgical, medical 
and nurse benefits. 

e Complete substandard facilities. 

e Educational program for field man. 


Strong, Progressive Company ... Older than 85% of all 
legal reserve life insurance companies 
Company’s Expansion Program Offers 


Openings in California, Florida, Illinois, Indiana, Kansas, Michigan, Minnesota, 
Missouri, Nebraska, New Jersey, North Dakota, Ohio and Wisconsin 





NORTH AMERICAN LIFE INSURANCE CO. 











OF CHICAGO 
NORTH AMERICAN BUILDING 


Cc. G. ASHBROOK, 
Chicago 3, IIl. 


Executive Vice President 
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Trade Assn. Key Men Recognized 


By International Association 


feature of last week’s 


International As- 


\n interesting 
annual meeting of the 
sociation of A. & H. 
troduction of key men 


Underwriters in 
Chicago was the in 
of eight trade associations who responded 


work of their respec- 


Tom Callahan, 


by describing the 


tive organizations. Inter- 


national’s new president, presided over 


this session. He introduced: 

John P. 
Health & 
Joseph F. 


managing director, 
Accident Underwriters 
Follmann, Jr., general 
Bureau of Accident & Health 
Edward H. O’Connor, 
managing director, Insurance Economics 
Society; Travis T. Ws illace, Great Ameri- 
can Reserve president who was spokes- 
man for Life Insurance Agency Manage- 
ment Association; Ralph Kastner, gen- 
eral counsel, American Life Convention; 
William A. North, New York Life, Chi- 
cago, chairman of the disability insurance 
committee of National Association of 
Life Underwriters; James Andrews, Jr., 
director of health insurance, Life Insur- 
Association of America, and C. M. 
Detroit, representing National 

fF Insurance Agents and 

A. & H. subcommit- 


Hanna, 
Con- 


ference; 
manager, 
Underwriters; 


ance 
Veribest, 
Association of 
chairman of the new 
tee of its casualty committee 
First to speak, John Hanna 
the conference, composed of more than 
200 companies, was formed in 1901 and 
has grown up with the A. & H. business 
which it serves. Originally formed to 
sroblems of unfair competition be- 
companies, the gathering of 
statistics was added as were all 
the other necessary to a well- 
rounded trade organization. Keeping up 
with the trends, the conference group 
committee was enlarged in size and re- 
years ago, and now 

February a group 
rapidly growing in 


said that 


solve | 
tween 
soon 


services 


sponsibility over five 
annually in 
meeting which is 
popularity 
Highspotting the 
ference, Mr. i: inna 
to establish a climate in 
ies and the industry 
creasingly better job at providing the 
public with adequate, economical cover- 
age. Then it’s up to you to sell the 
coverage, and T must say that you are 
doing a wonderful job. Our task may in- 
volve work legislators, insurance 
departments, 
doctors, labor organizations, 
and the many other mis- 
irganizations and_ groups 
h are interested in some phase of 
disability insurance. Above all, we must 
keep our members fully informed on all 
phases and developments affecting any 
phase of disability insurance. This is 
done by frequent news letters, bulletins 
reports and meetings. For example, I’m 
sure many of you have and used 
our latest underwriting report and occu- 
pational « report. Thousands 
of these reports already have been dis- 
tributed. Much of the business of the 
conference is carried on by standing and 
special committees 
“Important to our efficiency is our co- 
operation and coordination with other in- 
surance organizations. By working to- 
gether we not only avoid duplication of 
effort but cover more territory. An ex- 
cellent example is the Health Insurance 
Council. In particular, we feel that the 
best interests of insurers and the public 
are served by our work with you—the 
International Association of A. & H. 
Underwriters.” In closing Mr. 
this thought: 
“You are no longer just selling dis- 
ability insurance policies; you are part of 
or voluntary system of medical care and 


holds 


functions of the con- 
said: “We attempt 
which our com- 
can do an in- 


ith 
with 


‘ommissioners, insurance 


( 
hospitals, 
t public 


seen 


lassification 


Hanna 


found itself over-extended as a result of 
unsound competitive methods, lax under- 
writing, etc. the bureau through its so- 
called “program” eventually stabilized 
and restored the business to a sound 
basis. This experience prompted the bu- 
reau to commence the collection of loss 
experience on a_ broad exposure basis. 
This collection has been maintained ever 
since with the exception of the recent 
war years. 

Mr. Follmann considered that the most 
valuable of all bureau services to its 
members—at least after all the others 
can be taken for granted—is that of pro- 
viding a forum for the discussion and 
consideration of practices re problems 
affecting or relating to the A. & H. busi- 
ness and a medium of exchange of in- 
formation. In this connection he said: 

“The bureau conducts meetings, semi- 
nars, and forums periodic lly at which 
matters of concern to writers of accident 
and health insurance are discussed. At 
these sessions, papers based on thorough 
analysis of matters vital to the business 
are presented and discussed. The ex- 
change of thoughts and opinions at these 
gathering is invaluable to member com- 
panies. Equally invaluable are the per- 
sonal and company contacts and close 
associations which naturally flow from 
such meetings.” 
conclusion Mr. 


of our voluntary system of insurance. 
Most important job we have is to pre- 
serve this system for the benefit of the 
public we serve. For you this means the 
careful selling of each policy.” 


Follmann Describes Bureau’s Scope 


Joseph F. Follmann pointed to the 
Bureau of A. & H. Underwriters as a 
voluntary non-profit association of com- 
panies writing A. & H. insurance, formed 
in 1891 and having a membership of 
86 companies whose combined 
exceed $24 billion and whose combined 

. & H. premium volume tops $750 mil- 
lion. Like the conference, the bureau got 
under way at a time when A. & H. 
conditions were in a chaotic state, and 
through the years it has been a construc- 
tive stabilizing factor. Notable among 
its accomplishments are the following: 

In 1903 the bureau compiled a collec- 
tion of he: alth insurance loss experience 
statistics; in 1904 a manual of occupa- 
tional classifications was developed; 
years later when the A. & H. bus‘ness In 


assets 


Follmann brought 





COMMISSION GETTERS 





9 ADDITIONAL 
DREAD 
DISEASES 


$5.00-$10.00 
Individual-Family 
The Original 
Low 2 Year 
Premium 


Individual — Family 
$7.50 $15.00 
For 1 Year 


Individual — Family 
$5.00 $10.00 
For 1 Year 


"POLIO" — Same Liberal Policy — No increase in rates. 
“POLIO PLUS" — Leukemia — Rabies — Tetanus — Small Pox 
— Encephalitus — Scarlet Fever — Diphtheria — 
Tuleremia — Spinal Meningitis 


SAME PREMIUM * ONE YEAR 
THE PEAK PERIOD OF POLIO IS HERE 


aAaAmem 


ALSO ASK ABOUT 
Our School Children's Policy. 
Our Regular Line of Accident & Health and Hospital Policies. 
D.B.L. and Group Insurance. 
OUR POLICY BENEFITS HAVE NOT BEEN REDUCED 
OUR PREMIUMS HAVE NOT BEEN INCREASED 


Brokerage Business Accepted—Liberal Commissions 
General Agency Openings in: 


NEW YORK @ PENNSYLVANIA @ DELAWARE 
OHIO @ FLORIDA @ COLORADO @ KENTUCKY 


AMERICAN PROGRESSIVE HEALTH 
INSURANCE COMPANY OF NEW YORK 
92 LIBERTY ST., NEW YORK 6, N. Y. WOrth 2-0832 











out that through the years the bureau 
has been responsible for the appreciable 
broadening of toned coverage, clarifica- 
tion in policy language, improvement in 
techniques, development and acceptance 
of sound regulatory measures, and in a 
general lifting of the stand: ard of acci- 
dent and health insurance in the United 
States. 

“It has been 61 years of service to a 
great many persons and interest spread- 
ing far beyond the interests of its mem- 
ber companies,” he said. 

O’Connor on Ins. Economics Society 


Edward H. O’Connor said that the 
society was organized in 1916 to do an 
educational job similar to the one facing 
the business during the past 12 years 
and that for several years following its 
organization it did excellent work. The 
society never disbanded but remained 
inactive for many years. It was revived 
in 1942 to serve as a medium for dis- 
seminating information about the A. & H. 
business and its relationship to proposed 
federal disability insurance. Its trus‘ees 
considered it as “the most practical 
means of concentrating the efforts of 
the insurance business on the problem of 
government encroachment in the field of 
sickness and accident insurance.” 

Mr. O’Connor explained that the so- 
ciety’s membership is composed of in- 
surance companies, other interested out- 
side organizations, agents and producers 
in the life and A. & H. fields. It has 
organized committees to represent it in 
every state in the union. These commit- 
tees served as outlets for the information 
and studies collected and published by 
the society. 

Aims of the society were defined as 
follows: (1) To bring about a unified 
opinion and cooperative effort of all in- 
surance men and women, to maintain in- 
surance as free and competitive enter- 
prises; (2) the development of research 
work involving studies of our business 
and certain phases of compulsory social 
insurance; (3) a long range educational 
plan for reaching the people to give 
them a a understanding of how 
voluntary A. & H. insurance is serving 
them, and to convince them that “we 
can do a better job than can the Federal 
or any state government.” 

Mr. O'Connor, who has directed and 
participated in the work of the society 
since its reactivation in 1942, said that it 
is considered today the leading organiza- 
tion of its kind in the work of vigorously 
supporting the principles of voluntary en- 
terprise in the accident and_ sickness 
business — defending those interests 
against monopolistic intrusion. Noting 
the fight conducted against compulsory 
sickness, he said that since 1945 over 
200 bills have been introduced in 26 
state legislatures proposing such plans. 
He was happy to report that the 1953 
legislative season, which is about to close, 
shows that the society has once again 
defeated all of the bills of this nature 
introduced. Thus, a clean slate has been 
maintained for another year. 

Wallace Speaks for LIAMA 


Travis Wallace in telling about the 
LIAMA said that this organization spe- 
cializes in only one field, that of sales 
He said that the problem of agent com- 
pensation is getting considerable study 
since it has shown that the average agent 
makes more in his first year than any 
other, and that often he makes more in 
the first quarter than any other. 

Another problem is that of financing 
which indicates a need for research and 
scientific study of distribution. 

Mr. Wallace then pointed to the value 
to a life agent in selling A. & H. and 
gave an example from his own company’s 
studies. He said: “A man selling $8,000 
of life premiums in one year will ulti- 
mately make about $6,800 on that busi- 
ness, presuming a good renewal ratio. 
But a man writing $7,000 in A. & H. 
premiums will ultimately get about $14,- 
000.” He offered this as conclusive proof 
that the life man who does not sell 
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'. & H. is overlooking a sure source of 

- come. 3 
North Stresses Cooperation 

William E. North brought a message 

f cooperation from the NALU and ex- 
;ressed appreciation to International’s 

ficers—John G. Galloway, Tom Calla- 
han, Carl Ernst and William Coursey— 
for their oustanding contributions to the 
success of the NALU'’s disability com- 
mittee program this year. “All along the 
way we have been in full agreement.” 

He said further: 

“The policy of our committee has 
been based on a mutually agreeable 
working relationship, a mutual under- 
standing and unreserved faith and con- 
fidence. This has, in my opinion, reacted 
to the definite benefit of all who carry 
a disability insurance rate book and to 
every buyer of disability insurance.” 

Mr. North said that in turning over 
the chairmanship of his committee to a 
new chairman, he would report to him 
that nearly half of all the local NALU 
associations have active disability com- 
mittees. Many of them have already had 
one or more disability insurance meet- 
ings, panel discussions or schools during 
the past year. Disability insurance is al- 
ready claiming an important share of 
local association attention, he empha- 
sized. 

On this foundation, he anticipates that 
1954 will find practically every local 
NALU group with a functioning dis- 
ability committee. He urged a continua- 
tion of the close relationship with the 
International Association as “it is the 
only way we can broaden the protection 
of the American public through greater 
distribution of various disability cover- 
ages. Your association and ours can and 
should go forward ‘in step.’ I am con- 
fident that this will be done.” 

James Andrews reported for the Life 
Insurance Association of America and 
the Health Insurance Council, and in so 
doing he made special reference to the 
growth in the hospital admission plan 
programs, both group and individual. 

Verbiest Tells of NAIA Recognition 

of A. & H. 

Recognition of A. & H. insurance by 
the National Association of Insurance 
Agents, largest trade association of fire 
and casualty agents, was brought out by 
C. M. Verbiest. He noted that in the 
past only occasional questions arose on 
A. & H. insurance and that up to this 
time they have been of a _ procedural 
rather than a technical nature. However, 
because the NATA is anxious to cooper- 
ate with the International Association, it 
has created a subcommittee of its casu- 
alty business to handle A. & H. prob- 
lems. Mr. Verbiest has been named 
chairman of that subcommittee and his 
iob is to act as liaison officer between 
the two associations. Chairman of the 
NATA casualty committee is Joe H. 
Bandv, Nashville. 

Highspotting the NATA setup and 
modus operandi, Mr. Verbiest said: 
“NATA operates under an elected admin- 
istration and committee setup to protect 
the interests of its membership. Our 
committees are working committees, 
manned bv capable nersonnel, assisted bv 
a staff of 23 people in the New York 
headquarters and two in the Washington 
office. The personnel of our national 
committees ranges from 5 to 17 mem- 
bers on each; individuals to serve on 





Executive Board to Meet in 


New Orleans Next October 


It was decided by International Asso- 
ciation’s new executive board that the 
Roosevelt Hotel, New Orleans, will be 
the place for its mid-year meetings. It is 
scheduled for the latter part of October 
and John G. Galloway, Provident Life & 
Accident, now chairman of the board, 
will preside. 

The 1954 annual meeting of the asso- 
ciation is all set for Omaha during that 
city’s centennial celebration but the 
exact dates have not yet been set. 


committees are chosen only after careful 
consideration of recommendations from 
state associations countrywide. He listed 
the following as the major standing com- 
mittees of NAIA: the property insurance 
committee, metropolitan and large lines 
committee ; rural and small lines commit- 
tee, agency management committee, leg- 
islative committee, fidelity and surety, 
education, conservation, fire-safety, acci- 
dent prevention and the casualty insur- 
ance committee. 


9 is 
Report on Year’s Projects 
Progress reports on eight major proj- 

ects of the International Assn. were given 

at a special session of last week’s annual 
meeting. C. E. Ray, Hoosier Casualty, 
and L. C. Halley, Security L. & A., dis- 
cussed DISC; E. R. Bennett, Provident 

L. & A., and Leonard McKinnon, Flint— 

“Choose the Plan” directory; Helen 

Soltz, Washingten National, Veronica 


Cardott, Provident L. & A., Maryland 
V. Hull, Zurich, and Catherine Meade, 
Loyalty Group, told why a women’s divi- 
sion should be organized. Harry A. 
Vaughan, Chicago ad man, and A. H. 
Wohlers, convention co-chairman, talked 
on the “A. & H. Underwriter’; R. R. 
Ross, Equitable L. & C., and R. C. Av- 
rett, Denver—circulating librarv; Messrs. 
Orwig, Montgomery, W. A. Case, Cin- 
cinnati, and Leo Packard, Milwaukee 

how to improve local association work. 
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Numerical Percentage RATE 
of insured female REDUCED 
employees BY TO 
LESS THAN 26% 21.4% 
26% but less than 51% 18.7% 
51% but less than 76% 11.1% 
76% and over 10.0% 


*Taxable payroll is the total amount of wages of all insured 
employees — up to the first $3,000 per employee per annum. 


$0.55 per $100 of taxable payroll* 
.65 per $100 of taxable payroll 
80 per $100 of taxable payroll 
.90 per $100 of taxable payroll 
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... Dut we made it! 


...and it will SAVE you—THE NEW YORK 
STATE EMPLOYER—as much as 20 PERCENT 
of the present cost for accident and sick- 
ness coverage required by the New York 
Disability Benefits Law. 


For the calendar quarter beginning July 
1, 1953 and thereafter, the rates for New 
York Statutory Disability Policies issued 
by the Zurich General Accident and Lia- 
bility Insurance Company, Ltd., and the 
American Guarantee and Liability 
Insurance Company will be reduced 
according to the schedule shown above. 


This reduction will apply to all ZURICH- 
AMERICAN Statutory Policies now in 


effect and to all statutory policies issued 





NEW YORK 
55 John Street 
WORTH 4-1600 


ALBANY 
90 State Street 





GirRowiPp 


DEPARTMENT 


SIRI 


AMERICA 











ALBANY 6-22910 


BUFFALO 
126 Pear! Street 


MOHAWK 0300 


on or after July 1, 1953. 


Watch your mail for details... official 
notification is being sent to all ZURICH- 
AMERICAN D. B. L. policyholders ... rates 
and facts are available to all agents and 
brokers upon request. 


ZURICH GENERAL ACCIDENT AND LIABILITY INSURANCE COMPANY, LTD. 
AMERICAN GUARANTEE AND LIABILITY INSURANCE COMPANY 


ZURICH LIFE INSURANCE COMPANY 
135 South La Salle Street, Chicago 3, Illinois 
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aac Says Association Keeps Pace 
With Progress of A. & H. Industry 


William G. Coursey, managing director 
of the International Association of Acci- 
dent & Health Underwriters, was in an 
optimistic mood in delivering his report, 
July 1, to the annual convention at Edge- 
water Beach Hotel, Chicago. Maintain- 
ing that the association has kept pace 
with the growth of the A. & H. industry 
in 1952, a year in which premium volume 
in this line reached nearly three billion 
dollars, he that membership in- 
creased by 30%; financial condi- 
tion : prestige and reputa- 
tion has been sizably enhanced, and in- 
dividual members of the organization 
have received more benefits than in any 
previous year. Mr. Coursey had particu- 
larly in mind the DISC program which, 
he said, has filled the need for an ade- 
quate A. & H. training course for both 
new and old producers. 
Membership Developments 

The emphasis of the International As- 
sociation on membership building will be 
intensified in the coming year. Mr. Cour- 
sey reported that this convention finds 
the organization with 5,000 members 
compared with 3,500 to 4,500 in previous 
years. The result of in- 
tensive cultivation on his part among 
agents in all parts of the country whose 
-ompanies had just entered or were about 
» enter the A. & H. market. At first 
s invitations to them to join local A. & 
and to become identified 

business were met with 
indifference or a lukewarm attitude. In 
fact. he said, “those agents to whom | 
talked had not reached the point where 
think about joining a 
They were not sold on 


said 
nearly 


is at its best; 


increase is the 


C 
X 
n 
J 


ul 
1. associations 


with the A. & H. 


hey would even 
local assoc “lation. 
the business. 

“So we found ourselves faced with a 
dual selling job—first on the business, 
then on participation in association ac- 
tivity. Fortunately, this is not a hard 
selling job, although it was time-consum- 
ing. . adopted the plan of approaching 
managers and general agents first and 
with encouraging results. Almost with- 
out exception when a new man hears the 
truth about the accident and_ health 
business from a man who is sold on it, 
he agrees at least to join the association 
and learn more about it. 

ake as an example the Indiana State 
Association. Under the outstanding lead- 
ership of Spafford Orwig, it has tripled 
its membership this year by selling the 
lite man. Mr. Orwig, with the able as- 
sistance of Robert Osler on publicity, has 
built his programs around such subjects 
as ‘A. & H sales techniques adapted for 
life men.’ He and the other members 
have gone out of their way to let the 
life man knows that this program was 
designed for him. 

“This process has been multiplied the 
and the 30% membership in- 
year is composed largely of 
and managers of the new 
life companies. It is truly a fine selling 
job. Just let your thoughts play into 
the future for a moment and imagine 
what will happen as these men begin 
to become interested in the business, 
and begin to encourage their men to 
write the line. ‘There Is Just No Limit 
to Our Membership Potential.’ ” 

Mr. Coursey then emphasized that if 
full advantage is to be taken of the 
groundwork laid by the International 
Association this year, “we must continue 
to strengthen our local associations.” He 
hammered home that “the one basic 
premise upon which we must build is to 
make our programs interesting and to 
concern themselves with the accident and 
health business.” He offered some rec- 
ommendations as follows which, he felt, 
would insure success in this direction: 

Recommendations for Local Assns. 

“1. It should be the duty of each zone 


nation over, 
crease this 
general agents 


WILLIAM G. COURSEY 
chairman to ascertain the monthly meet- 
ing date of every local in his jurisdic- 
tion. He should contact each local well 
in advance of that meeting date and as- 
certain exactly what plans have been 
made for the meeting, including pub- 
licity plans. 

“2. The International’s 
render every possible aid. 
cific suggestions: 

“Prepare a manual of meeting proce- 
dures and suggestions to be placed in 
the hands of every local. This manual 
should contain meeting suggestions simi- 
lar to the following: 

“A ‘stump the expert’ program, using 
local talent with membership participa- 


office should 
Here are spe- 


tion; selling of business accident and 
health; panel discussion with hospital 
personnel, doctors and insurance men; 
how to make the approach—47 specific 
examples. (Use local talent); the how 
of the presentation—with demonstra- 
tions; handling accident and claims. 

“Also hospital tours and luncheon at 
hospitals; addresses by Insurance Com- 
missioners; for outside speakers try lo- 
cal ministers; sales movies; Blue Cross 
speaker—to explain coverage and ways 
in which companies might supplement 
Blue Cross coverage; addresses by In- 
ternational officers.” 

Mr. Coursey further proposed estab- 
lishment of a speaker’s bureau “which 
will really function. This should not 
be a difficult job,” he said. “There are 
hundreds of qualified accident and health 
speakers in this country and Canada who 
will participate. We should have a com- 
plete file of these men in our bureau 
center with such information as—topics, 
how far the speaker will travel, and 
whether there will be any expense in- 
volved to the local association. Every 
time a speaker is used the local should 
send a report to the center, and these 
remarks should be entered on the sp ak- 
er’s card.” 

Mr. Coursey would also require a 
complete report of local meetings with 
full text of each speaker’s talk so that 
proper publicity can be given in the 
Accident & Health Underwriter and 
other trade journals. 

“We must continually keep in mind,” 
he emphasized, “that our market for new 
members is composed almost entirely of 
men who have doubts about the accident 
and health business. It is our duty to 
convince them that we have nearly 600 
companies who do a fine job of serving 
the public as contrasted to a handful who 
do a poor job. It is unfortunate that it 
takes a lot of good to overcome a little 
bad.” 

Financial Condition as Its Best 


Turning his attention to the Interna- 
tional’s financial position, Mr. Coursey 
said: “It is not the function of a trade 
association to make money, but it is nec- 
essary that it have a budget sufficiently 
large to render the proper services to 


its membership and the public. The In- 
ternational Association has just begun 
to enter this position. Due to the in- 
crease in membership and dues we now 
find ourselves in the best financial con- 
dition of our history. We have success- 
fully financed such projects as the dis- 
ability insurance sales course, the Ac- 
cident & Health Underwriter, the 
Leading Producers Round Table, and 
many others. During the coming year 
the International will begin to pay part 
of the president’s expenses. We can 
truly say that the International has had 
a successful year financially. 
Prestige and Reputation 

“The International has been blessed 
this past year with officials who are, in 
every sense of the word, prestige and 
reputation builders. John Galloway as 
president has repeatedly apeared before 
leading insurance groups all throughout 
this country and Canada. He has ac- 
quitted himse!f well in every instance. 
He has had able assistance from Carl 
Ernst, chairman of the board, and Tom 
Callahan, vice president. The end result 
—more people know what the Interna- 
tional Association is, and what it does, 
than ever before in our history. Acci- 
dent and health men everywhere owe 
these men a vote of thanks for the job 
done on their behalf. Our leaders have 
been motivated by no desire other than 
to preserve and keep free for all of us 
the accident and health business.” 
DISC Program Has Filled Real Need 

The speaker then directed attention to 
the DISC program, put on in many uni- 
versities and colleges in the past year, 
and said: “In my opinion, this program 
has filled the need for an adequate train- 
ing course. No other single factor has 
done so much to maintain a profession: il 
level among agents engaged in the sale 
of A. & H. insurance, and to insure the 
public of fair, enlightened counseling. 
During recent years hundreds of men 
have attended DISC courses in 20 uni- 
versities and colleges. 

“There is no doubt of the direct benefit 
derived from this project. We _ believe 
it is a big step toward the day when 
A. & H. will be sold exclusively by the 
well trained professional man who is 
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How complete can personal protection get? 




















Navy fire-fighters cover themselves all over... 
they know that unless they have every kind of 
protection, they might as well have none. 
That’s the way modern families are figuring, too. 
They know they have to have complete personal 
protection. So they naturally turn to the agent 
who can supply the four types of coverage they 
need: Life . . . Income Protection... Hospital... 
Medical & Surgical Expense. 
Yes, Inter-Ocean has these four types 
and others. No wonder agents like 
to do business with Inter-Ocean! 


Complete Personal Protection Since 1903. 
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acutely aware of the service he must 
render the public.” 

Pg rami Recommendations 

Coursey made a number of spe- 
cific etnies. Bh coal chief of which 
was an increasingly vigilant attitude to- 
ward injurious legislation. He pointed 
out that the threat of government inter- 
yention was one of the greatest threats 
to the A. & H. business and that it as- 
serted itself in the form of bills tossed 
into the legislative hoppers. “Your asso- 
ciation, both on a local and_ national 
level, has been constantly alert to speak 
up in behalf of the business,” he de- 
clared. 

Specifically, Edward H. O’Connor, in 
his capacity as chairman of the Interna- 
tional’s national legislation committee, 
has appeared in many states effectively 
fighting compulsory health insurance 
bills. In this activity he has received full 
cooperation from local associations. The 
end result is that not a single compulsory 
health bill was passed at the 1953 legisla- 
tive sessions. By way of indicating the 
serious, even dangerous aspects, of such 
legislation Mr. Coursey brought out the 
following facts: 

“Disability benefits laws now operate 
in four states—Rhode Island, California, 
New Jersey and New York. Many people 
in these states, some insurance men 
among them, thought that such laws 
would not be such a bad idea—especially 
as the private carriers were allowed to 
compete with the state for the coverage. 
However, this was with the stipulation 
that they offered the same coverage as 
the state and for the same premium. 
What has happened? In California the 
private companies at first held their own 
in competition. But now the state has 
increased benefits under the disability 
benefits law for the third time. Thus, it 
is extremely doubtful that much of this 
business will be written in California 
by the private companies in the future. 

Valuable Lesson to Learn 

“The valuable lesson to be learned is 
that no private business can long com- 
pete with the state in the sale of any- 
thing. When the state takes the first 
small step, the large stride follows: 
There is never an exception to this 
rule. 

“In addition to compulsory health bills, 
many other bills were introduced which 
were detrimental to our business. Many 
local men and associations did an out- 
standing job in combatting these bills. 
For example, the Indiana State Associa- 
tion led by Spafford Orwig, and Charles 
Ray, was successful in defeating a_ bill 
that would have made virtually all acci- 
dent and health insurance non-cancella- 
ble. Robert King and the Eastern North 
Carolina’ Association led a_ successful 
campaign against a similar bill in that 
state. Wilham Knight and the Ohio 
State Association did a fine legislative 
job during the entire year. 

“They led a successful campaign against 
a bill which would have permitted auto- 
mobile liability policies to contain an en- 
dorsement covering any illness or acci- 
dent, but such A. & H. coverage would 
not be subject to any of the A. & H. 
laws of Ohio. Furthermore, the public 
would not have been protected by the 
standard provisions. The individual mem- 
ber has received the price of his dues 
many times over in such legislative bene- 
hts. 

“During the coming year, every local 
should establish an active local legisla- 
tive committee whose duty it would be 
to watch the local legislature and make 
a prompt report to the International 
office.” 

Referring to the official publication of 
the association—the A. & H. Under- 
writer, Mr. Coursey said: “It now serves 
the purpose for which it was founded— 
the voice of the association devoted ex- 
clusively to the A. & H. sales idea, and 
news of member associations. It was not 
the purpose in the beginning, nor is it 
the purpose now, to set any sort of ad- 
vertising record. The advertising that 
we do receive helps sustain the cost of 





the magazine and enables us to do a 
better job for our membership.” 
Leading Producers Round Table 

Mr. Coursey showed his gratification 
over the increased interest in qualifica- 
tion in the Leading Producers Round 
Table. He announced that over 300 pro- 
ducers qualified for the awards this year 
by producing $5,000 premium volume for 
the bronze award, $7,500 for the silver 
award, and $10,000 for the gold award 
Pointing to these marks of distinction 
as “one of the major benefits received 
through membership in the association, 
he said: 

“It is my hope that during the coming 
year more and more agents will begin 
to qualify for these awards. The Inter- 
national should see to it that the awards 
are given national publicity and _ that 
every producer is given the opportunity 
to apply for them. 

“These are the ‘big four’ in benefits 
rendered, but there are many more such 
as the ‘circulating library,’ and the 
‘Choose the Plan’ directory. All of these, 
combined with the opportunity given to 
every member to meet with the other 
men who are in the same business, to 
discuss and solve mutual problems, add 
up to a successful year for these individ- 
ual members. Truly, they have received 
benefits for their time, effort and money 
invested in A. & H. association activity.” 
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a friendly relationship; try to remember 
birthdays, and not send just a card, in- 
stead write a letter of congratulations, 
and take him to lunch. ccaceiben to 
compliment a man on a job well done. 
He will show appreciation for it by work- 
ing harder to please you, because he 
knows you are interested in him as a 
person, instead of just an employe. 

3. What type of training would you 
recommend for a new agent ? 


Answers Are Varied 


The answers varied on this ques 
tion. Some companies have regular train- 
ing courses, some train an agent for a 
period of ten days; others work together 
with the agent until he is well on his 
own. 

4. Should the management pay all or 
part of the expenses of the DISC 
courses ? 

A. If the agent thinks the course is 
worthwhile, and is interested in attend- 
ing, the manz _ should finance him. 
The agent will try to produce more as a 
result, because he feels obligated to the 
company for paying the tuition. 

5. How do you control an agent ? 
Should you ask him to check in every 
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Yes, ready and willing to help 
you earn those BIG Washington 
National commission checks is 
that swashbuckling, hard-working 
organization of BLUE DEVILS. 


A well-trained staff of 60 sal- 
aried Home Office Group special- 
ists located throughout the country 
in 22 Group offices are available 
at all times for consultation and 
aid to our General Agencies in 
soliciting, selling and servicing 
teacher and_ industrial group 
plans. 








If you have not already done 
so, why not write or call Kenneth 
Mullins, Vice President, and find 
out how the BLUE DEVILS can 
mean BIG COMMISSIONS to 
you? 
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day or have him submit a time sheet 
daily ? 

A. One good suggestion was that a 
check be made of the production this 
agent made last year, against what he is 
doing this year. If there is a noticeable 
lag in his production, place a written re 
port of these comparisons on his desk 
Ask him to look this over. When he 
sees that his work has not been up to 
par, he will undoubtedly do something 
about it. P 

How can you make a life man sell 
A. & H. insurance 

Try to sell him on the idea; see if 
he has any A. & H. insurance whatso- 
ever. Try to get him to get accident and 
health insurance for himself, as well as 
his family, and keep him interested in 
the idea. 


Advertising and Sales Service 


Do you feel that there should be 
any advertising on a regular agent’s abil- 
ity? 

A. An agent likes to see his name men- 
tioned in a bulletin or newspaper occa- 
sionally—it has proved to be very effec 
tive. 

8. What sales service 
for your agents ? 

A sales record should be kept of 
all of his prospects; have application 
sales folders; have direct mail items, and 
a controlling service. Some companies 
use the brochure type of applications. 

9. What do you feel that the public is 
entitled to in plain service facilities and 
how do you handle them ? 

4. It was Mr. Stumpf’s feeling that 
the public should be entitled to the finest 
service possible, because they are the 
people who make it possible for the in- 
surance men to eat. “Show people that 
the insurance man is interested in them 
when they must make a claim,” he rec- 
ommended. Personal contact has much 
to do with having people like you. 

10. From what source do you recruit 
most of your agents? 

A. Socially, and through your agents 
Some companies pay an agent a bonus if 
he brings another agent to his company. 

11. On what basis do you finance new 
egents ? 

A. Some companies have their agent 
fill out a confidential financial report, 
stating what debts he has, how much he 
uses for the needs of his family and 
himself, etc. From this report, an em 
ployer gets a general idea of approxi 
mately how much he should earn. 


do you provide 
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sonnel of banks, certified public accoun 
tants and other allied groups who play 
an important part in estate planning 
The International should do some pro- 
motional work with colleges and univer- 
sities to encourage A. & H. and its 
addition to courses of study. Many now 
offer something on life and casualty, but 
few offer anything about disability in- 
surance. We should also sponsor ‘career 
clinics’ in these same colleges to broaden 
the understanding of our business among 
graduates and open the avenue for more 
agents and recruiting for our home of- 
fices and agency fields. Our colleges are 
turning out many fine young people to- 
day who are excellent prospects for our 
business. 

“The International should strive for 
closer liaison with companies and com- 
pany trade associations. We should first 
merit this opportunity with more con- 
fidence and understanding. We should 
convince them of our desire and ability 
to help in solving some of the problems. 
We should lend our voice in ever in- 
creasing numbers towards protecting our 
industry against adverse legislation, un- 
fair practices and adverse publicity, and 
direct our efforts to improve field under- 
writing, home office cooperation and 
understanding, improving ethics and rais 
ing professional standards.” 
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ae Board Sets 10,000 as 1954 
Membership Goal; DISC Expanded 


1954 expansion program 
were formulated by the executive board 
of the International Association of A. & 
H. Underwriters which met for two full 
days prior to last week’s annual conven- 
tion in Chicago. Center of interest in 
the board’s discussion was International's 
membership, now up to ne arly 6,000 the 


Plans for a 


highest point in its history. The 1954 
goal is to reach the 10,000 mark in the 
coming year and to increase the value 
of association membership to the indi- 


vidual agents and managers. 

The executive board also voted to es- 
tablish every possible aid to encourage 
the growth of local associations and to 
stimulate them in conducting interesting 
programs throughout the year. It wi LS 
decided to establish an International 
spe uker’s bureau which will list the lead- 
ing A. & H. speakers in United States 
and Canada. 

It was further voted that the Interna- 
tional Association would develop new 
membership promotional material which 
would be placed in the hands of local 
associations at no Jay DeYoung, 
Chicago, controller of the association, 
was praised for his fine work in this re- 
gard. 

During the coming year each zone 
chairman will have as his primary pur- 
pose the building of membership in his 
area. It will be a main objective to es- 
tablish a strong state association in each 
state. A definite manual procedure for 
this purpose will be prepared by officers 
of the strong state associations already 
in existence. 

Manual of Program Suggestions 
Prepared 

It was announced that the International 
Association has already prepared a man- 
ual of program suggestions, available to 
all local associations for their guidance. 
The manual includes the following sug- 
gestions: 


cost. 


(a) Stump-up, using local talent with 
membership participation. 

(b) Selling of business accident and 
health. 


(c) Panel discussion with hospital per- 
sonnel, doctors, and insurance men. 
(d) How to make the approach .. . 47 


specific examples (use local talent) 

(e) Handling accident and _ health 
claims. 

(f) The “how” of the presentation— 


demonstrations. 

(zg) Hospital tour and luncheon. 

(h) Address by Insurance Commis- 
sioner. 

(i) For an 
minister 

(j) Sales movies. 

(k) Blue Cross speaker. 

(1) Addresses by International officers 

Halley Reports DISC Progress 

Progress in the past year in establish- 
ing DISC courses was reported by Louis 
*. Halley, Security Life & Accident, di- 
rector of the Disability Insurance Sales 
Course program. He said: “The DISC 
program has been conducted in 23 col- 
leges and universities located throughout 
the country. Average attendance has 
been 28. The course has now been re- 
vised and brought up-to-date, and it is 
felt that it represents the finest A. & H. 
training available to all agents. It is 
anticipated that DISC will be established 
in forty schools in 1954.” 

Leading Producers Round Table 
The executive board voted to establish 
the Leading Producers Round Table as 
a major association project. This year 
more than 300 people qualified for the 
award. It is anticipated that through an 


outside speaker, try your 


expanding publicity program during 1954 
more than 1,000 producers will qualify. 
Every effort will be made to obtain com- 
pany cooperation in this venture. 

As to Accident & Health Underwriter, 


International 
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official magazine of the association, the 
board voted to make every effort to 
continue improvement. It was reiterated 
that the objective of the magazine was 
to serve as the official voice of the 
ciation, and to weld its membership more 
closely together. 


asso- 


Reports From Committee Chairmen 


The board heard many reports from 
committee chairmen on various activities 
of the association. Earle Bennett, zone 
chairman of the state of Florida, out- 
lined the progress made with the “choose 
the plan” directory. Many associations 
have developed these folders which list 
the names of local companies and agents 
through which accident and health in- 
surance can be purchased. The folders 
are then distributed to offices of doctors 


and hospitals for consumption by the et ; 
public. JAMES R. WILLIAMS 
Clifford E. McDonald of Dallas re- 


attending in the same capacity were 


ported that the H.I.P. (Hospitals, Insur- i i a 
Richard Paddock, president, Time Insur- 


ance and Physici: ins) committee had done 


an outstanding job in the state of Texas, ance Co., and James Powell, vice presi- 
4 > ) ry > ife 2 f “Cy 

bringing about the cooperation among dent, Provident Life & Accident. 

these factions. It was suggested that such Mr. Williams highspotted the prog- 


ress made by the Council on group and 
individual hospital admission plans. The 
paring a manual of procedure. individual admission plan in Columbus, 

The board also discussed future plans ©, 18 functioning very well, he said. The 
for its circulating library, plays and Council had also revised the Birmingham 
films, and Blue Cross advertising. plan to coincide with the progress made 


in Columbus. 
Williams Gives HIC Report Maa, Wits 


Mr. Williams further pointed out sev- 

James R. Williams, Health & Accident eral other HIC functions including | a sur- 
Conference public relations director, re- vey committee. For several years past 
ported to the board as a representative this committee has compiled statistics on 
of the Health Insurance Council. Also the number of persons in the United 


committees should be established in 
every state. Mr. McDonald is now pre- 











Sitting on Top is Great Stuff! 


Proud of their company, they are! That goes for more than ten 
thousand representatives of Mutual of Omaha. Why? It’s because 
their company has again maintained its position as the largest exclusive 
health and accident company in the world. It’s because Mutual of 
Omaha has paid more than 490 million dollars in benefits . . . more 
than 56 million dollars in 1952 alone. It’s because Mutual of Omaha 
has a wide and complete line of policies suited to today’s needs . . . and 
is providing coverage today to more than 2 million policyowners. It’s 
because Mutual of Omaha pays benefits promptly, locally, through 110 
service offices in the United States, Canada, Alaska, Hawaii and the 
Canal Zone. A fine company to buy insurance from . 
company to SELL insurance for. 
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States who are actually covered by acci- 
dent and health insurance. These statis- 
tics do much to build the case against 
socialized medicine, in Mr. Williams’ 
opinion. 

The HIC information committee is now 
preparing an A. & H. handbook similar 
to the life hand book prepared by Insti- 
tute of Life Insurance. 


COS. SHARE IN ENTERTAINMENT 


Receptions, Banquet Floor Show and 
Breakfast for Ladies Add to Dele- 
gates’ Enjoyment at Meeting 

Although the business portion of last 
week’s annual convention of the Inter- 
national Association of Accident & 
Health Underwriters in Chicago repre- 
sented a heavy schedule for the dele- 
gates, the entertainment features pro- 
vided the necessary relaxation and were 
most enjoyable. 

The pre-convention reception and get- 
together Sunday evening, June 28, was 
staged by Continental Casualty following 
the meeting of the International’s execu- 
tive board. It was a well attended party. 

The following Tuesday evening Provi- 
dent Life & Accident was host at a re- 
ception for all delegates, preceding the 
annual banquet. And the entertainment 
that evening—three professional acts— 
was furnished through courtesy of the 

sankers Life & Casualty. 

Provident Life & Accident also spon- 
sored a ladies’ breakfast June 30 which 
was arranged by the women’s division 
of the Chicago Accident & Health Asso- 
ciation for the wives of all delegates 
attending. 

Acknowledgment was made in the con- 
vention program by Co-Chairman A. H. 
Wohlers to the following companies 
which wholeheartedly cooperated with 
the International Association in the suc- 
cess of the meeting by sponsoring vari- 
ous activities: All American Casualty, 
3usiness Men’s’ Assurance, Central 
Standard Life, Combined Insurance Co. 
of America, Federal Life of Chicago, 
Illinois Mutual Casualty, Loyalty Group 
Companies, Modern Life & Accident, 
North American Accident (convention 
stationery), North American Life, Union 
Life, United Insurance Co. (convention 
printing), Washington National (conven- 
tion program); also Youngberg-Carlson 
Co., Inc., large Chicago agency, and La 
Salle-Crittenden Press, Inc. 


Knight Reports on Progress 
Of Associations in Ohio 


Reporting at the meeting of the Inter- 
national Association of Accident & 
Health Underwriters at Chicago last 
week, W. A. Knight, Cleveland, said that 
the Ohio Association of Accident & 
Health Underwriters has the two largest 
units in the country: Cleveland with 275 
members and Cincinnati with 225. 

During the year, he said, the Dayton 
association was revived and that a new 
organization, the Tri-County Association 
was created, with members from Akron, 
Canton and surrounding territory. The 
Youngstown, or Mahoning Valley Asso- 
ciation, has also been revived. 

Mr. Knight said that due primarily to 
the Ohio association, the so-called 
Chester bill was defeated in committee 
in the state legislature. This bill would 
have permitted automobile liability poli- 
cies to contain endorsements covering 
any illness or accident, but such accident 
and health coverage would not be sub- 
ject to any of the accident and health 
laws and the public would not have been 
protected by standard provisions, Mr. 
Knight said. 

Saying that a state association is an 
absolute necessity from a_ legislative 
standpoint, Knight declared: “If it 
had not been for a strong Ohio associa- 
tion there would have been by this time 
a compulsory accident and health law in 

hio.” 
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Reveals Motives That 
Impel People to Buy 


TALK BY DR. NAPOLEON HILL 





“Think and Cie Rich” Author Gives 
Use of These Principles in 
Insurance Salesmanship 


Dr. Napoleon Hill, known 
author and lecturer 


held the 


Chicago 


nationally 
on business success, 
attention of delegates to the 
convention last week of the 
International Association of A. & H. 
Underwriters on its second day as he 
revealed some of the success secrets di- 
vulged to him by Andrew Carnegie and 
many other prominent business leaders 
about whom he has written in his book 
“Think and Grow Rich.” 

Dr. Hill, the luncheon speaker, was 
introduced by W. Clement Stone, presi- 
dent of the Combined Insurance Co. of 
America, with whom he is_ presently 
associated 

Putting the emphasis on four principles 
of insurance salesmanship — definiteness 
of purpose, masterminding with other 
people’s brains and contacts, going “the 
extra mile” in service, and using applied 
faith—Dr. Hill declared that these prin- 
ciples are big factors in the success of 
a salesman. He also pointed to other 
motives—self-expression, anger and life- 
after-death, which do not particularly fit 
insurance but which would be good for 
salesmen in other fields. 

“There’s an art to planting these mo- 
tives in the minds of prospective buyers,” 
the speaker stated, “and you aren’t even 
a rookie salesman until you learn it. 
Remember that no one ever purchases 
anything without a motive, however weak 
or unjustified it may be. Furthermore, 
the salesman has to sell himself first that 
what he is offering will be the best thing 
for his prospect to buy. Mahatma Gandhi 
induced the British to pull out of India 
with a similar application of belief.” 

The Four Principles of Success 


Describing in detail his four principles 
of success, Dr. Hill continued : 

“Definiteness of Purpose—The insur- 
ance salesman should establish a definite 
quota of sales he intends to make during 
each month. He should break this down 
to weekly and finally to daily units of 


sales. If he falls short of his quota unit 
one day he must make it up the next. 
He will be successful if he holds himself 
strictly to this method of selling. 

“The Master Mind—AIll successes in 
the upper brackets of selling insurance 


are the results of application of the ‘mas- 
ter mind’ principle. The salesman enlists 
the friendly cooperation of other people 
who will introduce him to new prospec- 
tive buyers who have been partly condi- 
tioned to purchase insurance even before 
the salesman meets them. For example, 
through a ‘master mind’ alliance a sales- 
man may be introduced to a group of 
business associates under circumstances 
which enable him to insure the entire 
group. Sometimes an insurance salesman 
who belongs to a club may form ac- 
quaintances through whom he can open 
doors of opportunity in many different 
businesses and professions. 


“Going the Extra Mile—This means 
rendering more and better service than 
one is expected to render, and doing it 
with a pleasing mental attitude. The 


insurance man who learns how to apply 


this principle properly may project 
himself into fabulous opportunities for 
selling. 

“A life insurance underwriter in Flag- 


staff, Ariz., made telling use of this prin- 
ciple by autographing a dozen copies of 
‘Think and Grow Rich’ and lending them 
out to carefully chosen prospective buy- 
ers. This was before he tried to sell them 
insurance. When he went back to pick 
up the books at the end of the week he 
found that he had broken down resist 
ance and he could talk insurance or any 
thing else he chose to mention. Now his 


.~has been Mayor of Chicago. 





company recommends a similar plan for 
its 5,000 agents. 

Importance of “Applied Faith” 

“Applied Faith—It has been well estab- 
lished that ‘whatever the mind can con- 
ceive and believe the mind can achieve.’ 
Therefore, the master salesman of insur- 
ance or anything else learns how to 
condition his own mind to believe he will 
sell successfully. There is no other single 
factor in selling which is of as much 
importance as the ability to back defi- 
niteness of purpose with the magic of 
belief. 

“Mahatma Gandhi believed he could 
influence the British to pull out and give 
India her freedom and he held fast to 
that belief until they did pull out, and 
this without the firing of a gun or the 
loss of a single life. Gandhi’s capacity to 
condition his mind with definiteness of 
purpose backed by unwavering belief in 
his ability to accomplish that purpose was 
mightier than all the military strength 
of the British Empire.” 

Dr. Hill then brought out that selling 
insurance in particular is based upon 
motive. He emphasized: “No one ever 
purchases anything without a motive, al- 
beit the motive may often be unjustified 
and weak. There are but nine basic mo- 
tives which move people to buy or to do 
anything else. They are as follows: 

The Nine Basic Motives 

“The emotions of love and sex; the 
desire for financial gain, self-preserva- 
tion and for freedom of body and mind; 
the emotion of fear; the desires for self- 
expression and for perpetuation of life 
after death, and finally, the emotion of 
anger. 

“These are the selling tools of the 
successful insurance salesman, and they 
constitute, in fact, the alphabet of all 
salesmanship. All but the last three 
named can be effectively used in insur- 
ance selling. The major factor in the 
success of insurance salesmen I have 
trained was their ability to play upon 
six of the basic motives here indicated. 
One successful life underwriter, Edward 
Choate of New England Mutual Life in 
Angeles, never goes out on a case 
until he has analyzed the prospective 
buyer and determined how many of these 
motives can be used in his sales ap- 
proach, 

‘A great philosopher once said: ‘Show 
me a man’s fears and I will tell you 
how he can be mastered.’ I would para- 
phrase this statement by saying, ‘Show 
me which of the nine basic motives to 
which one is most susceptible and I will 
show you how he can be sold anything 
which harmonizes with those motives.’ ” 


Los 





Welcomed by Chicago Mayor 

Martin H. Kennelly, Mayor of Chicago 
and a popular spez iker at insurance gath- 
erings in that city, extended a warm 
welcome to delegates to the annual con- 
vention of the International Association 
at its opening luncheon Monday, June 29. 
He was introduced by L. D. Cavanaugh, 
president of the Federal Life, who is a 
long-time personal friend of Mayor 
Kennelly. 

Mr. Cavanaugh has had the honor of 
introducing Mr. Kennelly at a number 
of insurance and other types of conven- 
tions during the past few years since he 
In fact, he 
was one of the principal speakers at the 
50th anniversary banquet of the Federal 
Life, held in September, 1949, at the 
E “dgew: iter Beach Hotel, Chicago. 


Committee Worked Hard on 
The Convention Theme 


months in advance of the annual 
convention of the International Associa- 
tion of A. & H. Underwriters, staged 
last week in Chicago, the convention 


For 


committee worked unceasingly to pro- 
vide the “greatest accident and health 
show on earth.” This was, in fact, the 


adopted by Conven- 
Irving G. Wessman, 
Albert H. Wohlers, 


convention slogan, 
tion Co-Chairmen 
Loyalty Group, and 


California Charges Against Hearthstone 


Co. Arouse W. 


Criticism of the sales practices and ad- 
vertising of the Hearthstone Insurance 
Co. by John R. Maloney, California In- 
surance Commissioner, brought a storm 
of protest from W. Clement Stone, presi- 
dent of the company, in a talk he made 
last week at the annual meeting of the 
International Association of A. & H. 
Underwriters in Chicago. Mr. Stone has 
strong feelings on this subject as the 
California charges are an attack on a 
training program based on his sales 
psychology which has been in successful 
operation for the past 20 years. 

However, the circumstances under 
which Mr. Stone responded to Commis- 
sioner Maloney—using the International 

Association’s convention as his platform, 
were considered unusual. Mr. Stone got 
up to introduce Dr. Napoleon Hill, the 
luncheon speaker, and said that he had 
his permission to take 15 minutes’ time 
to discuss the Maloney charges. Because 
he felt that the California Commissioner 
. trying to “persecute” individuals and 

& H. companies as well as attacking 
is Dic sales methods, Mr. Stone felt 
sure of his ground i in rising “in righteous 
indignation” in his own company’s de- 
fense and in the presence of industry 
representatives. 

Because of the personal and individual 
company aspects of the Hearthstone- 
Maloney controversy the International 
Association had to dissociate itself from 
Mr. Stone’s blast against the California 
Commissioner, and its position was 
promptly taken at the convention. 

California Accusation Made June 16 

First intimation of the California criti- 
cism of the Hearthstone’s methods was 
revealed on June 16 when the Depart- 
ment gave news publicity to its filing 
of an accusation against the company 
and Mr. Stone who holds a non-resident 
broker’s license in California. Therein 
it was alleged that the Hearthstone in- 
dulged in “misrepresentation and frau- 
dulent conduct of business in the sale of 
accident insurance in that state.” It 
was brought out further that “the com- 
pany’s organizational sales plan and pro- 
gram, as embodied in its printed train- 
ing material, instructs the company’s 
agents, employes and representatives to 
solicit in an artful, cunning, tricky, de- 
ceiving, misleading and fraudulent man- 
ner, all as more particularly described in 
18 specifications contained in the accu- 
sation.” 

Mr. Stone resented the fact that the 
press, not the Insurance Department, had 
informed him that he was entitled to 
a public hearing so as to refute the 
charges made. And he could not recon- 

cile them with the fact that “never has 
there been a word of criticism ... of 
our sales and training methods , 
even though | have trained salesmen to 
sell millions of dollars in premiums 
and today head four insurance organiza- 
tions as president and general sales man- 
ager because of these sales methods.” 
Terms Charges Unwarranted 

Illustrating what he called the unwar- 
ranted aspects of the charges brought 
against Hearthstone, Mr. Stone quoted 
from three of the 18 specifications from 
the official accusation. One was that by 
concealing Hearthstone’s name, conceal- 
ing that insurance was being sold and 
affirmatively denying that insurance was 





being sold, misrepresentation was cre- 
ated. In response Mr. Stone said: 

“I trained salesmen to sell from the 
Youngberg-Carlson Co., Inc. 


Their committee consisted of 33 Chi- 
cagoans, representing a cross section of 
agency, company and trade association 
talent in the membership of the Chicago 
A. & H. Association. 


Clement Stone’s Ire 


policy itself. Can you picture the jus- 
tice of this charge when the name of 
the company is printed in 36-point type? 
Do any of you who sell insurance believe 
that you can sell many thousands of in- 
dividuals and conceal the fact that in- 
surance is being sold or deny that insur- 
ance is being sold?” 

Another charge was that standardized 
humor was used to eliminate objections 
and to avoid anticipated relevant ques- 
tions. To this Mr. Stone responded: 

“We, of course, use humor to relieve 
tension. However, a lawyer on Commis- 
sioner Maloney’s staff, in my presence, 
pointed to the following joke as ‘mis- 
representation’: ‘We pay you if you are 
hurt. We even pay you if your feelings 
are hurt. How’s that ? 

“Another joke which was condemned 
was ‘this is especially interesting to 
young ladies who are not married. 

We even pay them $1,000 for a broken 
heart. How’s that ?’” 

Further along Mr. Stone wondered if 
it were possible that Commissioner Ma- 
loney and his associates “in a_ sincere 
effort to socialize the A. & H. business 
through state insurance has embarked 
on a program that is authoritarian, to- 
talitarian and arbitrary through a pat- 
tern of attempting to ruin company by 
company, individual by individual, with 
the thought in mind that the individual 
or average company will not join with 
others to fight his methods until that 
individual or company is personally at- 
tacked and thus, over a period of years, 
inflict his philosophy to the detriment 
of the people.” 

Mr. Stone finally brought out that in 
his printed instructional manual which 
Commissioner Maloney accuses of being 
“artful, cunning, tricky, etc.,” begins 
sowing the seed of philosophy to accom- 


plish its purpose on page 1. He then 
quoted: 
“Prayer—Success in all fields of en- 


deavor has been assisted by the employ- 
ment of prayer. Regardless of one’s be- 
liefs, prayer from a psychological view- 
point, is beneficial in crystallizing one’s 
ideas towards an objective, and develops 
a stimulating internal force. To thank 
the Divine Power at the end of a good 
day has never harmed anyone—to ask 
the Divine Power for assistance towards 
success has helped many. If you want to 
get results—try a prayer!” 

“With this thought in mind, I close 
with thanking the Divine Power for all 


the blessings that I have received, and 
to pray that those in power in the In- 
surance Department of California and 


elsewhere, who can do so much good, 
who can render a service to the cause 
of progress and civilization do not coun 
terbalance and stultify the excellencies 
of their good work through fanatical, 
aggressive pursuit of ideologies that look 
right to them, but are wrong and harm- 
ful to the nation.’ 


Galloway Given Party 

Roy A. MacDonald, director of com- 
pany relations of the Health & Acci- 
dent Underwriters Conference, and Mrs. 
MacDonald, gave a buffet dinner party 
to John G. Galloway, retiring president, 
International A. & H. Association, at 
their home during last week’s annual 
meeting. Eighteen attended and the con- 
ference sponsored the affair. 

Mr. Galloway was also the recipient 
of a fancy Florida shirt, the gift of 
Earle Bennett, executive board member, 
who represents Provident Life & Acci- 
dent in Tampa. Two or three previous 
outgoing presidents have received a simi- 
lar remembrance from Mr, Bennett. 
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Even Rabbits get into Trouble ~ 
and they have FOUR Rabbits Feet! 


Yes, rabbits’ feet aren’t too successful in bringing good 
luck, even to rabbits. And when it comes to warding 
off accident or sickness there are lots better methods. 
But better than any good luck charm is The Travelers 
Accident and Sickness insurance which provides 
necessary protection against the costly results of 
injury or illness. 
It’s a good idea to tell your clients now about Trav- 
elers low-cost policies which give them protection 
against loss of earnings as well as money to pay medi- 
cal expenses. 
Just contact the nearest Travelers Branch Office 
Manager. He’ll be happy to give you full information 
“gs on Travelers broad, up-to-date Accident and Sick- 
ness policies ... and a full selection of mod- 
ern, hard-hitting sales aids and leaflets. 













THE TRAVELERS INSURANCE COMPANY 


Hartford, Connecticut 
































“Well, listen to this! Harriet’s going to stay 
right here in town—right in her own house! 
And she’s not going to have to go to work! 
She told me so this morning. She said 
George's insurance not only paid off the bal- 
ance of the mortgage but is giving her a reg- 
ular monthly income, too! And she said young 
George is going to be able to finish college 
. . . What’s that? . . . Oh, I know! Harriet 
would be lost if she had to move away—and 
young George is doing so well it'd be a shame 
if he couldn’t finish. That George! I always 
did admire Harriet’s husband—and now more 


than ever.” 


Respect for a job well done—a job engineered by one 

of the many talented, persevering life underwriters 

who know that the cost of negligence is paid in deprivation. 

What other profession so certainly results in happiness 

for others—in satisfaction for one’s self? 7 1853 YN 
> Etna Sife ) 
( Centennial ) 
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ETNA LIFE INSURANCE COMPANY 


HARTFORD 15 CONNECTICUT 








